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There’s a growing demand for a finer, cleaner ribbon for the 
best ‘front office’’ work. Here's why Webster's MULTIKOPY 
Typewriter Ribbons are tailor-made for this market. 
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MULTIKOPY TYPEWRITER RIBBONS come in all-black and black-and-red, in two degrees 
of inking for secretarial work. Ask our Service Representative, or write to 


13 Amherst Street, Cambridge 42, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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year,$2.00;two ygars, $3.00; 
three years, $4.00. Canada— 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 






customers. 
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Acco Products, Inc...................... 64 
Acme Bulletin & Dircty, Corp...183 
Acme Visible Records Inc...... 41 
Adirondack Chair Co........ 176 
Agency Paper Co..... — 
ee, 2 111 
All-Steel-Equip Co......02.0...:..-..-.- 13( 
Allen Calculators Inc.. ... 65 
oO ea 168 





Allied Carb. & Rib. Mfg. Corp...174 
Amberg File & Index Co.............175 
Amer. Hair & Felt Co............. 135 
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Browne-Morse Co. ........................ 59 
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Carter's Ink Company 191 
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through the journal. 


D E F 
Darnell Corp., Ltd... 151 
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Dick, A. B., Company 29 
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ye ey oS ESE 6°, a ae 183 
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They do, however, offer their services in resolving any disagreements which result from relations established 
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ten cents a word, minimum charge $2.00. 


The rate for classified advertisements is 


SITUATIONS WANTED 


MECHANIC 20 yrs. experience bench, outside, managing, all around. 
B-53, care Office Appliances, Chicago 6. 


managing department. Best references. 


Capable 


ADDING MACHINE MECHANIC with considerable experience would like to make 


permanent connection. 


SALESMEN 


Familiar with most makes. 
B-54, care Office Appliances, Chicago 6. 


Burroughs expert. Address 


WANTED 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 


spirit duplicating materials, printed forms and supplies, 


inked ribbons, carbon 


papers, etc., has territory openings for steady, reliable type of salesmen who are 


workers. 
representatives. Permanent post war employment. 
earnings. Salary and expenses paid. 


See display ad in this 
Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N 


New exclusive products have created an unusual opportunity for able 


excellent 


Write 
ae 


Opportunity for 
magazine 


UNUSUAL OPPORTUNITY for experienced office supply and equipment salesmen 


to connect with a fast growing mid-western office supply store. 
character and personality and stand a thorough investigation. 
salesman and one man capable of maintaining the sales floor 

Salary equal to your earning capacity with 


Good industrial area. Ideal location. 
good prospects for advancement. 


ances, Chicago 6 


FILING EQUIPMENT SALESMAN with experience and following in the trade. 
Excellent opportunity for 
detailed experience to Cole Steel Equipment Co., 349 Broadway, 
N.Y 


time representation required. 


4 


Write full details to O-178, 


Must be of good 
Need one outside 
City of 100,000. 


care Office Appli 
Full 


high grade man. Write 
New York 13, 


WANTED FACTORY REPRESENTATIVE by nationally known mid-western manu- 


facturer of office equipment and supplies. 


Excellent opportunity. Must have 


experience selling dealers; be able to conduct sales meetings; evaluate markets; 


open up new dealerships. 
tories open. 


The position is full time and permanent. 
Give complete background and details of experience. 


Several terri- 
All letters 


shall be kept confidential. Write O-179, care Office Appliances, Chicago 6. 


VICTOR ADDING MACHINE CO. has openings for experienced mechanics and 


salesmen in Los Angeles, San Francisco, and Seattle. 
good income. Give full details in first letter. 


Permanent positions with 
Replies held confidential. K. Vasen, 


Western Regional Manager, 720 So. Flower St., Los Angeles 14, California. 


MAN OR WOMAN with enough commercial experience to intelligently handle 


Telephone Sales. 
Expenses paid for interview 
1525 Chestnut Street, 


ness. 


pany, 


Freedom to develop and expand this portion of a large busi- 
Permanent position. A. 
Philadelphia 2, 


Pomerantz & Com- 
Pennsylvania. 


EXECUTIVES WANTED 


SALES PROMOTION MANAGER with knowledge of Advertising Department detail 
such as layout and copy writing, by manufacturer of Office Equipment and Sup- 


plies with national distribution. 


Give complete background with salary requirements. 


Appliances, Chicago 6. 


DEPARTMENT MANAGER 
terial. Splendid opportunity. 


Ability to educate and handle salesmen required. 


Address O-173, care Office 


National loose leaf, filing supplies and drafting ma- 
Permanent. 
Office Equipment Co., Columbus 15, Ohio. 


State salary and experience. Diehl 


WANTS AND FOR SALE, Continued page 5 (opposite) 
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WANTS AND FOR SALE, Continued from page 4 (opposite) 


MECHANICS AND REPAIRMEN WANTED 


39 year old WEST COAST BUSINESS machine dealer needs one experienced type- 
writer mechanic, also one cash register mechanic. Permanent position, high 
salary, very mild climate. Write box number O-181, care Office Appliances giv- 
ing full particulars regarding experience and references. 


WANTED: Typewriter and Adding Machine Mechanics for permanent employment 
in a well-equipped shop in Southern California. Good salary and overtime. State 
experience and references. All answers treated confidentially. Address O-175, 
care Office Appliances, Chicago 6. 


WANTED—ADDING MACHINE MECHANIC, steady work, not a duration job. 
Would prefer one with some knowledge of typewriters but not essential. City of 
45,000 and we merchandise all types of machines and furniture. Good salary and 
commission. Address 0-180, care Office Appliances, Chicago 6 


WANTED EXPERT MECHANIC on Burroughs machines who could learn repairing 
of Remington Accounting Machines and other makes. Should make not less than 
$400.00 a month on our profit sharing plan. Address O-174, care Office Appli- 
ances, Chicago 6. 


TYPEWRITER AND ADDING MACHINE MECHANIC wanted by leading dealer in 
prosperous Michigan city. Work involves all makes. Liberal commission arrange- 
ment or combination salary and commission. Excellent opportunity. Address 
0-186, care Office Appliances, Chicago 6. 


TYPEWRITER AND ADDING MACHINE repairman, good chance for the right man 
with leading Royal dealer in California’s ideal coast city. Write I. A. Cleveland, 
735 Broadway, San Diego 1, Calif. 


FIRST CLASS TYPEWRITER and adding machine Mechanic wanted. Must be 
reliable and sober. Permanent. Good Salary to qualified mechanic. Southern 
California location. Box O-182 care Office Appliance, Chicago 6. 


TYPEWRITER MECHANIC—AIl makes preferred. Permanent—Good salary—In 
a small city not overcrowded. Living costs reasonable. Standard Typewriter 
Co., Danville, Ill. 


WANTED—Combination Typewriter and — Mechanic. Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. We lls St., Chicago 6, 
Illinois. 


BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 


TYPEWRITER AND OFFICE MACHINE MECHANIC. $75.00 per week and bonus, 
permanent. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, Mich 


REPRESENTATIVES WANTED 


SALESMEN: Reliable manufacturer has territories open for salesmen for good 
volume merchandise as side line. Excellent opportunity for the right men. In 
replying, please give details as to territory covered and lines of merchandise 
carried. Write O-184 care Office Appliances, Chicago 6. 


REPRESENTATIVES AVAILABLE 


DUPLICATING MACHINE DISTRIBUTORS in Georgia-Florida territories with 
capable and successful organization, now holding exclusive franchise with the 
two largest and nationally known office duplicators, wish to supplement their 
activity with some product which is non-competitive. Office equipment, with 
volume supplies and mechanical service preferred. Now serving over 2000 
machine users. Address B-57, care Office Appliances, Chicago 6. 

SALESMAN WORKING CHICAGO, also Indiana, Ohio and Michigan, is in a 
position to handle one additional line, either furniture or stationery. Has made 
excellent record calling upon the trade regularly for more than twenty years. 
A good producer. Top references. Address B-52, care Office Appliances, 
Chicago 6. 


EXPERIENCED STATIONERY and office supply man available May first. Wants 
lines for Pacific Coast especially Southern California. Excellent references. 
Box B-56, care Office Appliances, Chicago 6. 


ATTENTION MANUFACTURERS. Wanted Jobbing Lines 2500 active mailing 
list—Located in middle west good labor conditions—24,000 ft. floor space— 
Our present jobbing lines cover seven states. Inquiries B-55 care Office Appli- 
ances, Chicago 6. 





EXPORT REPRESENTATIVES AVAILABLE 


WELL ESTABLISHED COMPANY with 15 years’ experience in sale and servicing 
of modern electric invoicing and accounting machines are at present handling 
a machine of European manufacture, and would like for post-war development, 
the sole distribution for Great Britain of a sound American office machine. 
Adding, Calculating. Bookkeeping machines preferred but would consider any 
other high-class office appliance. Ample resources exist including excellent 
premises, good connection and skilled sales and service staff. Please write 
to Mercedes Sterling Book-keeping & Calculating Machines Ltd., 60, St. Paul's 
Churchyard, London, E.C.4, England. 


EXPORT EXECUTIVE: with 25 years experience world wide exports office 
supplies. Widely travelled. Outstanding record. Now with large manufacturer 
but desires new connection with manufacturer sincerely desirous export business. 
Address O-177 care Office Appliances, Chicago 6. 


MOHD. NOUR SALAH JAMJOOM & BROS. General Merchants & Commission 
Agents, Jeddah, Hijaz, Saudia Arabia. Let us represent you in Saudia Arabia. 


RETAIL BUSINESS FOR SALE 


FOR SALE: Old and ——— Office and School supply business located in 
Northern Minnesota. Established in 1914, always profitable. Owner wants to 
retire on account of illness in family. Only reliable parties should apply, with 
funds to back it up. Too busy to answer curiosity seekers. Address O-176 care 
Office Appliances, Chicago 6. 


OFFICE EQUIPMENT STORE in university—industrial town in a north central 
state. Help shortage forces sale. Excellent opportunity with only a $12,000 
investment, 1/2 of which can be cleared the first twelve months. No facts to 
hide—come, see for yourself. Box O-185 care Office Appliances, Chicago 6. 


OFFICE SUPPLY & EQUIPMENT, well established business doing $100,000 


annually. Owner wishes to retire. Price $30,000. Please write to Howard C. 
Gates, Granada Building, Santa Barbara, California. 


WANTED TO BUY RETAIL BUSINESS 
EXPERIENCED MAN wants to buy established stationery, office supply store 
in South. Ample capital; successful. Would consider printing shop in conjunc- 
tion. Write Box O-183 Office Appliances, Chicago 6. 
TRADE SCHOOLS 
TYPEWRITING REPAIRING—Original, simplified Home Study Course. Students 


operating own repair shop. Weber Typewriter Mechanics School, Box 269, 
Osborn, Ohio. 


OFFICE APPLIANCES, February, 1945 


CATALOGS WANTED 


CATALOGS WANTED: Manufacturers catalogs and price lists on stationery and 
office equipment items. Moore’s Business Service Corp., Reporting Quoted 
Prices for over a Quarter Century, Lloyd Building, Seattle 1, Washington. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices but now require 90 to 150 days’ time. We especially 
feature ‘‘CONKLIN,’’ SWAN, WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, 
MOORE, etc., but can repair all other makes. We feature Gold Pen Points and 
Repairing. Mail all makes to ONE place for better service. ASK ABOUT NEw 
WELTY PENS, $1.50 to $10.00 LIST. Welty Pen and Repair Co., (Est. 1904), 
38 So. State St., Chicago 


FOUNTAIN PEN REPAIRING—Largest and best equipped pen shop in Middle 
West gives TWO-DAY SERVICE on Fountain Pens and Mechanical Pencils. 
Authorized and recommended by Sheaffer, Parker, Eversharp, Waterman and 
other leading manufacturers. Factory prices. All work guaranteed. We pay 
return postage, furnish dealer repair envelopes. Price list and envelopes on 
request. Collins Pen Shop, 150-52 E. Fourth Street, Cincinnati 2, Ohio. 


TYPEWRITER OVERHAUL CHECK SHEETS 





INCREASE Your Typewriter Overhaul capacity up to 25 %. Checking sheet in- 
vented by former instructor eliminates ove rsights—reduces service calls. Simple 
to use. Fits all makes. Cost only 2c per machine. Trial order of 100 sheets $2. 
Postpaid. Business Machine Service, W: th peton, North Dakota, 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCK of new and used Adding and Calculating Machine Parts available. 
Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 1643 1LO1st 
Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 S. 
Wells St., Chicago 7 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs, and 
Monroe Calculators, Typewriters and all office machines bought ‘and sold. Teeter- 
Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. A 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and we 
will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York 7, N. ¥ 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, rebuild. 
Comprehensive service for dealers. Adding and Bookkeeping Machine Service 
Co., 1307 Grand, Kansas City 6, Missouri. 


ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee 3, Wis. 


QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, com- 
plete. Inquiries solicited on all types of other machines. American Business 
Machines, 135 Grant St., New York 13, N. Y. 


DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, N. Y. 


KARDEX, ACME, all makes used visible filing equipment. Thousands of recon- 
ditioned cabinets, panels, book s, always on hand. Special service and prices to 
dealers for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 548 
Broadway, New York 12, N. Y. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
7-9 Waverly Place, New York 3, N. Y. 


VICTOR VISIBLE CABINE TS, Pocket Type, Steel, Cabinets & Pockets in excel- 
lent condition. Size 6 x 4, 3-6 Slide, 2-12 Slide, 1-19 Slide. 1 Table, Green 
Crackle Finish. Write for prices to Frank E. Peck & Co., 368 Saunders Kennedy 
Bldg., Omaha 2, Nebraska. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Write and tell us what Visible Equipment you need or have for sale. 
Special prices to Dealers. E. H. Heineman, 4 North Eighth Street, St. Louis 1, Mo. 


WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8 x 5 size, 


complete with card holders. Advise what you have available. E. H. Heineman, 
Box 552, St. Louis 1, Mo. 


ACME (Insite) 8 x 5-14 and 23 drawer units, also 6x4 and 5x8 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 135 
Grand St., New York 13, we 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought 
and sold. We specialize in this field and offer full cooperation to dealers. 
Commercial Card System, 135 Grand St., New York 13, N. Y. 


FOR SALE—Paper fastening machines, small lot, fasten by crimping the paper. 
Foreign invention, can be attached to your desk; formerly sold for $15, offered 
now at special price. Howison, 9 West Grace St., Richmond, Va. 


MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
413 West State, Milwaukee. 


WANTED TO BUY Surplus equipment of all types. Ready buyer. Columbia 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 








For the benefit of the subscribers the lines advertised are here classified. 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be 


Adding Machine Parts 
Amer. Writing Machine Stores 8 
Ames Supply Co 62 
Shipman-Ward Mfg. Co 167 
Adding Machine Rolls & Paper 
Rockwell-Barnes C< 185 


Adding Machines 


Allen Calculators, Inc 65 





Amer. Writing Machine Stores R3 
Friden Calculating Mach. Co 7¢ 
Monroe Cale. Machine Co 71 
Remington Rand, Inc 150 
Smith, L. C., & Corona Type 
writers , 
Victor Adding Machine Co 9 
Adding Machines, Rebuilt & Used 
Mailers’ Service & Equip. Co 147 
Reliable Typewriter & Adding 
Mach. Corp 112 
Shipman-Ward Mfg. Co 167 
Underwood Elliott Fisher...Back Cover 
Adhesives 
See Inks, Adhesives, etc 
Arch and Clip Board F 
Globe-Wernicke Co., The 14 ) 
Rockwell-Barnes Co. 185 
Service Products Co 152 
Shaw-Walker Co 89, 90, 91, 92 
Yawman and Erbe Mfg. ¢ 138 
Ash Trays and Stands 
Century Leather Furniture Co l 
Fair Furniture Co 152 
Associations 
Wholesale Staty. Distributors of 
Canada 56 
Wood Office Furniture Institute 10¢ 
Atlases, Goomragtient 
Cram, George F., 185 
Autographic aca 
United Autographic Register Co 154 
Bank Supplies 
Downey, { L., Co 182 
Gibson, C. R., & Company.’ ¢ 
Bankers Note Cases 
Art Steel Sales Corp 
125, 126, 127, 128 
General Fireproofing Co 32. 33 
Globe-Wernicke Co The 44, 45 


Victor Safe & Equip. Co 
Binders, Catalogue and Periodical 
Acco Products, Inc 64 
Amberg File & Index Co 17 
Master-Craft Corp Div. S-W 61 
Blank Book (Co 183 





National 

Sheppard, The C. E., Co 97 

Wilson Jones Co 13 
sage Permanent Storage 

Boor (% 

Master Div. S-W t 

Sheppard E., Co 7 

Smead Mfg. Co 99 

Wilson Jones Co 4 
Blackboards 

Service Products Co 152 
Blank Books 

sjoorum & Pease Co 7 

National Blank Book C¢ 183 

Rockwell-Barnes Co 185 

Wilson Jones Co. 13 
Blue Print and Plan File Cabinets 

All-Steel-Equip. Co 130 

Anderson-Hickey Co bE 

Art Metal Construction Co 5] 

Art Steel Sales Cory 125, 126, 127, 128 

Bro wwne-Morse Co 9 

Cole Steel Equipment Co 9 





Corry-Jamestown Mfg. Co 100 
General Fireproofing Co., The 32 
Globe-Wernicke Co., The 44, 45 
Invincible Metal Furn. Cx 149 
Peerless Steel Equip. Co 189 
Pronto File Corp 162 
Shaw-Walker Co 89, 90, 91, 92 
Yawman and Erbe Mfg. Co 138 
Bond Boxes 
Art Steel Sales Cory 25, 126, 127, 128 
General Fireproofing Co., The....32, 33 
Globe-Wernicke Co., Th« 14, 4 
Book Cases 
All-Steel-Equip. Co 130 
Art Metal Construction Co 51 
Browne-Morse Co ) 
Corry-Jamestown Mfg. Co 100 


General Fireproofing Co., T 


Globe-Wernicke Co., The 14,4 
Gunn Furniture Company 18] 
Michigan Desk Co 114 
New England Woodworking (\ 115 
Peerless Steel Equip. Co 189 
Shaw-Walker Co 89, 90, 91, 92 
Wabash Filing Supplies ime 118 
Weis Mfg. Co 7. 68. 69. 70 
Yawman and Erbe Mfg. Co. 138 


Bookkeeping Machines 
Underwood Elliott Fisher... Back Cover 
Box Letter Files 


Amberg File & Index Co 175 
~- 





Art Steel Sales Cory , 12¢ 27, 128 
Cole Steel Eq I oF 
Globe-Wernicke Co. 4,4 
Rockwell-Barnes (¢ 18 
Wels Mfg. Co 67, 68, 69, 70 
Brief & Zipper Cases 
Mashek, Frank, Compar 173 
Master-Craft Corp., Div. S-W 61 
Reuben Company 187 
Cuma Forms 
bson, ¢ R & { pany 94 


obligation. 


sar cmmevy me vices 


onsolid iB ness S I 
Hiatt Bus ( 78 
Meilicke Systems, Ir 82 
Shipman-Ward Mfg. ¢ 7 
Victor Safe & Equipment ¢ 7 


Calculating Mashines 
Allen Calculat 





Monroe Cale. acl 
Adding Ma e ( 
Calculating Machines, Used 
Service & Eq ( 
Typewriter & A 

Mach. Corp 

hipman-Ward Mf ( 
Carbon ve 


See nd ¢ 


ailers 


Card ae Boxes and Trays 
All-Steel-Equip. Co 
Amberg File & Index (¢ 
Art Metal Constructior 














Art Steel Sal i 2 2 12 
Cole Steel Equipment ¢ yf 
Corry-Jamestown Mf ( 10 
General Fireproofing ¢ The 2 
Globe-Wernicke C« The 44,4 
Guide System and Sup; S 
Imperial Methods ( 
Invincible Metal Furn. Co 
New England Wood " Co l 
Peerless Steel Equip Co g 
Pronto File Corp 162 
Security Steel Equip. ¢ lf 
Shaw-Walker (\ 89, 90, 91, 92 
Wagemaker Company 159 
Weis Mfg. Co 67, 68, 69, 71 
Wells Office Furniture C« lf 
Yawman and Erbe Mfg. ¢ 138 
Card Indexes, Mechanical 
Rol-Dex Co 7 
Cash Boxes 
Art Steel S s ¢ 12 2 27 8 
Cole Steel Equipn ( v 
General Fireproofing C The 2 
Casters, Caster Bearings, Slides 
Bassick Compans R8 
Darnell Corp 
Celluloid os yaeeeeged 
See Envel *» € 
Chair trons 
sassick Company 88 
Bolens Products Co 132 
Chair Mats 
Office Specialty Mf Co 59 
Service Products ( 152 
Chairs, Folding 
Adirondack Chair (¢ 176 
Royal Metal Mfg. Co 192 
Chairs, Office 
Bright Chair Co 158 
Cramer Posture Chair ¢ 157 
Domore Chair Ce 49 
Ehrlich Upholstery Work 185 
General Fireproofing (« The 2 3 
Gunlocke, The W. tf. Chair ¢ 145 
High Point Bending & (} Co 122 
Jasper Chair Co 1l¢ 
Jasper Seating Co 164 
Michigan Desk Co 114 
New Indiana Ghair ¢ 108 
Royal Metal Mfg. ¢ 192 
Shaw-Walker Co 89, 90, 91, 92 
Sheboygan Chair Compar 170 
Sikes Co., The aa 
Sturgis Post Ct ( 101 
Wells Office ( 169 
Chairs (Posture) 
Bright Chair ¢ 1% 
Cramer Posture Ct Co 157 
Domore Chair C 49 
General Fireproofing ( The 3.1 
Gunloc The W. H. Chair ( 
High } Bending & ¢ ( : 
Jasper Ch Ce 
Jasper Seating Co j 
Shaw-Walker Co 2 
Sikes Co The 5 
Sturgis Posture Chair ¢ 0 
Wells Office Furniture ¢ 69 
Chairs, 


Tablet or 
Jasper ¢ I 
Jasper Seating Co 


liana Chair ¢ 108 


New Ir 
Check Book Covers & Passbooks 

Amer. Passbook ¢ ~ 
Check Protectors 4 Writers 

Hall-Welter ¢ & 
Checks, Banks, 


Payroll, Ete 
Gibson, ¢ R., & Cor 


Checks, Stamped Metal 





Dayton Stencil rl 80 
Meyer & Wi nthe, Ir 
Clip Boards 
See Arch and Clip Board |} 
Coin Bags, seve od Wrappers 
Art Steel Sales p 2 J OR 
Downe ( S 
Copyholders. 
Acco Produ f 
Dawn fg rhe S 
Franklin ) s 
Rite-Line § Ir 
Wells Office Furniture ¢ , 
Costumers 
Fair Furr ( & 
Globe-Wernich ( I } 
Peerless Steel Equip. ( 
Shaw W alker Co. 
Vogel- Pete ( 
Wells Off t e ¢ 


Crayons 
Dixon, Josep ( ‘ 22 
Cushions & Pads, Chair 
Century Leather Furn. Co 144 
“air ‘urniture ( 158 











Rivet-O Mfg. ¢ 
Stewart, R. A & t 
Superior Type C 63, 120 
Desk Lamps 
Dawn Mfg. ( 180 
Van Dyke Industries 124 
Desk Pads & Fone 
Aigner, G. J 111 
Fair Furniture Co 158 
Wagemaker Company 159 
Wilson Jones (« .. 43 
Desk Pen & Ink Sets 
Gregory Fount-O-Ink Co 102 
Sengbusch Self Cl. Inkst’d (¢ 186 
Sheaffer, W. A., Pen Co 37 
Desk Trays 
Aigner, G. J., Co 111 
Art Metal Construction Co. . 51 
Art Steel Sales Corp. 125, 126, 127, 128 
Corry-Jamestown Mfg Co 100 
General Fireproofing Co., The 32, 33 
Globe-Wernicke Co., The 44. 45 
Imperial Methods Co. 141 
Peerless Steel Equip, ¢ 1X9 
Service Products Co 152 
Shaw-Walker Co 89, 90, 91, 92 
Weis Mfg. ¢ 67, 68, 69. 70 
Yawman and Erbe Mfg. Co 138 
Desk Work Distributors 
rt Steel Sales Corp..125, 126, 127, 128 
Globe-Wernicke Co., The 14, 45 
Victor Safe & Equip. Co 75 
Wilson Jones (« 43 
Desks 
Art Metal Construction Co 51 
Art Steel Sales Corp..125, 126, 127, 128 
Browne 59 
Corry-J ( 100 
Genera ! ar The 32, 33 
Globe-Wernicke The 44, 45 
Gunn Furniture Company 181 
Imperial Desk Co 109 
Indiana Desk Cx 33 
Invincible Metal Furn. Co 149 
Jasper Desk Co 153 
Jasper Office Furniture Co 146 
Michigan Desk Co 114 
Myrtle Desk Co 137 
National Desk Co., Ine 107 
Peerless Steel Equip. Co 189 
Royal Metal Mfg. Co 192 
Security Steel Equip. Corp 165 
Shaw-Walker Co 89, 90, 91, 92 
Victor Safe & Equip. Co 75 
Wagemaker Company 159 
Wells Office Furniture Cx 169 
Yawman and Erbe Mfg. Co 138 


Diaries (See Memo Books 


Drafting Instruments & Equipment 
Brown, Arthur, & Bro 136 
Cardinell Corp 178 


Duplicating Machines & Supplies 





Amer. Writing Machine Stores &3 
Autocopy, Ine pares | 
Bainbridge, Kimpton & Haupt 140 
Columbia Rib. & Carb. Mfg. Co RG 
Copy Papers, Inc 7 
Dick, A. B.. Company 29 
Harding; Milo, Company Bee 
Ileyer Corp., The 193 
Manifold Supplies Co 35 
Mimeograph 29 
Mittag & Volger, Inc 72 
Old Town Ribbon & Carbon Co 53 
Red Feather Products, Ltd 121 
Shalleross Co., The 180 
Sinclair & Valentine (x 160 
Smith, L. C & Corona Tws 31 
Speed-O-Print Corp 79, 80 
Starkey Paper & Supply Cx 182 
Technygraph, The 178 
Victor Safe & Equip. Co 75 
Ousteating Machines, Used 
ailers’ Service & Equip. Co 147 
Duplicating Stencil Files 
Atlas Stencil Files, Inc 155 
Envelopes 
Globe-Wernicke Co., The 44,45 
Northern States Envelop 0 73 
Quality Park Envelope (Cc R4 
Smead Mfg. Co., lr I 99 
Wilson Jones Cx 4: 
Envelopes, Celluloid 
igner, G. J., ( 111 
Markilo Co 184 
Eradicators, Ink 
Carter's Ink Compar 19] 
Erasers 
Dixon, Joseph, Crucible Co 142 
Faber, A. W Inc 105 
Koh-I-Noor Peneil (« Inc 15] 
Rober Weldor Rubber (« 18] 


Eyelets & Eyelet Fasteners 






Rivet-O Mf ( 185 
File Boxes, Fibre Collapsible 

Sankers Box ¢ 82 

y, « L., & Co 54 

*-Wernicke Co The 14, 45 

System & Supply ¢ 87 

Oxford Filing Supply Co 185 


OFFICE APPLIANCES, 


promptly and cheerfully furnished by letter, without 


Pronto File Corp 162 
Weis Mfg. Co 67, 68, 69, 7( 
File Boxes, Metal 
Art Metal Construction Co 51 
Art Steel Sales Corp...125, 126, 127, 128 
Cole Steel Equipment Co. 96 
Corry-Jamestown Mfg. (o 100 
Globe-Wernicke Co., The 44, 45 
Peerless Steel Equip. Co 189 
Pronto File Corp 162 
Remington Rand, Ine 150 
Rockwell-Barnes Co 185 


Shaw-Walker Co 

Victor Safe & Equip. Co 

Weis Mfg. Co 67 
Filina Cabinets, Insulated 

Meilink Steel Safe Co 

Shaw-Walker Co 89 


89, 90, 91, 92 


68, 69, 7 20 


Victor Safe & Equip. Co 75 
Filing Cabinets. Metal 
All-Steel-Equip. Co. 130 
Anderson-Hickey Co 66 
Art Metal Construction Co Al 
Art Steel Sales Corp...125, 126, 127, 128 
Browne- Morse Co. ‘9 
Cole Steel Equipment Co 96 
Corry-Jamestown Mfg. Co 100 
General Fireproofing Co., The......32, 33 
Globe-Wernicke Co., The 44, 45 
Invincible Metal Furn. Co. 149 
Peerless Steel Equip. Co 189 
Security Steel Equip. Corp 145 
Shaw-Walker Co 89, 90, 91, 92 
Victor Safe & Equip. Co...... 75 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co. 138 
Filing Cabinets, Wood 
Art Metal Construction Co 51 
Art Steel Sales Corp...125, 126, 127, 128 
Bainbridge, Kimpton & Haupt, Inc. ..140 
Browne-Morse Co. . 59 
Business Efficiency Aids 186 
General Fireproofing Co., The 82, 33 
Globe-Wernicke Co., The 44, 45 
Imperial Methods Co 141 
Indiana Desk Co 133 
Michigan Desk Co 114 
New England Woodworking Co. 115 
Peerless Steel Equip. Co 189 
Perma-Bilt Equipment Co 182 
Security Steel Equip. Corp 165 
Shaw-Walker Co 182 
Victor Safe & Equip. Co 75 
Wagemaker Company 159 
Weis Mfg. Co 67, 68, 69, 70 
Wells Office Furniture Co. 169 
Yawman and Erbe Mfg. Co 138 


Filing Supplies 
Acco Products, Ine. 
Aigner, G. J. Co. 
Amberg File and Index Co 
Art Metal Construction Co. 
Barkley, C. L., & Co. 
Browne-Morse Co. 
Corry-Jamestown Mfg. Co 
Eureka Specialty Prtg. Co 
General Fireproofing Co., T? 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Pronto File Corp. 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co. . 89, 


1e 





90, 91, 92 


Smead Mfg. Co., Inc., The 99 

Victor Safe & Equip. Co 75 

Wabash Filing Supplies, Inc 118 

Warshaw Mfg. Co 164 

Weis Mfg. Co 67, 68, 69, 76 

Yawman and Erbe Mfg. Co.. 138 
Finger Pads 

Speed Products Co 110 
Flags, Reemployed Service Men's 

Service Flag & Emblem Co 68 
Folders (See Filing Supplies) 
Fountain Pens, Mfrs. 

Eversharp, Incorporated 113 

Kahn, David, Ine R5 

Parker Pen Company 81 

Sheaffer, W. A. Pen Co 37 
Globes, Geographical 

Cram, The George F., Co 1&5 
Gummed Cloth Rings 

Dennison Mfg. Company 187 

Graff, Geo. B., Co 163 

Warshaw Mfg. Co 164 
Gummed Tape & Sealing Machines 

Dennison Mfg. Company 187 

Industrial Tape Corp 17 
Help Wanted 

Friez Instrument Div. Bendix.......... 98 
Honor Rolls 

Acme Bulletin & Directory Corp 183 

U. $8. Bronze Sign Co 184 
Income Tax Data Files 

Sureau Systems Co 172 
Index Card “ome 

Cook, H eo 176 

Graff, Geo B., Co 163 

Victor Safe & Equip. Co 75 
Index Tabs 

Aigner, G. J. Co oie 

Amberg File and Index Co 175 

Barkley, C. L., & Co 54 

Globe-Wernicke Co., The 44, 45 

Guide System & Supply Co.. 7 

Markilo Co 184 

Master-Craft Corp., Div. S-W 61 


(Continued on page 7) 
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THE ULASSIFICATIONS 
(Continued from page 6) 


Shaw-Walker Co 89, 90, 91, 92 
Sheppard, The C. E., Co 97 
Speed Products Co. 116 
Victor Safe & Equip. Co 75 
Inks (Writing), Adhesives, Ete. 
Carter’s Ink Company 191 
Dennison Mfg. Company .--187 
Parker Pen Company eiiocn\ ee 
Rivet-O Mfg. Co 185 
Stewart, R. A., & Co 63 
Inkstands 
Sengbusch Self Cl. Inkst'd Co 186 
Labels 
Eureka Specialty Prtg. Co.......... . 8 
Imperial Methods Co 141 
Oxford Filing Supply Co 185 
Smead Mfg. Co 99 
Warshaw Mfg. Co. 164 
Weis Mfg. Co 67, 68, 69, 70 
Ladders, Library, Store & Vault 
Cotterman, I. D. 184 
Leads for Mechanical Pencils 
Dixon, Joseph, Crucible Co 142 
Eversharp, Incorporated intense 
Faber, A. W., Inc. 105 
Kahn, David, Inc sonst ae 
Rite-Rite Mfg. Co 184 


Sheaffer, W. A., Pen Co 37 
Leather Goods 
Mashek, Frank, Company 1 
Reuben Company 1 


Leather Upholstered Furniture 


Bright Chair Co.. i 155 
Ehrlich Upholstery Works 185 
Gunlocke, The W. H. Chair Co...145 
Jasper Chair Co. 116 
New Indiana Chair Co 108 


Letter Trays (See Desk Trays) 
Library Equipment 


All-Steel-Equip. Co 130 
Art Metal Construction Co 51 
Art Steel Sales Corp..125, 126, 127, 128 
Corry-Jamestown Mfg. Co 100 
General Fireproofing Co., The......32, 33 
Globe-Wernicke Co., The 44, 45 
Peerless Steel Equip. Co 189 


Security Steel Equip. Corp 1465 

Shaw-Walker Co. 89, 90, 91, 93 

Yawman and Erbe Mfg. Co 138 
Lockers and Storage Cabinets 


All-Steel-Equip. Co 130 
Anderson- Hickey Co 66 
Art Metal Construction Co. 51 
Art Steel Sales Corp...125, 126, 127, 128 
Browne-Morse Co. , ae 
Corry-Jamestown Mfg. Co “100 
General Fireproofing Co., The....32, 33 
Globe-Wernicke Co., The 44, 45 
Invincible Metal Furniture Co 149 
New England Woodworking Co. 115 
Security Steel Equip. Corp. 165 
Shaw-Walker Co 89, 90, 91, 92 
Yawman and Erbe Mfg. Co.. 138 
Loose Leaf Books & Systems 
Amberg File and Index Co 75 
Boorum & Pease Co. 57 
Feldco Loose Leaf Co 129 
Master-Craft Corp., Div. S-W 61 
National Blank Book Co. ee | 
Sheppard, The C. E., Co 97 
Wilson Jones Co 3 
Loose Leaf Metals ~*~ Devices 
Sheppard, The C Co 1838 
Wilson Jones Co. ..... e, seenney a 
Loose Leaf Sheet — Celluloid 
Aigner, G. J., Co 111 
Markilo Co 184 
Wilson Jones Co 43 


Mail Distributors 


Globe-Wernicke Co. The 44, 45 

Victor Safe & Equip. Co icy 
Map Tacks 

Graff, Geo. B.. Co 1843 

Moore Push Pin Co exces 85 


Maps 
Cram, The George F., Co os 0 85 


Matched Office Suites 


Art Metal Construc‘ion Co 51 
Feneral Fireproofing Co., The.. £2, 33 
Globe-Wernicke “o., The 44, 45 
Leopold Co 119 
Royal Metal Mfg. Co 192 
Shaw-Walker Co 89, 90, 91, 92 


Memorandum Books 
Boorum & Pease Co 
Gibbons. Thomas, H., 


’ 
4 


& Company..177 

Master-Craft Corp.. Div. S-W 61 

National Blank Book Co 1&3 

Rockwell-Barnes Co 185 

Wilson Jones Co 43 
Mending Tape 

Industrial Tope Corp 417 

Warshaw Mfg. Co 164 
Metal Badges, Checks, Tokens, Ete. 

Dayton Stencil Works 180 

Meyer & Wenthe, Ine 179 
Moisteners 

Mohler, A 180 

Rivet-O Mfg. Co 185 

Sengbusch Self Cl. Inkst’'d Co 186 
Numbering Machines 

Roberts Numbering Mach. Co 172 
Office Partitions and Railings 

Hlobe-Wernicke Co., The 44,45 
Office Printing Outfits 

Fulton Specialty Co .. 156 
Pads, Figuring 

Boorum & Pease € 57 

National Blank Book Co 183 

Rockwell-Barnes Co 185 

Wilson Jones Co 3 
Paper 

Agency Paper Co ao 95 

Eaton Paper Corp 175 

Rockwell-Barnes Co 185 


OFFICE APPLIANCES, 





Paper Clamps 


Acco Products, Inc 64 
Autmtec. Pencil Sharpener Co 189 
Cook, H. C., Co 176 
Graff, Geo. H., Co 163 
Vail Manufacturing Co 117 
Paper Fastening Machines 
Autmtc. Pencil Sharpener Co. 189 
Markwell Mfg. Co 104 
Speed Products Co 110 
Victor Safe & Equip. Co 75 


Paper Fastening Stickers 
Feldco Loose Leaf Corp 129 


Paste (See Inks, 
Pencil Sharpeners 


Adhesives, Etc 


Autmte. Pencil Sharpener Co 189 
Pencils, Mechanical 
Rite-Rite Mfg. Co 184 
Sheaffer, W. A., Pen Co 37 
Pencils, Wood Cased Lead 
Faber, A. W., Inc 105 
Dixon, Joseph, Crucible Co 142 
Koh-I-Noor Pencil Co., Inc 51 
Staedtler, J. S., Inc 160 
Penholders 
Dixon, Joseph, Crucible Co 142 
Pens, Steel 
Sengbusch Self Cl. Inkst’d Co 186 
Pins and Pin Containers 
Vail Mfg. Co. 117 
Platens, Typewriter 
Amer. Writing Machine Stores &3 
Ames Supply Co 62 
Presentation Covers 
Amberg File and Index Co 175 
Oxford Filing Supply Co 185 
Smead Mfg. Co 99 
Price & Sign Markers 
Fulton Specialty Co 156 
Stewart, R. A., & Co 63 
Superior Type Co 63, 120 
Publishers 
British Stationery Exporter 183 
Punches 
Acco Products, Inc 64 
Boorum & Pease Co., The 57 
Globe-Wernicke ‘'o.. The 44, 45 
National Blank Book Co 183 
Wilson Jones Co 43 
Push Pins 
Moore Push Pin Co 185 
Ribbons and Cartons 
Allen & Co 168 
Allied Carb. & Rib. Mfr. Co 174 
Amer. Writing Machine Stores 83 
Ames Supply Co. 62 
Buckeye Rib. & Carbon Co 163 
Carters Ink Company 191 
Copy Papers, Inc 74 
Codo Mfg. Corp 134 
Columbia R. & C. Mfg. Co 6 
Manifold Supplies Co 35 
Mittag & Volger, Inc 72 
Old Town Rib. & Carb. Co 53 
Pacific Car. & Rib. Mfg. Co 139 
Peerless Imperial (Co. 103 
Phillips Process Co 148 
Regal Typewriter Co 147 
Remington Rand, Inc 150 
Royal Typewriter Co., Inc 89 
Shallcross Co., The 180 
Shipman-Ward Mfg. Co ascent 
Storms, H. M., Co 143 


Underwood Elliott Fisher Back Cover 
U. S. Typewriter Ribbon Mfg. Co...131 
Webster, F. S., Co 2 


Write, Inc. 182 
Rubber Bands 

Faber, A. W., Inc 105 
Rubber Stamps 

Meyer & Wenthe. Inc 179 

Stewart, R. A., & Co 63 

Superior Type Co 63, 120 
Rubber Type 

Fulton Specialty Co 156 

Stewart, R. A., & Co 63 

Superior Type Co 63, 120 


Rulers, Transparent 
C-Thru Ruler Co. 


Safes 
Art Metal Construction Co 51 
General Fireproofing Co., The 32, 33 
Globe-Wernicke Co., The 44, 45 
Herring-Hall-Marvin Safe Co 60 
Invincible Metal Furniture Co. 149 
Meilink Steel Safe 78 
Remington Rand A. 150 
Security Steel Equip. Corp 165 
Shaw-Walker Co 89, 90. 91, 92 
Victor Safe & Equip. Co 75 
Yawman and Erbe Mfg. Co 138 
Scrapbooks 
Globe-Wernicke Co., The 44, 45 
Weis Mfg. Co. 67, 68, 69, 70 
Wilson Jones Co 43 
Secretary Desks 
Art Metal Construction Co 51 
General Fireproofing (o., The...32, 33 
Globe-Wernicke Co., The 44, 45 
Peerless Steel Equip. Co 189 
Shaw-Walker Co. 89, 90, 91, 92 
Wabash Filing Supplies, Inc 118 
Shelving 
All-Steel-Equip. Co 51 
Art Metal Construction Co. 

; 125, 126, 127, 128 
Browne-Morse Co. 59 
Corry-Jamestown Mfg. Co. 100 
General Fireproofing Co., The 32, 33 
Globe-Wernicke Co., The 44, 45 
Security Steel Equip. Corp 165 
Shaw-Walker Co 89, 90, 91, 92 

Signs, Changeable Letter 
Acme Bulletin & Dir. Corp 1s: 
Stide Rules 
C-Thru Ruler Co 12 
Stamp Pads 
Carter's Ink Company i9] 
Fulton Specialty Co 156 
Meyer & Wenthe, Inc 179 
Phillips Process Co 148 
Rivet-O Mfg. Co 185 
Rockwell-Barnes Co 185 
Stewart, R. A., & Co 63 
Superior Type Co 63, 120 
Stands for Office Machines 
All-Steel-Equip. Co 57 
Ames Supply Co 62 
Anderson-Hickey Co 66 
Art Steel Sales Corp...125, 126, 127, 128 
Fair Furniture Co. 158 
Franklin Table Co. 183 
General Fireproofing Co., The 32, 33 
Globe-Wernicke Co., The 44, 45 
Peerless Steel Equip. Co 189 
Shipman-Ward Mfg. Co 167 
Sturgis Posture Chair Co. 101 
Wells Office Furniture Co 169 
Staples and Stapling Machines 
Markwell Mfg. Co 104 
Speed Products Corp. 110 
Vail Manufacturing Co 117 
Stencils, Brass 
Dayton Stencil Works 180 
Stenographers’ Note Books 
National Blank Book Co 1x8 
Rockwell-Barnes Co 185 
Stools 
Wells Office Furniture Co 169 
Storage and Transfer Cases 
All-Steel-Equip. Co 130 
Amberg File & Index Co 7h 
Art Metal Construction Co. 51 
Art Steel Sales Corp...125, 126, 127, 128 
Bankers Box Co. R2 
Barkley, C. L., & Co 54 
Browne-Morse Co. . 59 
Cole Steel Equipment Co 96 
Corry-Jamestown Mfg. Corp 100 
General Fireproofing (o., The 32, 33 
Globe-Wernicke Co., The 44, 45 
Guide System & Supply Co 87 
Imperial Methods Co 149 
Invincible Metal Furniture Co 149 
Peerless Steel Equip. Co 189 
Pronto File Corp 162 
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Rockwell-Barnes Co. 185 
Security Steel Equip. Corp 165 
Shaw-Walker Co 89, 90, @1, 92 
Wagemaker Company 159 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 138 
Store Fixtures and Equipment 
All-Steel-Equip. Co. 130 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co 60 
Meilink Steel Safe Co 78 
Tables 
Art Metal Construction Co a 
Browne-Morse Co . 59 
Corry-Jamestown Mfg. Co. nn OO 
General Fireproofing Co., The....32, 33 
Globe-Wernicke Co., The 44, 45 
Mutschler Bros. Co 171 
Peerless Steel Equip. Co 189 
Security Steel Equip. Corp. 5 


Shaw-Walker Co. x9, 90. 91, 92 
) 


Victor Safe & Equip. Co. 75 

Wells Office Furniture Co 169 
Tabulating and Statistle Machines 

Remington Rand, Inc ...150 
Tags 

Dennison Mfg. Company 187 


Tax Record Books & Systems 
Bureau Systems Co 17 
Commonwealth Publishing Co 18 
Krumwiede, Elmer & Assoc 14 


Telephone Accessories 


Victor Safe & Equip. Co 75 
Telephone Stands 
Art Metal Construction Co 51 


Art Steel Sales Corp...125, 126, 127, 128 
General Fireproofing Co., The...32, 33 
Globe-Wernicke Co., The 44, 45 
Peerless Steel Equip. Co.. 19 
Shaw-Walker Co. 89, 90, M1, 
Yawman and Erbe Mfg. Co 


Thumb Tacks 
Graff, Geo. B., Co. 163 


Ticket Holders 


Aigner, G. J. Co 111 

Vail Manufacturing Co 117 
Trimming Boards 

Photo Materials Co 167 
Tying Bands & Devices 

Rochester Wire-O-Binding Co 184 


Type, Typewriter 
Amer. Writing Machines Steres a3 


Ames Suppoly Co : #2 
Shipman-Ward Mfg. Co....... We: 
Typewriter Cleaning Material 
Amer. Writing Machine Sture: 83 
Ames Supply Co. 62 
Bainbridge, Kimpton & Haupt, Inc. 140 
Cardinell Corp 178 
Clarotype Co 184 
Mittag & Volger, Inc. 72 
Norta Distributing Co. 179 
Red Feather Products, Ltd 121 
Regal Typewriter Co 147 
Rivet-O-Mfg. Co 185 
Shipman-Ward Mfg. Co ... 167 


Webster, F. 8S., Co 2 
Typewriter Cushion Keys 


Amer. Writing Machines Stores &3 
Ames Supply Co. 62 
Peerless Imperial Co. 139 
Shipman-Ward Mfg. Co 167 
Speed Key Mfg. Co. 185 
Speed Products Co. 79, 80 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 135 
Amer. Writing Machines Stores &3 
Ames Supply Co.. 62 
Peerless Imperial Co. 139 
Typewriter Parts and Tools 
Amer. Writing Machines Stores 88 
Ames Supply Co. - 62 
Shipman-Ward Mfg. Co. 167 


Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Remington Rand, Ine. 150 
Royal Typewriter Co. 39 
Smith, L. C., & Corona Type 
writers 
Underwood Elliott Fisher 


Typewriters, Rebuilt and Used 
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Amer. Writing Machines Stores &3 
Regal Typewriter Co. 147 
Reliable Typewriter & Adding 
Mach. Corp 112 
Shipman-W ora Mfg. Co 1467 
Visible Systems Equipment 
Acme Visible Records, Inc. 41 
Aigner, G. J. Co. 111 
Art Metal Construction Co. 51 
Boorum & Pease Co. 57 
Globe-Wernicke Co., The 44, 45 
Master-Craft Corp., Div. S-W 61 
National Blank Book Co. 183 
Remington Rand, Ine. 150 
Shaw-Walker Co. 89, 90, 91, 92 
Sheppard, The C. E., Co 97 
Victor Safe & Equip. Co. 75 
Wilson Jones Co. 43 
Yawman and Erbe Mfg. Co 138 
Wardrobe Racks 
New England Woodworking Co. 115 
Vogel- Peterson Company 171 


Waste Baskets 
Art Steel Sales Corp...125, 126, 127, 128 
Bainbridge, Kimpton & Haupt, Inc...140 


Cole Steel Equipment Co. 96 
Corry-Jamestown Mfg. bie 100 
Federal Fibre Corp 152 
General Fireproofing Co., The 32, 33 
Globe-Wernicke Co., The 44, 45 
Peerless Steel Equip. Co. 189 
Shaw-Walker Co. 89, 90, 91, 92 


Wholesale Stationery 
Associated Stationers Supply Co... 161 
Bainbridge, Kimpton & Haupt, Inc...140 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,364,640 Record Visualizing Device. Alfred M. 
Martin, Park Ridg e, Ill Application May 25, 1942, 
Serial No. 444,378 Granted December 12, 1944 

2,364,711 Envelope. Axel H. Hakansor Worces 
ter, Mass assignor to United States Envelope Com 
pany, Springfield Mass a corporation of Maine 
Application September 16, 1943, Serial No. 502,563 
Granted December 12, 1944 

2,364,729 Stenciling Attachment for Typewriters. 
Edward E. Leroux, Jersey City, N. J. Application Sep- 
tember 9, 1943, Serial Ne 01.703 Granted December 
12, 1944 
769 Accounting Machine. Walter A. Ander- 


) 1 
6 








“,« : 
son, Bridgeport, Conn assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware Application December 21, 1939, Serial No 
310,279 Granted December 12, 1944 

2,364,859 Loose Leaf Binder. Leo Lichtenstein, 
Chicage Ill Application July 1 1943, Serial No 
1 O45 Granted December 12, 1944 

2,364,890 Loose Leaf Binder. Clyde T. Cadwall- 
ader, Kenmore, N. Y., assignor to Dorothy Cadwall 
ader, Kenmore Ny. 7% Application October 14, 1943, 
Serial No. 506,183 Granted December 12, 1944 
2,364,942. Duplicating Machine. Charles H. Bradt 
Groton, N. Y assignor to L. ¢ Smith & Corona 
Typewriteis, Inc Syracuse, N . a corporation of 


New York Application March 19, 1942, Serial No 
135,383 Granted December 12, 1944 

IHS, 23 ink Container. Howard Y F. Zane 
Honolu u, Territory of Hawaii Application July 15 
1943, Serial No 194,843. Granted December 19, 1944 
2,365,318. Means for Handling Paper on Business 
Machines. Clayton E. Wyrick, Miami, Fla., assignor 
to The Egry Register Company, Dayton, Ohio, a cor 
poration of Ohio. Application July 20, 1942, Serial No 
151,645 Granted December 19, 1944 

365,325. Clutch Mechanism for Calculating Ma- 
ules, Harold T. Avery, Oakland, Calif., assignor to 
Marchant Calculating Machine Company 1 corporation 
if California Application September 20, 1943, Serial 
No. 503,056. Granted December 19, 1944 
2,365,468. Tilting Chair Mounting. Walter F. Her 
old, Easton, Conn., assignor to The Bassick Company, 
Bridgeport, Conn a corporation of Connecticut Ap 
plication May 4, 1940, Serial No. 333,309. Granted 
December 19, 1944 


507. Caleulating Machine. Philip H. Allen, 








Richmond, Calif ignor to Friden Calculating Ma- 
chine Co., Inc., San Leandio, Calif., a corporation of 


California. Application January 27, 1940, Serial No. 
315,98] Granted December 19, 1944 

2.365.527. Calculating Machire. Acolnhus S. Dennis 
Oakland, Calif assignor to Friden Calculating Ma 
chine Co Ine a corporation of California Appliestion 
December 30, 1941, Serial No. 421,959. Granted Dec 
ember 19 1944 

2,365,548 Mechanical Pencil. Paul 8 Hauton, 
Atlanta, Ga a gnor to Scripto Manufacturing Com 
pany, Atlanta, Ga., a corporation of Georgia. Applica 
tion November 13, 1941, Serial Ne 118,874. Granted 
December 19, 1944 

2,365,643. Loose Leaf Binder. Alfred M. Martin 
Park Ridge, Ill. Application October 2. 1941, Serial 
3.3 Granted December 19, 1944 
Stationery. Albert W Metzner, Dayton, 
nor to The Stancard Register Company 
a corporation of Ohio. Appl tion May 
rial No 443,369. Granted December 2¢ 











2,365,880. Mechanical Pencil. David Juelss, Brooklyn, 
N y assignor to American Lead Pencil Company 
Hoboken, N. J., a corporation of New York. Application 
March 25, 1944, Serial No. 528,028. Granted Decem 
ber 26, 1944 

2.365.913. Typewriter Provided With Type Wheel or 
Type Roller. Tor Stenfors, Djursholm, Sweden. Applica 
tion November 29, 1940, Serial No. 367,843. Granted 
December 26, 1944 

2.366.024 Typewriting Machine. George F. Handley 
leceased, late of Glendale, N. Y by Matilda J 
Handley, executrix, Yonkers, N. Y assignor to Royal 
Typewriter Company, Ine New York, N. Y., a corpora 
tion of New York. Application March 21, 1943, Serial 
No. 480,369. Granted December 26, 1944 
6,107. Typewriting Machine. William F. Hel- 








mond, Clinton, Conn assignor to Underwood Elliott 
Fisher Company, New York, N. Y 1 corporation of 
Delaware Application May 20 1942 Serial No 


143,721. Granted December 26, 1944 

2,366,147. Typewriter Reel. Jean L. May, Salt Lake 
City, Utah, assignor of one-half to A. L. Glasmann 
and George C,. Buckle, Ogden, Utal Application May 


1940, Serial No. 338,247. Granted December 2¢ 


206. Sheet Feeding Device. Albert W. Metz 
ner, Dayton, Ohio, assignor to The Standard Register 
Company ton, Ohie a corporation of Ohio. Appli 
cation s 18 1941 Serial No 107.317. Granted 
January 2, 1945 


2,366,265. Page End Indicator. Frank T. Jenser 





Dysart, Iowa. Application October 5, 194 Serial N 
05,062. Granted January 2, 1945 
2,366,345. Revolution Counter Control. Anthony B 
Machado, Oakland, Calif., assignor to Fri ~ Calculat 
ing Machine Co Inc a corporation § of “alifornia 
Applicatior October 21 1941 Serial No. 115.878 
nted January 2, 1945 


(ir 








2,366,429 haga Shift Control Mechanism Harold 
Tr. Avery - Kila nd alif., assignor to Marchant l 
ulating Mac Company. a corporation of Calif ia 





Applicatior 9 1940 Serial , 352.929 
Granted Jant 9 1945 

2,366,468 Paper Carriage for Accounting Machines 
Walter <A Anders Long Hill. Con atesliniae 
Underwood Elliott Fisher Company, New York, N. Y 
a corporation of Delaware Application March 11 1942 
Serial No 178.829] Granted January 2 1945 


2,366,914. Printing Mechanism. Titus G. Le Clair 
Chicago, Il and .Jemes R. Harrington, Mansfield nd 
Boyd H. Smith, Shelby Ohio; said Harrington and 
said Smit assignors to said Le Clair Application 
January 4, 1941, Serial No 73,158. Granted January 
; 1945 





Pencil Sharpener. Anthon H. Paschell 
lowa Application January 7, 1944, Serial 
12. Granted January 9, 1945 
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2,367,639 
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2,366,9 Post Binder. Frank Stanley Schade, Holy N. J., a corporation of New Jersey. Application Sept 
oke Mass., ssignor to National Blank Book Com ember 9, 1943, Serial No. 501,599. Granted January 
pany, nye Mass a corporation of Massachusetts 16, bye 
Applicatio ig pae # 27, 1943, Serial No. 515,691 367,540. Pen and Fountain Attachment Therefor. 
Granted january 9 15 Rus sell E. Scott, Laurel Springs, N. J., assignor to 
2,366,971 Sleveneer for Tacky Tape. Theodore H The Esterbrook Steel Pen Manufacturing Co., Camden, 
Krueger, Straford, Conn issignor to Better Packages J., a corporation of New Jersey. Application Sep 
Incorporated, a corporation of New York. Applicatior ot 25, 1943, Serial No. 503,809. Granted January 
April 15 142, Serial No. 439,061. Granted January 16, 1945 
», 194: , ‘ 2,367,608. Writing Tablet. Leon Ponnock, Phila 
2,367 386 Calculating Machine. Loring Pickering delphia, Pa. Application February 8, 1944, Serial No 
Crosm in, South Orange, N. J., assignor to Monroe 521,502, Granted January 16, 1945 
ale ilating Machine Company, Orange, N. J., a corpora ’ 4 
t of Delaware Application August 21, 194 Serial 
No 199,742. Granted January 16, 1945 DESIGN PATENTS 
2,367,395. Printing. Machine. Walter T. Gollwitzer 139,823. Design for a Letter Tray or Similar Article. 
Euclid, Ohi sara de Pee raph oe Charles E. Jones, Chicago, Ill., assignor to Rockwell 
OEDOTStLOL beac “aged De os). Seri 1 Ne wy Petr tarnes Company, Chicago, Ill., a corporation of Ti 
ware. Application “ctober 21, 2s nc sae nois. Application October 23, 1944, Serial No. 115,926 
Granted January 16, 1945 G : ae aa ° 
iranted December 26, 1944 
2,367,421 Key Coupling Device. Robert L. Muller e0 eo A ; 
Detroit. Mic issignor to Burroughs Adding Ma _139,831, Design for a Combination Desk Unit. 
ins pany, Det rolt Mich., a corporation of Michi Emanuel R. Posnack, New York, N. Y. Application 
* rife Aertel 2%) 1941. Serial No. 415,733 September 2, 1944, Serial No. 115,169. Granted Dec 
: : o4n earn Oni ber 26, 1944 
Granted January lf 1945 em og zs : tes 
9 140 Self-Sealing Paper Envelope. Gi r 139,839. Design for a Fountain Pen. Arthur Winter 
Schiemar Bronx N y issignor to International Weehawken, N. J. Application July 27, 1944, Serial 
Plas Corporatior Morristown, N. J a corporatior No. 114,590. Granted December 26, 1944 
of Illinois Application October 5, 1942, Serial Ne 140,026. Design for a Fountain Pen. Peter Schlader 
160,756. Granted January 16, 194 mundt, Bronxville, and Olive Emslie, New York, N. Y., 
2°367.539. Pen and Reservoir Attachment Therefor assignors to Salz Brothers, Inc., New York, N. Y., 
Charles | Thurston, Merchantville, N. J., assignor t a corporation of New York. Application July 25, 1944, 
The Esterbrook Steel Pen Manufacturing Co., Camden Serial No. 114,547. Granted January 16, 1945 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Lisbon Firm Desires to Represent Wide Range of American Office Equip- 
ment Lines.—Sociedade de Papelarias Artex, Ltda., 85, 87—Rua Nova do 
Almada, Lisbon, Portugal, are interested in establishing themselves as ex- 
clusive distributors in Portugal of the following lines: calculators, adding 
machines, steel office furniture and files, duplicators, stapling machines, 
fountain pens and mechanical pencils, steel writing and drawing pens, 
copying and drawing pencils, drawing instruments and papers, quality 
writing papers, absorbent papers, and ink and pencil erasers. The com- 
pany was established July 15, 1944, with a capital equivalent of 420,000, 
has other investments totaling $19,800, and is prepared to make additional 
investments up to $18,000, ample capital for financing the firm’s business 
on a country-wide basis. Attractive new premises, now under construction 
in downtown Lisbon, provide full display facilities, and ample storage and 
office space. They offer as American references The Bureau of Foreign and 
Domestic Commerce, Department of Commerce, Washington, D. C., and 
The Chase National Bank, New York, N. Y. Communications from manu- 
facturers intent on entering the Portuguese field should be addressed to 
the attention of J. Couto Nogueira, import manager. 





Aeronautical Engineering Firm in England Asks for Catalogs for the 
Technical Library of its Development Department.—Short Brothers 
(Rochester & Bedford), Ltd., aeronautical engineers, 122 Chalkwell Road, 
Sittingbourne, Kent, England, wishes to obtain information and catalogs 
on the following lines of equipment for inclusion in the firm’s develop- 
ment technical library: arch and clip board files—binders—blueprint and 
plan file cabinets—bookcases—box letter files—brief and zipper cases 
desk lamps—desk trays—envelopes—index tabs—library equipment—loose 
leaf books—memorandum books—visible systems equipment. Address 
mailings for the attention of C. G. Whitehead, Development Department 


London Firm Seeking New Office Machine Line for Post-war.—Mercedes 
Sterling Bookkeeping & Calculating Machines, Ltd., 60, St. Paul’s Church 
yard, London, E.C. 4, England, a company backed by 15 years’ experi- 
ence in sales and service of electric invoicing and accounting machines, 
is seeking an exclusive distributorship in Great Britain of a quality 
American office machine, preferably adding, calculating or bookkeeping. 
Any other high-class office appliance will also be considered. Interested 
manufacturers should address communications to the personal attention 
of A. J. Blunt. 


Brazilian Importer Looking for Office Machine and Appliance Lines. 
A. F. Barros, an importer established for ten years in the Brazilian 
market, handling lines including Parker pens and Ace paper fasteners, 
is interested in additional agencies for typewriters, adding machines, office 
appliances, ard office supplies. Mr. Barros can be reached at C. Postal 
270, Bahia, Brazil. 


Typewriter and Calculating Machines Wanted for Spain.—Casa Malon- 
dra, an office machine, equipment and supply business occupying a 
six-story building at 78 Jaime II, Palma de Mallorca, Balearic Islands, 
Spain, desires to begin negotiations now for post-war importation of 
typewriters and calculating machines. Correspondence should be addressed 
to Mr. José Malondra Llobera, proprietor. 


Wanted at Home 


Ohio Firm Asks to Receive Trade Literature.—The Commercial Printing 
and Office Equipment Company, Hamilton, Ohio, is interested in receiving 
catalogs, circulars and price lists on all types of office equipment and 
supplies, particularly office furniture and school supply lines. Manufac- 
turers responding to this request should address all such literature and 
trade information to the attention of H. E. Manring, manager. 


Maryland Firm Wants Catalogs and Price Information.—Cumberland 
Business Service, 1153 Frederick Street, Cumberland, Md., is desirous of 
receiving catalogs and price lists from manufacturers of office equipment 
and supplies seeking to enlarge their representation in that area. The firm 
specializes in sales and service of typewriters, office equipment and sup- 
plies. Mailings should be addressed to the attention of E. M. Kirk, 
manager. 


New Stationer in Oak Park Asks for Catalogs.—Harry J. Springer, who is 
in the process of establishing a commercial stationery store at 148 North 
Oak Park Avenue, Oak Park, Ill., would like to receive catalogs and price 
information from manufacturers of office supplies, furniture, and machines. 
Manufacturers’ representatives are also invited to call 


> 


Blanket Exemption on Social Security Taxes Is 
Proposed for Returning G. I.’s 

Henry H. Heimann, executive manager of the National Association of 
Credit Men in his Monthly Business Review published January 15 sug 
gested close study and analysis of a plan for exemption from Social 
Security taxes for men and women in the armed forces. The plan sug- 
gested for study would relieve all people now serving their country in the 
armed forces of paying social security taxes when they return to private 
life and would extend to them all benefits under the act as though they 
were fully paid. 

“This is not a plan for readjusting in a monetary sense the duebill 
owing to those in the armed forces,’’ Mr. Heimann says, ‘“‘but rather it 
is a plan which will insure a measure of security to these people at a 
critical time in their lives, in repayment for the insecurity they experi 
enced when they were out on the field of battle—whether on land, in the 
air or on the high seas.” 

The plan as proposed by Mr. Heimann would not cover regular members 
of the services, as such individuals now have a pension system which has 
been established for a number of years. 

In presenting his proposal for the Social Security benefits for those in 
the armed forces, Mr. Heimann replied to those who might ask: ‘‘Where 
is the money to come from?” and ‘“‘How can we afford such a plan?” 
with the following declaration: 

“My answer is that a nation that expends several hundred billions of 
dollars on war certainly is ingenious enough, financially strong enough, 
and spiritually willing enough to meet the requirements of a reasonable 
measure of security for the people who saved their country. This should 
be particularly true when the burden of developing such security can be 
spread over many years and in its aggregate cost, at best, for any one 
year, would constitute but a fractional part of our war expenditures dur 
ing any of our war years.” 
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STREAMLINING YOUR OFFICE OPERATING 
METHODS. C. A. Joachim, regional chief engineer of 
the George S. May Company, San Francisco, Calif., 
says office efficiency lags far behind that of produc- 
tion. In streamlining the office for elimination of 
waste motion, the end-result should be used as the basis 
of setting up procedures. Mechanization, though val- 
uable, is not enough—the office must be planned, as 
in production, for a straight-line flow of work, furniture 
should be functionalized, forms redesigned to meet the 
highest attainable degree of efficiency. Last, but not 
least, he outlines a number of ways of simplifying ac- 
counting procedures. His valuable, suggestion-packed 
article begins on page 19. 


SIDE LINE OF JANITOR SUPPLIES BOOSTS 
SALES 66% PER CENT. Looking for a profitable line 
to replace sales volume lost through present scarcities? 
You'll find one answer on page 13, where appears the 
story of how Galen E. Seals, owner of the Office Sup- 
ply & Equipment Company, Topeka, Kans., added a 
good side line of janitor supplies. How successful he 
was can be determined from the fact that the side line 
in less than two years became a “main line”, accounting 
for a full 40 per cent of the firm’s total volume. 


MARCH IS A MONTH OF GREAT SALES OP- 
PORTUNITIES. There’s at least three excellent promo- 
tion possibilities in March—St. Patrick’s Day, the first 
day of spring, and the birthday of the telephone—says 
Victor N. Vetromile, in another of his timely articles 
on page 15. And the greatest of these is the telephone 
tie-in. He outlines some practical hints for telephone 
window displays, advertising your ’phone number, de- 
veloping pleasant telephone voices among members of 
your sales force, and using this indispensible instrument 
to solicit business. His suggestions are workable and 
will pay dividends to Mr. Average Stationer. 


PERSONNEL SECRETS WARTIME HAS 
TAUGHT. Are you having difficulty getting sufficient 
help in these manpower-shortage days? Or, having 
found a large enough staff, is it working out to advan- 
tage? There are two questions you’ll find answered, 
among others, on page 11, where H. R. Simpson re- 
lates the salient points of his interview with an office 
appliance dealer. 


MERCHANDISE SELLS READILY WHEN IN 
PLAIN SIGHT. Some ideas that you can use to ad- 
vantage in your own display work are outlined by a 
chain store display manager on page 16. There’s not 
a paragraph but contains some time-tested, concise and 
practicable suggestions worth filing for future reference. 
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GEORGE WASHINGTON — ABRAHAM LINCOLN 


In whose records of fidelity to high patriotic purpose we may 
find inspiration to dedicate all our energy and skill to the 
present tasks of maintaining the character of the nation to which 


they gave full measures of devotion. 


(Illustration courtesy The General Fireproofing Company) 
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Personnel Secrets Wartime 
(Iperation Has Taught 


T TOOK a fountain-stool con- 
l versation with the manager of 
a local chain store to open my 
eyes to an effective way to meet 
wartime help problems. 

I had just lost two men to the 
service. Where I could get men to 
replace them I didn’t know. The 
problem was occupying all my 
thoughts. 

“How’s the help situation with 
you, Lew?” I inquired. Strangely 
enough, he didn’t reply with un- 
printable &$!*&lb language. In- 
stead, he said quietly, “Not so 
bad.” 

I drew him out. He talked 
freely—after all, we weren’t com- 
petitors and we belonged to the 
same luncheon club. He told me 
his system for assuring a steady 
flow of job applicants. 


Increasing the Applicant Roster 


In my county are published one 
daily and two weeklies. After my 
conversation with the chain store 
man, I began to use advertising in 
all three of these. It had never 
seemed logical, in the past, to run 
“Help Wanted” advertising at a 
time when my store was fully 
manned (even though I realized 
that the condition inevitably was 
a temporary one). Now I adopted 
a different viewpoint. I wanted 
job applicants in number so that, 
if currently I needed help, it would 
be available, er, if temporarily I 
had a satisfactory sales force, I 
could file information on the 
likely-looking candidates. I had 
Joe, the sign man, do for me an 
attractive window card. “Help 
Wanted—Attractive Opportunities 
—See Mr. —.” 
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By an Office Appliance 
Dealer as Told to 
H. A. SIMPSON 


I called my employees together 
and made them a little talk about 
the tough labor scarcity. I asked 
them to invite friends or relatives 
they thought might fit in, now or 
at some future time. I offered a 
standing reward—$5 to the em- 
ployee who was instrumental in 
securing the application of any- 
one I later employed. 

I gave out instructions to the 
effect that anyone applying for 
work was to be regarded as a priv- 
ileged party to be put in contact 
with me with the least possible 
delay. 

And I began to explore a plan 
which I learned that the dime- 
store manager had developed—co- 
operation with the instructor in 
charge of vocational classes in the 
high school. Part of the plan con- 
sisted in putting young people out 
“for the experience” in this or 
that kind of job during after- 
school hours. Morrison had found 
it feasible to bring along a supply 
of dime-store help; when they 
graduated they were ready for 
full-time jobs. Morrison, a versa- 
tile chap, made talks before the 
vocational classes. I offered to do 
the same, two or three times a 
year. 

Checkup of two kinds is a sub- 
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stantial part of personnel plan 
I follow now. I confess that dur- 
ing many of the war months I 
wouldn’t bother to check up on a 
job applicant; if he seemed to be 
passable I put him to work. But 
liberal (toward the employee) as 
I thought my wartime job stand- 
ards had to be, I never intended 
to have such experiences as de- 
veloped in three instances. One 
man was a chronic thief, but I 
didn’t know it until he had gotten 
away with over $200. Former em- 
ployers could have told me of his 
dishonesty. Another man looked 
perfectly healthy; I didn’t learn 
he was subject to epileptic fits un- 
til he had a seizure while waiting 
on a customer. Once I had a sys- 
tem set up to assure that job ap-~ 
plicants would come to me in rela- 
tive plenty, I could take the time 
to investigate. I could ask such 
questions as, “How does he get 
along with other help? Is he in- 
telligent? Will he pick up the 
fundamental things he needs to 
know?” 


I have found that an office sup- 
ply dealer needs to be something 
of a cross-examiner to get full 
facts out of a reference. There 
are exceptions, but my observation 
is that most former employers and 
miscellaneous references tend to 
favor the worker. Oftentimes 
When they know very serious de- 
fects in a man’s character, they 
won’t -mention them—hesitating 
to go on record, perhaps, with de- 
rogatory comment. 

However, if I cress-examine the 
reference I usually manage to un- 
cover little quirks of character in 
the applicant which, if known by 
the employer, can be capitalized 
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to the mutual advantage of both 
store and employee. 

Wartime conditions have taught 
me the importance of another 
kind of check-up—that detailing 
the new employee’s performance. 
How good is his arithmetic? It 
may become necessary to require 
an employee to discontinue his 
habit of mental computations in 
favor of written. How good is the 
employee’s memory of prices and 
other information? I have found 
new employees who had a per- 
sistent habit of selling merchan- 
dise at a price below that plainly 
marked—their memeries failed 
them. What are the habits of the 
new employee at the cash regis- 
ter? Does he ever leave the drawer 
open? Does he, in a press of ac- 
tivity, bunch sales to be rung up 
together later? 

What is the new employee’s 
basic attitude toward the customer 
who comes to him with a difficult 
question? This is decidedly im- 
portant. In wartime, we have 
thousands and thousands of retail 
salespeople whose policy it is to 
“get rid of” customers with the 
least possible exertion of energy 
and time. They become specialists 
in “brushing off” a customer seek- 
ing information. 

The fact that a new employee 
comes with considerable experi- 
ence by no means proves that he 
will be perfect, or even satisfac- 
tory, in the more important par- 
ticulars of his job. He may have 
bad habits and practices, ac- 
quired during a period when dis- 
cipline in a retail store was ig- 
nored. 

Like a good many other office 
supply dealers, I look ahead hun- 
grily to the days when the labor 
situation will be comparatively 
“easy.” The European phase of 
war is moving to a conclusion. 
Post-war, it seems fairly certain, 
will be followed by an easing up 
of the labor market. This may be 
only temporary, of course. 

Temporary or permanent, how- 
ever, I have made a resolution. 
It is this: the lessons respecting 
personnel that I have learned 
during this war I am not going to 
forget. I intend to have my office 
appliance store one in our county 
which receives the most thought 
and patience. I intend to main- 
tain the highest standard of per- 
formance, and to offer the public 
the service of trained personnel 
whose intelligence and spirit can 
be counted on to build store good 
will. 
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Profits Versus Jobs 

















GEORGE C. HOLT 


HE EMPLOYER who, in the 
7 past, always attempted to ob- 
tain the maximum profit each 
year by doing business with a 
minimum of employees was con- 
sidered a good, smart business- 
man. In fact, it was thought to 
underman a company paid divi- 
dends because it made each em- 
ployee work harder. 

In a world where we alone are 
successfully defending the stand- 
ards of individual enterprise, we 
must recognize that other nations 
lost the rights of freedom because 
they did not provide enough jobs 
to keep the great mass of their 
people happy and prosperous. 

Therefore, we face this problem 
of which is our first objective— 
profits or jobs? 

There must be a balance be- 
tween the two, of course, and we 
know that jobs are impossible 
without profits. This is the time, 
however, to plan for the future. 


In this future for the United 
States, our Government has prom- 
ised jobs for all our boys in mili- 
tary service. It is the responi- 
bility of every business man to 
take as many of these men into 
their organizations as_ possible 
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By GEORGE C. HOLT 


General Sales Manager 
W. A. Sheaffer Pen Company, 
Fort Madison, Iowa 


right after they return. Reduce 
your profits, if necessary, and 
overman your organization for a 
time. 

I say this because it is vitally 
important to the success of in- 
dividual enterprise in America 
that you put as many men as 
possible under your banner im- 
mediately after they return. Don’t 
wait! Let those men know that 
employers are honorable men who 
know their duty and who accept 
their trust without governmental 
pressure. You will fail in your 
duty if you wait to see how busi- 
ness is going or how long the re- 
conversion period will last. 

Remember that the returning 
soldier has been waiting several 
years to get a civilian job and 
start the plan of life that he has 
been dreaming about all during 
those tough days. Now he is 
ready to go. He is out of the serv- 
ice and he wants a job. Give him 
a job and sell him on the United 
States, where individual enter- 
prise, free speech and free religion 
have built the greatest country 
in the world. We are great be- 
cause we give every man his 
chance to succeed. So, give these 
boys a chance and don’t listen to 
these gloomy reconversion blues 
when you plan your post-war 
organization. Jobs should come 
first and profits second during 
this period. 

You must believe in and help 
American youth or America will 
fail. 














GOOD SCOUT: Sterling Lord of Burlington, Iowa, is well and 
favorably known in the office furniture industry as secretary of 
the Leopold Company. Dealers far and wide are familiar with his 
signature and know something of his kindly, unassuming per- 
sonality. Through correspondence and in personal contacts he has 
been giving sound sales advice to distributors in the office equip- 
ment industry for years. A less known, but distinctly important, 


phase of his life relates to the Boy Scout movement. 


For his 


work in this field he has earned the sobriquet, “Good Scout.” 
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Side Line of Janitor 


Supplies Boosts Sales 


bb ¢/3 % 


By W. H. MORRISON 


not seem to be much connec- 
tion between the office supply 
business and janitor supplies. Ac- 
tually there is plenty of connection 
between the two, and good reason 
why the same firm should carry 
both. At least the Office Supply 
& Equipment Company of Topeka, 
Kans., thinks so. Moreover, they 
have tried it out with unusual 
success. 

This firm was started strictly an 
office supply business on June 2, 
1941, by Galen E. Seals. From the 
start Mr. Seals believed that the 
one sure way to get business in 
any line was to go after it; from 
the start he used outside salesmen 
who really went after the busi- 
ness. A total of eight outside sales- 
men were employed, men who 
thoroughly and regularly can- 
vassed the greater Topeka area 
for business in the office supply 
and equipment field. In addition 
to covering TokekKa proper, these 
salesmen covered the Kansas State 
College at Manhattan, near To- 
peka, and defense plants and 
Army camps in the territory sur- 
rounding Topeka. Taken all in 
all, it was quite a sizable area that 
Mr. Seals mapped out for his new 
concern, but with eight outside 
men he gave it thorough coverage. 

With a good, well-balanced stock 
of office supplies and equipment, 
business came through in such 
volume that the young concern 
jumped right ahead. The old say- 
ing that nothing succeeds like suc- 


A’ FIRST BLUSH there might 


AT RIGHT, ABOVE: Simple, attractive 
exterior of Office Supply & Equipment 
Company store in Topeka, Kans. BE- 
LOW: Interior view revealing neat 
arrangement of stock and a layout 
that invites customers’ inspection. 
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cess is no truer than the saying 
that nothing spurs one on to even 
greater success than success itself. 
This was the case with Mr. Seals 
and his new business. Spurred on 
with his opening success he began 
to look around for kindred or re- 
lated items that he might add to 
his office supply and equipment 
lines. Mr. Seals is not the kind 
of business man who would add 
work clothes, ice cream, candy, or 
cigars and tobacco to his business 
just for the sake of having a side 
line or two. He wanted something 
that belonged to the business, or 
was close enough to it to be akin 
to it. As he went about studying 
his business a bright idea came 
to him. Inasmuch as his men were 
calling on every office building 
and store in Topeka that used of- 
fice supplies and equipment, why 
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wouldn’t it be a good idea to add 
janitor supplies to his business? 
Many of his customers used jan- 
itor supplies of one kind or an- 
other, and every building where 
his men called was a potential 
customer for such supplies. 


Janitor Supply Line Added 


So eight months after the open- 
ing of the business—in February, 
1942, to be exact—a side line of 
janitor supplies was added to the 
business. Like everything else that 
Mr. Seals does, he decided to han- 
dle this side line efficiently. So 
he stocked a good assortment of 
cleaners, chemicals, soaps, wax, 
brushes, brooms, mops, waste bas- 
kets, toilet paper, paper towels, 
paper cups—everything that jan- 
itors use and need. In a number 
of instances, he went to the ex- 
pense of getting his own formulae 
and protecting himself on trade 
names so that the merchandise 
that his men offered couldn’t be 
obtained elsewhere. 

From the start it was apparent 
that trained men were needed to 
put over the janitor supply line. 
So Mr. Seals next turned his at- 
tention to that angle. He con- 
tacted some of the firms from 
whom he was buying his supplies 
and they had their salesmen drop 
off at Topeka and give the outside 
salesmen some talks on their prod- 
ucts and how to use them prop- 
erly. It wasn’t long before the 
cleaners, soaps, waxes and other 
items had been covered and the 
outside salesmen were competent 
to give expert advice to customers 
in the use of these products and the 
best way to keep floors looking 
best, washrooms clean, and so on. 
To supplement the talks that fac- 
tory men gave to the salesmen, 
Mr. Seals also did some intensive 
studying with the result that he, 
too, was able to hold classes with 
his men and show them how to do 
different janitor jobs better. 

The combination of good mer- 
chandise, right prices and sales- 
men who knew the work and could 
give worth-while tips on how to 
use the articles sold soon told the 
story. Business began to grow by 
leaps and bounds until the jan- 
itor supply business, started as 
a side line, began to crowd out the 
office supply and equipment busi- 
ness. Additional space was se- 
cured—in fact, about twice the 
space formerly occupied. In the 
expansion the janitor supplies 
were segregated, and the office 
supply and equipment business 
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was given quarters of its own. At 
the same time the location was 
completely modernized and given 
a new front so that today it is one 
of the most attractive business 
locations in Topeka. The firm be- 
gan to use its enlarged and mod- 
ernized location in September, 
1944. 

In the little over two years since 
janitor supplies have been added, 
they have assumed a position of 
major importance to the business. 
Of the total amount of business 
done by this firm today 40 per 
cent is in the former side line— 
janitor supplies. This means an 
increase of 66-2/3 per cent in vol- 
ume as a result of adding the 
janitor supply side line. It isn’t 
every day that a side line can be 
found that fits in so well with the 
regular office supply line, and that 
can chalk up such a volume of 
business in so short a time. 


Sales Staff Reduced 


The war effort has taken some 
of Mr. Seals’ outside salesmen, the 
original force of eight having 
shrunk to four who are covering 
the territory to the best of their 
ability. Three of the former sales- 
men are in the Navy and one is 
in the Marines, but all of them 
are assured that their jobs are be- 
ing kept open for them so that 
they can go back to work right 
where they left off. To hammer 
this point home to the people of 
Topeka, Mr. Seals recently dec- 
orated his window for Navy Day 
and in the window showed photo- 
graphs of the three men who had 
joined the Navy. Beside each 
photograph was a card with the 
man’s name, when he entered the 
service, what rank he had and 
other data. Each ended with the 
catch phrase, “His Job Here is Be- 
ing Kept Open for Him.” Need- 
less to say, that made a big hit in 
Topeka and did Mr. Seals a world 
of good in the way of good will 
advertising that didn’t cost him a 
dime. 

In the tough times through 
which business is now passing the 
firm and its outside men are car- 
rying on as well as possible. Reg- 
ular sales meetings are held at 
which either Mr. Seals or some 
factory representative gives a talk 
calculated to enable the salesmen 
to do a better job on their routes. 
These men are paid a salary and 
a commission, so there is every 
incentive to produce as much as 
they can. 


With merchandise hard to get 


and with business plentiful, many 
a business man has jumped to the 
conclusion that it is foolish to ad- 
vertise. Mr. Seals is not that sort 
of a business man. Realizing that 
advertising has its place in busi- 
ness he maintains a regular adver- 
tising program. He uses a small 
space in the local daily newspa- 
pers, the bulk of the ad being 
made up of a syndicate service 
calculated to catch the eye. The 
real punch of the copy, however, 
and the thing that not only makes 
it good advertising, but at the 
same time shows what sort of a 
business man Mr. Seals really is, 
is the lower half of each advertise- 
ment. In this space he lists three 
or four of the really hard-to-get 
items that he has in stock. With 
sO many business men in the of- 
fice supply field trying to cover 
with a bushel basket their stocks 
of these hard-to-get items it is a 
relief to note that Mr. Seals does 
just the contrary. He takes space 
tc tell the Topeka public that he 
has, for instance, Scotch tape, pre- 
war staples, staplers, clips and 
similar items in stock right now— 
for anybody who wants them. 
These ads, changed with each in- 
sertion, appear regularly in the 
local newspapers. 


Local Advertising Continued 


“Some business men might think 
I was crazy to advertise the hard- 
to-get items that will sell without 
advertising,” says Mr. Seals in dis- 
cussing this advertising, “but I 
have other ideas. I believe that 
the business man has a trust to 
serve his public to the best of his 
ability. So long as I know that 
there are hard-to-get items that 
the people of Topeka want, I will 
continue to advertise that I have 
these items when I do have them. 
I am not interested if those who 
ceme into my store for these hard- 
to-get items are my customers or 
not. I am happy to serve them 
regardless of who they are. I be- 
lieve it is my duty to serve them 
if I can. That’s why I added the 
janitor supply business—because 
I saw an opportunity to better 
serve my customers. I have always 
felt that the business man who 
seeks to serve to the best of his 
ability will not want for business.” 

The experience of Mr. Seals 
would seem to prove this conten- 
tion. Certainly an increase in 
business of 66-2/3 per cent in 
abeut two years, all through the 
addition of a side line, would seem 
to prove amply that intelligently 
serving the public does pay. 
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March Is a Month of breat 


Sales Upportunities 


Birth Month of Telephone Means Much in 


Stationers Service 


By V. N. VETROMILE 


ARCH IS TRULY a month 
M that brings many valuable 
opportunities for special sales pro- 
motions in the retail stationery 
trade. 

March 21 is officially the first 
day of ever-welcome spring. The 
week of March 21 might well be 
capitalized as Office Rejuvenation 
Week, using the theme that dur- 
ing that week customers should 
take inventory of their constant- 
use office supply items and con- 
sider the replacement of old ap- 
pliances and accessories, thereby 
putting the vigor of spring into 
office facilities for the more effi- 
cient handling of business. 

Saint Patrick’s Day should not 
be overlooked in the stationery 
business, for when the event is 
capitalized intelligently it can be 
the means of attracting much 
profitable business through the 
medium of appropriate window 
and counter displays. 

Most important of all, however, 
for its merchandising and good- 
will building possibilities, is the 
week of March 10, the birthday of 
the invention of the telephone. It 
was on March 10, 1876, that Alex- 
ander Graham Bell of Boston in- 
vented the electric telephone, con- 
summating the series of experi- 
ments which he had been conduct- 
ing in Boston throughout the pre- 
ceding year. 

March should, therefore, be an 
appropriate month for window 
exhibits planned with this theme 
in mind. And certainly they would 
be logical tie-ups for the stationer 
because office telephones play such 
Salient roles in modern-day busi- 
ness. 

In times when it is necessary to 
plug hard for business, some sta- 
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tioners stage a telephone sales 
contest among sales clerks. Sales 
personnel should be _ specifically 
trained in the efficient handling 
of telephone orders, as well as in 
the solicitation of new customers 
by telephone. 

On the birthday of this indis- 
pensable instrument of communi- 
cation, its importance seems em- 
phasized anew as the long-arm 
handshake of every intelligent 
business man with his customers. 
It has been truly written that 
merchants and their customers 
are never any further apart than 
their telephones. In spite of this 
truth, how many persons are there 
in every community who have at 
tongue’s end the telephone num- 
ber of their accustomed stationer 

—unless, perchance, they do prac- 
tically all their business by tele- 
phone? To how many is the 
store’s telephone number a symbol 
of the stationery business as it 
should be—and can be made to be? 


Feature Your Telephone Number 


Rightly advertised, however, the 
store’s telephone number can be- 
come a great business-builder- 
one of the least expensive of all 
silent salesmen and goodwill-re- 
tainers. It can bring the entire 
community within the sales influ- 
ence of the establishment, whether 
customers are living ten blocks or 
a hundred blocks away. It is good 
business sense, therefore, to fea- 
ture the store’s telephone number 
in every advertisement or circular 
published, perhaps supplementing 
this by representation in the clas- 
sified or business section of the 
local telephone directory. 

In view of the fact that the 
modern telephone is the medium 
through which many customers’ 
first contacts and impressions of 
the stationer’s business are de- 
rived, it merits serious considera- 
tion as an accessory of the sta- 
tioner’s trade promotion plans. 
The right kind of telephone serv- 
ice develops business, but just as 
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truly the wrong kind can repel 
business and feed it to more pro- 
gressive and more reputation-con- 
scious firms. 

The busy telephone is a profit- 
able salesman that never tires 
and has no quitting time, so long 
as there is someone to take the 
order. It will never disappoint the 
business house that keeps its end 
of the wire open; it always pro- 
vides prompt and courteous serv- 
ice. For this reason, it is a good 
idea to request the exchange op- 
erator to make reports on the 
number of “busy” calls recorded 
from the store’s telephones every 
month, because the report may in- 
dicate that the business may pos- 
sibly be losing orders for want of 
another telephone to meet hur- 
ried demands of buyers. 


Advertised Number Boosts Sales 


A customer convenience that 
should not be overlooked is the 
imprinting of the firm’s telephone 
number on every invoice or letter- 
head. Why, I have known station- 
ers who told me that they are 
convinced, from years of experi- 
ence, that having the store’s tele- 
phone number in all their adver- 
tising matter—even on sales slips, 
wrappings, and delivery trucks— 
has increased business as much 
as 20 per cent! By these means, 
such stationers keep their tele- 
phone numbers in constant asso- 
ciation with their business name 
in the public’s mind. 

The numerologist believes that 
there is magic in numbers. The 
stationer doesn’t subscribe to that 
notion literally, yet it is a fact, 
determined from tests in a recent 
survey, that advertisements which 
carry a telephone number, in ad- 
dition to mere street address, pro- 
duce many more sales than do 
advertisements or circulars with- 
out telephone numbers. That real- 
ly shouldn’t surprise anyone, in 
these days when nearly every 
home—not to mention offices—has 
one or more telephones. 

In one survey of telephone trade 
conductivity, Pennsylvania was 
chosen because it offers a variety 
of population, business, and popu- 
lation-groupings. As a result of 
the combined experiences of sev- 
eral hundred business houses, as 
well as 86 newspapers, it was 
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proved that inclusion of the ad- 
vertiser’s telephone numbers in- 
creased the effectiveness of news- 
paper advertisements, especially 
for stores selling strictly cash-and- 
carry merchandise of low unit- 
cost. 

Listing the telephone numbers 
of purveyors of higher-priced mer- 
chandise, such as office equipment, 
was not regarded so much as a 
means of closing sales, but rather 
as a quick facility for supplying 
further information, or arranging 
demonstrations or sales calls 
which led to the consummation 
of sizable orders. 

The pleasing voice-personality 
on the telephone may be likened 
to the frosting on a cake—it makes 
the customer better satisfied with 
the whole transaction even when 
there is no price advantage at is- 
sue. We all like to do business 
with the firm that receives us 
courteously and treats us right, 
and it is on the telephone—even 
before the customer comes to the 
salesroom—that we have the best 
opportunity to demonstrtae these 
attributes of human relations in 
business dealings. 


Telephone Window Displays 


One enterprising stationer, in 
his window promotion capitalizing 
the birthday of the telephone as a 
merchandising theme, displayed a 
large placard which read: “To-day 
—March 10— is the birthday of the 
telephone. We estimate that, dur- 
ing our business career, this old, 
reliable store has filled approxi- 
mately 75,000 orders received from 
our friends over the telephone.” 
The display, which had a giant 
“eut-out” of a telephone in the 
center, surrounded by several ac- 
tual telephone sets and prominent 
displays of the store’s telephone 
numbers, made a real business- 
building impression. 

Another eastern stationer’s dis- 
play for the “Birthday of the 
Telephone” showed a desk set in 
the main display window, with or- 
der pad and pencil ready for busi- 
ness, together with a black-and- 
red placard which read: “Remem- 
ber these numbers when you want 
quick service on any stationery or 
office appliance requirement. They 
haven’t changed in 15 years, and 
have been symbols of satisfaction 
to an ever-increasing number of 
customers.” 

How many persons are aware 
that a hammock was involved in 
the conception of the modern tele- 
phone? This fact could be worked 
into some newspaper or circular 
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advertising exploiting the tele- 
phone birthday merchandising 
theme, because when such a great 
idea has proved its worth through 
many years of constant use by 
millions of people, it is always of 
interest to know when, where and 
how it first entered the mind of 
its originator in definite form. 
Here are the definite facts of the 
story— 

Only 50 miles east of Niagara 
Falls, N. Y., is the town of Brant- 
ford, Ontario, Canada. In a mod- 
est house in that town there is a 
small framed picture of a ham- 
mock and some trees which once 
stood close by the old house. On 
the picture is this notation: 





“It was while resting in a ham- 
mock, swinging from these trees, 
that I conceived the idea of the 
electric telephone in 1874.” These 
words were written by Alexander 
Graham Bell, who received the 
first telephone patent two years 
later, March 10, 1876. 

Bell’s parents, Scotch people liv- 
ing in London, England, had 
brought him to Canada in 1870 
for his health and had made their 
home in Brantford. It was during 
a summer visit there, after busy 
months in Boston at his profession 
of teaching the deaf, that Bell 
conceived the idea that today is 
embodied in one of the world’s 
most familiar and useful instru- 
ments. 


Merchandise Sells Readily 
When in Plain Sight 


By Chain Store Display Manager 


HE PRODUCT displayed must 

be actually seen, and not cov- 
ered up or otherwise obscured 
by other items on display. You 
can go into more than one store 
and see a series of displays “kill- 
ing” each other. For example, 
someone makes a display leaving 
a little space in front or to either 
side of it. Someone else comes 
along later and puts in a smaller 
display of a totally unrelated 
product to fill the alleged vacancy. 
Such an overdose of displays tires 
the impulse shopper. 

The trick is to use the available 
space to the best advantage, with- 
out using so much of it that all 
displays are crowded to a “killing” 
degree. Scope for ingenuity in this 
desirable direction is in the group- 
ings, colors, backgrounds, different 
levels, pedestals, and so on. 


Favorable Attention Chief Goal 


The attention a display gets 
must be favorable, employing as 
much as possible the features of 
balance and color harmony. All 
the artistic features going into a 
painting or statue may be brought 
into play, so far as the nature of 
the merchandise item and the pri- 
mary object of making sales will 
permit. 

Every 


employee should be 


coached on the importance of a 
properly balanced display. Often 
displays become disarranged by 
accident or by the thoughtlessness 
of customers. The first employee 
who passes the disturbed display 
should put it in order. If this is 
not done, the next customer to in- 
spect or pass the display will not 
be aware that the disarrangement 
is due to the carelessness of a pre- 
vious customer. He will, however, 
know that the display doesn’t im- 
press him favorably. 

Every employee has some talent 
for recognizing color harmony or 
display balance. Some have it 
more than others, but all can be 
instructed to maintain displays as 
they were originally arranged, and 
to avoid doing anything to detract 
from their selling efficiency. 

The display must tell its own 
story or the space it consumes is 
wasted. A good three-way display 
will attract customers as they en- 
ter, as they browse around from 
front to rear, and on going out. 
Effective displays will sell Mr. 
Consumer more than he had in 
mind when he entered the store. 

A display designed to function 
without a salesperson to help ex- 
plain it must tell its own story 
clearly and concisely; otherwise, it 
is of no value. 

Here is a good working basis for 
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merchandise classification in dis- 
plays: 

1. Small items suitable for com- 
bined stock and _ display 
should be arranged in cafe- 
teria bins. 

2. If they are large items, pos- 
sibly only one of each can be 
shown on a ledge, table, wall 
mount or corner stand. Most 
canned goods and many small 
cartons display well on 
shelves. 

3. Other items which are new 
or complicated will not tell 
their own story. Sometimes 
they can be put in cafeteria 
bins in their original cartons, 
provided these bear good il- 
lustrations and descriptions. 

4. Frequently such items can be 
displayed in conjunction with 
other items with which they 
are allied. Usually, however, 
a display card is necessary to 
bring out the sales points of 
both items. 

All merchandise items should be 
studied from the potential display 
angle. How well do they tell or 
depict their own story? Must they 
be supplemented by illustrations 
and descriptions? The reading 
matter on the carton helps tell the 
merchandise story more complete- 
ly, although sometimes it is in 
such small type and lengthy para- 
graphs that display signs are nec- 
essary aids. Employees should be 
coached to notice this point when 
arranging stocks at their stations. 
It also affects shelf goods, cafe- 
teria merchandise, and ledge and 
window displays—in fact, all goods 
visible to the buying public. 

No display is complete without 
price—the most disregarded of all 
fundamental requirements. A dis- 
play may possess both attention 
and interest value, yet the cus- 
tomer may have the feeling that 
the price is out of reach. Often 
he turns away without saying any- 
thing. The price should be placed 
in such a way that it is immedi- 
ately associated with the displayed 
item. The experienced syndicate 
store merchandiser would rather 
have a small price tag hanging ON 
a bulky article than to use a mon- 
ster sign which omits the price. 

As display space is limited and 
valuable it should be used for 
merchandise which is most in de- 
mand at a given time. An occa- 
sional trim of discontinued items 
is allowable, but it is doubtful 
economy to give space to any of 
these, unless seasonable, at the ex- 
pense of items regularly in stock 
and in active demand. 
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Turn Opposition into Help 


By GEORGE M. DODSON 


T’S NO SECRET to the office 

supply and equipment dealer 
that the real opposition to his 
salesmanship comes less from the 
person who signs the order than 
from the workers who are to use 
the business machines and equip- 
ment. Profit-wise employers are 
pleased to receive suggestions 
from their helpers about any in- 
vestment which holds promise of 
more work or better work, and 
they do not hesitate to spend 
money for such improvements. 

Just as definitely, no business- 
man feels he can continue to buy 
equipment (regardless of how 
marvelous it may be) if it isn’t 
going to be used enough to pay 
dividends on the cost. The real 
opposition in selling to the office 
trade comes from the apathetic, 
“don’t-give-a-hang’ attitude of 
those who are to operate the 
equipment. For it must be quite 
evident the buyer is not impressed 
with demonstrations nor labora- 
tory tests if his purchase falls 
down on the job in his own office. 

All the above, we hasten to ad- 
mit, is an old story to the office 
supply and equipment dealer. The 
solution we offer, however, may 
have some fresh points, especially 
for those dealers who have not 
been working directly with the 
younger persons in the “white- 
collar” positions. 


Keep Romance of Business Alive 


At the very beginning, it is 
necessary to try to understand 
these workers. While history is 
being written at a volume-a-day 
rate, and while new inventions 
and ideas fill the earth and skies, 
too many office employees are sup- 
posed to be enthusiastic over a 
pre-war typewriter, a pencil, and 
a notebook. They yearn for some- 
thing interesting—yes, even ex- 
citing—in the day’s grind. Most 
new equipment has those aspects. 
But they will never be pointed out 
by the dealer who is too busy talk- 
ing about operation details to re- 
member that if romance in busi- 
ness is dead it’s only because he 
helped kill it. 

What we have suggested thus 
far is only the starting point. It 
will create interest, if presented 
correctly, but that interest must 
be held at sufficient intensity to 
make the worker actually want to 
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use the equipment until efficient 
operation becomes easy and nat- 
ural. From then on, its success 
in the office is assured and the 
business man _ gladly considers 
further offerings from the office 
equipment dealer’s line. 


Advancement a Talking Point 


For this essential, continued in- 
terest, sell the employee on some- 
thing close to his or her own 
heart—personal advancement. 
Point out that the business world 
progresses much faster than ap- 
pears to be the case, and the very 
equipment they believed so mod- 
ern while in school is constantly 
undergoing improvements and re- 
finements. Show them how they 
must use every opportunity to 
keep up with new developments, 
or gradually slide down the scale 
in comparison with the graduates 
of the classes in the next few 
years. 

If the comment can be made 
truthfully, tell them how fortun- 
ate they are to work for an em- 
ployer who tries to maintain his 
equipment on an up-to-date basis. 
Talk with them about the advan- 
tages of being able to continue 
their business education while 
earning a living. Quite truthfully 
you can impress on them the fact 
that this training, under actual 
business conditions and with the 
aid of the best available equip- 
ment, far outranks a considerable 
part of school work which must 
necessarily be based on theoreti- 
cal “problems.” 

You sell to the businessman 
from the viewpoint of his own 
profits. It’s the very foundation 
rock of good salesmanship. Then 
why not break down the passive 
resistance of employees by paying 
some attention to what office ma- 
chines and equipment can mean 
to them if they co-operate fully 
in its use? 

That’s only common sense, you 
say. We agree most heartily. But 
how often did you follow it 
through in your ten most recent 
demonstrations at which the 
workers were present? The an- 
swer gives a hint to how many 
satisfied customers you will have 
coming back for more and more 
office equpment and machines as 
the progress of the war increases 
availability. 
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How to Say “No’ to Pen Customers 
By MERCEDES NEWSOM 


Koch Brothers, Des Moines, Iowa 


WANT to loo«x at a fountain 
| pen set.” Those of us who meet 
this request in stationery stores 
have a difficult time overcoming 
a disinterested and indifferent at- 
titude. Lack of merchandise for 
which there is frequent call pre- 
sents a genuine sales problem. 

First of all, the sales person 
must keep foremost in mind the 
idea of courtesy—courtesy to the 
customer, which is best expressed 
by an interested and attentive 
manner. To the customer his own 
problem is important. It should 
also be important to the sales 
clerk. It is the duty of the sales- 
man to attempt to help the cus- 
tomer, satisfying his buying urge 
in a way that will please him. 

“We have no pen sets on hand 
now, but we may receive some 
soon and we shall be glad to call 
you if you'll leave your name on 
file with us.” By words such as 
these you can convince him that 
you are interested and plan to do 
everything possible to deliver the 


goods. If you are sincere in your 
interest, your customer will sense 
your mood and co-operate in try- 
ing to understand the situation 
that prevails today. 

Now for the power of suggestion. 
Alternate items can be brought 
forth when the customer is in a 
receptive mood. Show lines will- 
ingly and explain any items in 
which your customer displays any 
interest. All dealers have in stock 
pens and pencils of less well 
known brands. Consequently it is 
necessary to explain fully to the 
customer all operating and me- 
chanical features. Insist that he 
try out the various points on the 
pens and that he write with the 
pencil. Reluctance on the part of 
the purchaser will weaken, and 
he may buy the lower priced 
model to fill in a gap. To be of 
further service, offer to repair for 
a reasonable fee any pens or pen- 
cils he may own. 

The would-be customer may not 
buy that day, but when he needs 
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MERCEDES NEWSOM 
supplies he will remember you 
because of your interested manner, 
your courtesy, and your thought- 
ful effort to satisfy his require- 
ment. Not only is this important 
in dealing with potential pen 
customers, but it is equally im- 
portant in relations with all cus- 
tomers. It would be amazing to 
learn how many sales people to- 
day are disinterested and rude. A 
disgruntled, grouchy clerk is long 
remembered, and once a bad im- 
pression is made it is hard to 
erase. 

If you serve your customers 
pleasantly, they will become 
friends and will come back again 
and again. 


survey of Dealer Operating Costs 
NSA Study Heveals Figures for 1943 


NE of the most helpful projects of the research department of the National 
Stationers Association is the study of operating costs of commercial stationery 
and office equipment businesses. Percentage figures for 1943, just released, indi- 
cate allocation of expenses in a war economy. Individual dealers will find com- 
parison of the figures tabulated with those of their own enterprises enlightening. 


Annual Annual Annual Annual Annual Averages Averages 
Volume Volume Volume Volume Volume Annual Averages For Firms For Firms 
$25,000 $50,000 $100,000 $250,000 $500,000 Volume For All With Net With Net 
_to to to to to Over Firms Profit Up Profit 
$50,000 $100,000 $250,000 $500,000 $1,000,000 $1,000,000 to 5% Over 5% 
Cost of Merchandise 63.68 57.52 61.39 59.04 62.04 64.13 60.59 62.31 56.87 
Gross Profit 36.32 42.48 38.61 40.96 37.96 35.87 39.41 37.69 43.13 
Expenses: 
Salaries 16.23 21.18 20.12 19.74 18.50 14.92 19.38 19.80 18.94 
Rent 3.60 2.83 1.95 Bs 1a) 1.19 J00 2.36 220 2.54 
Advertising BS 81 1.09 1:25 1.30 1.18 1.00 1.09 92 
Light and Heat 50 47 47 .50 .26 .25 45 44 43 
Taxes (other than income) 1a3 .76 88 1.16 3.62 84 1.18 Lio 1.10 
All other Expenses 6.27 6.47 4.53 4.25 3.28 3.75 4.89 5.16 4.21 
Total Expenses 28.26 32.02 29.04 29.45 28.15 24.47 29.18 29.99 28.14 
Net Operating Profit (before 
Income Tax) 8.06 9.96 9.57 11.51 9.81 11.40 10.23 7.70 14.99 
Net Profit (after tax) . . ° 5.30 2.60 1.83 572 2.86 11.09 
Turnover ee! 4.56 3.21 3.89 3.85 3.67 3.46 3.91 3.90 
*(Profit after Income Tax not reported 
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Streamlining Your (fice Uperating 


Methods 


By C. A. JOACHIM 


Regional Chief Engineer, 
George S. May Company, 
San Francisco, Calif. 


(Address before a recent 
meeting of the San Fran- 
cisco Chapter of the Na- 
tional Office Management 

Association.) 


ness efficiency, our thoughts 
immediately turn to the factory 
and the shop. We think of 
straight-line production with each 
man specialized at a certain task; 
we visualize engineers and em- 
ployees poring over plans for ma- 
chine layout and production flow; 
we see also the development of 
time and motion studies in the 
elimination of useless movements 
and in the establishment of sound 
operating methods and_ pro- 
cedures. We think of all of these 
in the name of efficiency. 

Rarely, however, do we ever con- 
sider the clerical division of a 
business in terms of efficiency. In 
general, office efficiency is re- 
garded as far behind that of the 
production division. By this, I do 
not mean that offices in general 
are necessarily inefficient; I do 
mean that they are not up to the 
standard set in manufacturing, 
and that there is much room for 
improvement. 

Iam not going to attempt to de- 
fine this thing we call efficiency. 
Each kind of business has its own 
specification, and every manager 
has his own concept of its nature 
and how it may be acquired and 
maintained. If you have a suspi- 
cion that your office affairs are 
not functioning as you believe 
they should, I hope that my 
modest remarks might suggest the 
means to a profitable solution. 


Meaning of “Office Methods” 


Unfortunately the expression 
“office methods” has been too 
loosely used—it has been employed 
in a too restrictive and limiting 
sense. The reference applies with 


W ress ANYONE speaks of busi- 
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equal significance to the factory 
or branch office, or even to some 
isolated clerical department in the 
plant, as well as to the general 
office. In its real meaning, the 
paper work of an enterprise con- 
sists of every bit of clerical infor- 
mation and its channel of flow in 
the recording or reporting of the 
business data beginning at the 
extreme outpost of activity and 
flowing like a blood stream to the 
very heart or headquarters of the 
concern—the general office. 


The most vital procedure in the 
main office can only be as accu- 
rate as the basic and underlying 
information that originates in the 
storeroom, warehouse or factory 
department is adequate and cor- 
rect. Therefore, in considering this 
subject it should be remembered 
that office methods have an over- 
all import to the business and 
must be considered from _ the 
standpoint of their complete cyclic 
flow. 

Office methods, as such, are 
made up of an assortment of com- 
ponent elements, several of which 
are too frequently understressed 
in appraising the operating effec- 
tiveness of an office. Since no 
method is self-operating, people 
are needed—an organization is re- 
quired to carry out whatever pro- 
cedures are essential to the ade- 
quate recording and reporting of 
the developments and results of 
a business venture. Next come the 
equipment and facilities that an 
office staff must have for the effi- 
cient discharge of its function. 
These consist of desks, chairs, ta- 
bles, files, typewriters, business 
machines and the like, plus this 
very important consideration— 
layout. Then there are the office 
quarters necessary to house and 
accommodate the personnel and 
the office equipment properly, 
with due emphasis given to light, 
heat, ventilation and a sundry as- 
sortment of services. Finally there 
is the large quantity of office sup- 
plies needed —the record books, 
stationery, printed forms and an 
ever-growing list of auxiliary sup- 
plies. All of these in general are 
the concomitants that go to 
make up the sum total of all 
office methods and procedures. It 
is the efficient utilization of these 
components that gives procedures 
their effectiveness and brings to 
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management the data it requires, 
so that it may direct the business 
in a manner whereby it can render 
service at a profit. 


Streamlining in the Office 


The term “streamlining” has 
come in to common use to express 
the overcoming of resisting ele- 
ments—reducing to a very min- 
imum any opposing force or ac- 
tion. Streamlined trains and auto- 
mobiles are well known to all of 
us. They were designed and con- 
structed so as to reach a given 
destination in the quickest time 
possible consistent with safety and 
economy. 

It is in a like sense that we 
speak of streamlined office meth- 
ods, implying thereby methods 
and procedures that have been 
scientifically engineered to over- 
come waste; to minimize, if not 
entirely eliminate, undue time and 
effort; to provide the effective 
utilization of all the associated 
elements of personnel, facilities, 
services and supplies; to reduce 
personal fatigue and discomfort, 
and, by a co-ordination of en- 
deavor through effective supervi- 
sion, to bring about the simplest 
and most direct methods of ad- 
ministration that assure accuracy 
and dispatch in assembling, com- 
piling and reporting of business 
information of every kind. 

There are many ways of going 
about the job of paper work sim- 
plification. Each has its own 
method of approach and applica- 
tion. I have a preference and wish 
to comment briefly on it, but in 
doing so I do not want to create 
any prejudice toward any other 
effective method. 


End-Use Basis of Procedures 


Office methods and procedures 
should be planned and designed 
from one premise or standpoint— 
the end-use. Management is be- 
coming more and more divorced 
from actual operations. It must 
therefore formulate policies and 
direct activities from information 
gained from reports and from 
delegated authority vested in key 
subordinate executives. It is, there- 
fore, highly important that office 
practices be set up in a manner 
that will provide management 
with timely information — daily, 
weekly, monthly, quarterly, or on 
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call—thereby permitting company 
executives to exercise the highest 
degree of business acumen and 
sagacity. 

In my home, my wife and I are 
most exacting in being prompt for 
our appointments. We get a lot of 
fun out of my style of “working 
backwards” in order to be sure 
that we will be at a given point at 
the right time. If we are to be at 
the theater at 8:30 p.m. I trace our 
steps backward from the desired 
hour, giving due consideration to 
every time-consuming move by 
way of walking, riding, or waiting. 
We go through this rather awk- 
ward process in order that we may 
know at what hour we must leave 
our home. As I have already said, 
we have a lot of fun about it and 
it does have a commendable end- 
result—it gets us there in time. 


I believe that this is a fair an- 
alogy of how an over-all system of 
office methods and paper work 
procedures should be worked out. 
I am sure that you will find this 
true whether you may be working 
from “scratch” to design some- 
thing new, or whether you are 
attempting to overhaul and acti- 
vate an existing system. 


Accepting the end-result as the 
starting point of our approach to 
this discussion, the first require- 
ment then will be to thoroughly 
and comprehensively ascertain 
just what is necessary. All of you 
are aware that end-results differ 
with each kind and character of 
business; likewise the details lead- 
ing up to these results may be 
either simple or complex. They 
surely are varied and seemingly 
always voluminous. 


Timely and Accurate Information 


In planning or laying out this 
end-use or end-result, I want to 
be both definite and idealistic. I 
always want to see that manage- 
ment has the most accurate and 
most timely information that it is 
possible to develop out of a busi- 
ness and about that business. That 
must be the prime objective. It 
may be necessary later to do some 
compromising from the standpoint 
of expediency, but that should not 
discourage or discount the com- 
pleteness of an initial approach. 
Let us consider this briefly for a 
moment from the requirements of 
a representative general manager. 
It is he who must keep in close 
touch with the trend of the busi- 
ness, know the pulse of each phase 
or departmental activity, sense the 
change in tempo as the business 
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moves forward day by day. This 
can be effectively accomplished by 
lifting salient data at stated inter- 
vals from existing records and 
procedures, thereby developing a 
summation which can be termed 
the general manager’s daily re- 
port. It will recite, possibly in 
comparative form, flash indica- 
tions of each department of the 





IN ITS REAL MEANING, 
the paper work of an enterprise 
consists of every bit of clerical 
information and its channel of 
flow in the recording or report- 
ing of the business data begin- 
ning at the extreme outpost of 
activity and flowing like a blood 
stream to the very heart or 
headquarters of the concern— 
the general office. 





business. The fiscal department 
would be represented by such in- 
formation as cash funds available, 
receivables and payables in suit- 
able detail; production data might 
consist of units of production, 
operating efficiency as reflected by 
standards and movements in and 
out of inventory, as indicated by 
purchases and consumption of 
materials. The sales department 
data would comprise shipment 
records, sales backlog and cor- 
relative statistics. 


Possibly I am dwelling at too 
great a length on the objectives of 
a well-conceived system of office 
procedures and not enough on the 
expeditious handling of the pro- 
cedures themselves. If so, it is 
only to stress the importance of 
the proper setting of sights and 
to avoid the high mortality rate 
of methods and procedures not 
geared with vision to end-result 
requirements. 


From Daybook to Mechanization 


It would be most interesting to 
trace the evolution of office meth- 
ods from their earliest beginning 
to the present-day improved level 
of efficiency. Many of us can look 
back in retrospection to the days 
of the “daybook”—tissue copy 
books and large scrap books in 
which invoices and similar data 
were pasted for record purposes 
and for the benefit of posterity. 
We surely have come a long way 
in our growth from the arduous 
trial-and-error methods to the 
current highly-mechanized proce- 
dures. I believe that most of the 





strides that have been made are 
directly attributable to the inven- 
tive ingenuity of manufacturers 
of furniture, typewriters and kin- 
dred business machines, and are 
not so much the result of any 
scientific research and _ experi- 
mentation of business itself. 


With increased efficiency as the 
watchword of the day, paper work, 
office procedures and record-keep- 
ing systems must be geared, more 
than ever before, to the speed of 
production. Each manager must 
determine for himself the degree 
to which existing systems may be 
lacking, but once a system has 
been programmed the _ carry- 
through is not too difficult. How- 
ever, it is an important truth that 
a business and its techniques can- 
not stand still in the industrial 
world. There must be constant 
improvement. 


Let us make some specific ob- 
servations and see how some 
streamlined methods can be in- 
troduced in a representative office. 
In approaching this assignment, 
there must be a ruthless attitude 
and an insistence on cutting cor- 
ners wherever possible. 

It might be well to say a word 
here about streamlined proce- 
dures, insofar as they concern ac- 
countancy and the attitude of pro- 
fessional certified and chartered 
accountants. Much of the tardi- 
ness in liberalizing office proce- 
dures was attributable to the tra- 
ditional belief that a sort of legal 
requirement must be provided, 
that the recording of transactions 
must be responsive to review and 
audit. I agree that there has to 
be adequate provisions for con- 
trols and preventives against 
peculation and malfeasance. How- 
ever, office procedures must not 
be hampered by unnecessary re- 
quirements that prevent manage- 
ment from promptly arriving at 
sound conclusions in solving prob- 
lems of business. I am happy that 
early limiting barriers have been 
somewhat alleviated because I feel 
that a scientifically engineered set 
of office methods are preferred to 
those that reek with alleged ac- 
counting requisites. 

There never need be any ques- 
tion as to how to proceed in mod- 
ernizing an existing set of proce- 
dures. First of all one must ascer- 
tain the current flow of the infor- 
mation from its point of inception 
to final usage. Chart this on 
paper. Study the points of co- 
ordination and diffusion. Com- 

(Turn to page 62, please) 
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All Business Meetings Now Subject to 
Approval of WCC—OPA Amends MPR 564 
on Fountain Pens, Mechanical Pencils 


(Changes in Furniture Restrictions Described on page 23) 


BURDEN OF PROOF PUT ON ORGANIZATIONS 

PLANNING CONVENTIONS, BUSINESS MEETINGS 

Organizations planning to hokd conventions, confer- 
ences, trade shows or group meetings after February 
1 “will have to show how the war effort would suffer if 
the meetings were not held,” Col. J. Monroe Johnson, 
Chairman of the War Committee on Conventions, an- 
nounced on January 11. 

Members of the committee include Robert P. Patter- 
son, Under Secretary of War; Ralph A. Bard, Under 
Secretary of the Navy; J. A. Krug, Chairman of the 
War Production Board; and Charles M. Hay, Deputy 
Chairman of the War Manpower Commission. The 
committee appointed R. H. Clare, special assistant to 
Colonel Johnson, as secretary. 

The committee approved the form of application re- 
quired of organizations planning group meetings to 
be attended by more than 50 persons. Information 
required by the committee includes: 

Whether the planned meeting is a convention, con- 
ference, trade show, or Government meeting; the date 
and location of the proposed meeting and name of 
hotels or other facilities that will be used; attendance 
planned; previous frequency of meetings; location and 
attendance of last previous meeting; average attend- 
ance at similar meetings before the war and during 
the war; from what area those attending are drawn; 
what steps have already been taken to curtail attend- 
ance; why the objectives of the meeting cannot be 
attained through “Conventions by Mail;” why a group 
of 50 or less to whom powers are delegated cannot 
transact the necessary affairs of the organization, and 
in what way and to what extent the war effort would 
suffer if meeting were not held. 

Other decisions reached by the committee include: 

(1) Industrial, business, labor, fraternal, profes- 
sional, religious, civic, social and governmental organi- 
zations are included among those requiring permits. 

(2) The issuance of a special permit to hold meet- 
ings of more than 50 does not guarantee transporta- 
tion or hotel facilities or imply priorities for their use. 


(3) The general exemption from the need for ap- 
plying for special permits for meetings of less than 50 
does not mean that the committee approved the hold- 
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ing of such meetings. It was emphasized that meet- 
ings of any size that directly or indirectly consitute a 
strain on transportation, housing facilities or other 
critical situations should be canceled immediately. 

Application forms will be available within the next 
few days at all ODT regional and district offices, at 
most hotels, convention bureaus and from the national 
ODT office in Washington, D. C. 

All applications should be sent directly to Secretary 
Clare, Room 7321, Interstate Commerce Commission 
Building, Washington 25, D. C., where they will be 
reviewed by the committee. 


o 
OPA AMENDS MAXIMUM PRICE REGULATION 564 
ON FOUNTAIN PENS AND MECHANICAL PENCILS 


In an amendment to Maximum Price Regulation No. 
564, establishing dollars-and-cents ceilings on fountain 
pens and mechanical pencils last October 27, the Office 
of Price Administration on December 23 issued a num- 
ber of changes, effective December 28, 1944. 

1. Section 1 (b) was amended to read as follows: 

(b) For the purposes of this regulation, a fountain 
pen is a writing device equipped to hold writing fluid 
in its barrel; and a mechanical pencil is a writing 
device equipped with a mechanism for propelling a 
movable core of marking material. In the case of a 
fountain pen eustomarily sold with renewable or re- 
placeable points which screw into the section or barrel, 
the term “fountain pen” includes both the holders and 
the points, even though they may be sold separately. 
Otherwise, parts of fountain pens and mechanical pen- 
cils are not covered. 

2. Section 23 is amended by including the following 
manufacturers and adding retail ceiling prices for 
their fountain pens and mechanical pencils as set 
forth below: 








Retail 
Manufacturer Brand Article Model ceiling 
price 
Baff Manufacturing 
Oi c.aswsseee Mechan. pencil.. .5752,6199X, 6390, 6392.... $0.10 
Wise ccemeanse fi Sry 15 
Columbia Pencil Co GOs cnpovderes DRGs oc cady cccnoulve lene 50 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Five Point Plan for Post-war Utftice 


Furniture Business 


By JACK KERNS 


N TIMES of war the office fur- 
l niture dealer should prepare 
1or what lies ahead—peace. In or- 
der to get the proper share of 
post-war business it is imperative 
that the dealer lay the ground- 
work for peacetime selling now,” 
says John Holdredge, Holdredge 
Office Furniture company, Wilkes- 
Barre, Pa., “and I am doing that 
right now.” 


What To Sell Is First Point 


One of the most important ques- 
tions confronting the dealer is 
what sort of furniture to stock. 
This can best be answered by each 
individual dealer, who should ask 
himself, “What type of furniture 
did I have in stock in pre-war 
days that sold successfully and 
profitably?” This furniture should 
then be stocked again, along with 
additional equipment that is surely 
going to go on the market. 

Then again, if the dealer has 
found that the “victory” furniture 
that he had stocked during the 
emergency really has a good mar- 
ket, he should continue trading in 
this merchandise. But in the very 
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near future, he should plan to 
merchandise it as regular equip- 
ment, rather than as substitute or 
ersatz furniture. Furniture that 
has been labeled as “victory mer- 
chandise” has been greatly pub- 
licized as substitute merchandise. 

During the war days and the re- 
sultant marked shift from the sale 
of new office furniture to the serv- 
ice and repair of furniture in use, 
many dealers have allowed their 
show rooms and store fronts to 
deteriorate. Right now, fortun- 
ately, there is a trend toward 
store improvement, and the neces- 
sity for doing a large- or small- 
scale “face-lifting” of store in- 
teriors and exteriors is obvious. 
This is point number two in Mr. 
Holdredge’s plan for the post-war 
period. 


Plan Financial Set-Up 


The financial set-up must also 
be planned. Inventories must be 
replaced in many stores, and per- 
haps the retailer may be hit by 
the problem of getting sufficient 
financial help to stock up again. 
Mr. Holdredge suggests that the 
retailer contact local banks and 
finance companies—not one, but 
as many as possible—so that he 
may be able to pick the most suit- 
able one for his own needs. There 


are three business problems as far 
as financing is concerned: (a) 
the means of financing new in- 
ventories and stocks that are go- 
ing to appear; (b) the means with 
which to operate business and 
carry the general overhead of an 
enlarged retail selling establish- 
ment, and (c) the means of cov- 
ering payment for store improve- 
ments and modernizations. 

This is also the proper time to 
size up the sales and maintenance 
problems. Blueprint your plans as 
to the number of people you plan 
to employ, methods of compensa- 
tion and selection of those best 
suited for positions in your store 
and sales force. 


Sales Policy Is Fourth Point 


Another important question to 
mull over right now is the trade-in 
problem. “Something new” has 
been added to the post-war pro- 
spective trade-in picture in the 
shape of antiquated desks and of- 
fice equipment that have been 
hauled out of attics, cellars and 
home-made work shops. Such out- 
moded equipment and furniture 
has been put into use all over the 
country, and these pieces will un- 
doubtedly show up as trade-in’s 
immediately after the war. In or- 
der to induce sales, these pieces 
will have to be accepted. What are 
you going to do with this problem? 

Another consideration is the ad- 
vertising budget. Mr. Holdredge 
believes that every dealer should 
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allow a certain percentage of 
over-all profit to this necessary 
item. The type of advertising that 
the dealer should do must be 
treated individually, and should 
be an important point in the 
planned program. 

Good records enable a dealer to 
line up his stock on hand, examine 


the quantity of office furniture in 
light of possible replenishment, 
and generally keep him informed 
of profits and losses, proprietor- 
ship and inventories. Many a good 
dealer has lost out because he did 
not know what he had on hand 
and, consequently, couldn’t do 
business profitably. 


“The dealer is now at a stage 
when he must make preparations 
for post-war business,” comments 
Mr. Holdredge. “Forewarned is 
forearmed” is an adage that is very 
important at this time. Take ad-* 
vantage of the time element that 
is now in your favor and make 
plans—NOW! 


New and Amended WPH Urders Ease 


WO CLOSELY related orders 

governing the manufacture and 
distribution of office furniture— 
L-13-b and L-260-a as amended— 
were issued by the War Production 
Board on January 4. L-13-b con- 
trols the use of metal in making 
furniture and fixtures, supersed- 
ing Orders L-13-a and L-62. L-260- 
a governs the manufacture and 
distribution of wood furniture, the 
amendment of January 4 being 
concerned with substitution of 
metal for wood, within certain 
limits. 

Under L-13-b, “No person may 
use any metal in making or as- 
sembling new furniture or fix- 
tures” except as follows: 

Use of aluminum and magne- 
sium is not limited. 

The order does not limit the use 
of iron and steel (or aluminum 
and magnesium) contained in 
swivel irons, casters, upholstery 
springs and joining hardware. 
Joining hardware means nails, 
bolts, screws, clasps, rivets, and 
other small hardware used for 
joining and similar purposes. The 
use of metal upholstery springs is 
governed by L-260-a. 

Limitation is not placed on the 
production of any article of fur- 
niture or fixtures containing five 
per cent or less of metal (other 
than aluminum and magnesium) 
by weight, in addition to joining 
hardware, swivel irons, casters, 
and upholstery springs. 

Visible reference panels may be 
made from iron and steel (as well 
as aluminum and magnesium), 
but no manufacturer may use in 
any calendar quarter more iron 
and steel in making them than 
ten per cent of the amount he 
used for them in the 12 months 
ended June 30, 1941. 

The order does not limit the use 
of metal in furniture, fixtures or 
visible reference panels made to 
fill preferred orders, which are de- 
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Furniture 


fined as “any purchase order or 
contract calling for delivery to or 
for the account of the Army, 
Navy, Veterans Administration, 
U. S. Maritime Commission, or the 
War Shipping Administration.” 

Products covered by L-13-b in- 
clude office furniture; public build- 
ing furniture, including furniture 
for schools, theatres, assembly 
halls, churches, libraries, and hos- 
pitals; filing cabinets, whether in- 
sulated or not; lockers, including 
wire gymnasium baskets; office 
counters; cash boxes and other 
boxes and chests designed for 
storing valuables; safe deposit 
boxes; safes; shelving; show 
cases; trays and wire baskets de- 
signed for desk use; visible refer- 
ence and record equipment; ash 
trays; smoking stands; waste pa- 
per baskets. 

Items not covered by L-13-b in- 
clude filing cabinets with metal 
only in essential operating steel 
hardware and joining hardware; 
office chairs with metal only in 
swivel irons, upholstery springs, 
casters and joining hardware; 
typewriter desks with metal only 
in typewriter mechanisms and 
joining hardware; typewriter and 
office machine stands which are 
integral parts of the machines 
they support. 


Special Permission Needed to 
Produce Metal Furniture 


Resumption of manufacture of 
metal office furniture is not per- 
mitted by L-13-b except when a 
manufacturer obtains specific per- 
mission to produce a_ specified 
amount of metal equipment under 
Priority Regulation No. 25. A 
sound interpretation of this phase 
of the new order as related to cur- 
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Hestrictions 


rent conditions was made in a 
letter sent to dealers last month 
by The Globe-Wernicke Co. The 
enlightening paragraphs are 
quoted below: 

“Steel equipment which is of- 
fered for sale through dealers has 
to be approved by WPB under 
Regulation No. 25. To obtain such 
permission the manufacturer must 
prove the essentiality of the item 
and that its manufacture will not 
hurt the war effort in any way. 
The application must be approved 
by the local War Production Board, 
the War Manpower Commission, 
and the Army and Navy agencies 
whose contracts he might be hold- 
ing at that time. 

“Even after the manufacturer is 
granted this permission, the dealer 
is still not allowed to sell the 
equipment except to customers 
who have proven their essentiality 
on a WPB 1319 form. 

“Because of the present situa- 
tion in reference to manpower and 
material, no steel equipment is 
being approved unless the appli- 
cant is located in a noncritical 
labor area and does NOT have 
war contracts.” 


Metal Parts for Wood Furniture 


During any calendar quarter, 
according to L-260-a, no manufac- 
turer shall use in the manufacture 
and crating of furniture, more 
than 21 per cent of the amount 
of wood which he used for these 
combined purposes in the calendar 
year 1943. The amendment of 
January 4 reads, “Any manufac- 
turer who uses wood in the man- 
ufacture of furniture in accord- 
ance with this order may substi- 
tute metal parts for wooden ones 
in the articles of furniture he is 
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making, subject to the following 
rules: 

“He may substitute metal parts 
for wooden ones in making furni- 
ture only to the extent that it 
does not increase his total pro- 
duction of furniture in any cal- 
endar quarter by dollar value over 
the amount of furniture that he 
made in the fourth quarter of 1944, 
unless the increase is authorized 
under Priorities Regulation 25. 

“He may not substitute metal 
parts for wooden ones in any ar- 
ticle of furniture which will con- 
tain more than 95 per cent of 
metal by weight after the metal 
parts have been substituted.” 

From the preceding paragraph 
it would seem that practically all 
restrictions on metal furniture 
manufacture have been removed, 
but a later paragraph (quoted be- 
low) destroys the illusion: 

“No manufacturer shall use in 
the production of furniture any 
steel sheet or strip which is 12 
inches or more in width.” 

In commenting on the order, 
Howard L. Pfau, general sales 
manager of The Globe-Wernicke 
Company, says, “Neither we nor 
any other manufacturer can build 
any steel equipment from strip 
steel of such narrow width at a 
reasonable cost.” 

Products covered by L-260-a in- 
clude office furniture; public build- 
ing furniture (including furniture 
for schools, theatres, assembly 
halls, churches, libraries, hospi- 
tals); office, store fixtures and 
show cases, except refrigerated; 
store display stands and cabinets; 
wooden filing cabinets; folding 
furniture such as tables, chairs, 
luggage racks. 

Items not covered by L-260-a in- 
clude wooden lockers, industria] 
and institutional; wooden shelv- 
ing. 

Although new orders lessen re- 
strictions in manufacture, it must 
be remembered that all releases 
for civilian production are per- 
mitted to become operative only 
if such production in no way in- 
terferes with the war effort. For 
example, a manufacturer may not 
make metal swivels for office 
chairs, permitted by L-13-b, unless 
he can do so without impeding 
war contract deliveries. Men and 
materials are still the key factors. 
Shortage of them will prevent im- 
mediate production of metal 
swivels or other goods for civilian 
use in volume big enough to meet 
the demand. The flow of civilian 
goods will be determined largely 
by the military situation. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave lengh of:— 


CONFIDENCE .. . COUR- 
AGE .. . CO-OPERATION 


O SEE it is to REMEMBER it” 

sums up one Sgt. Mulvey’s 
analysis of the Army’s visual 
education efforts. This likewise 
applies to your and our office out- 
fitting advertising and sales pro- 
motion. This basic fact was fur- 
thered by our very first air mail 
arrival this month, when the con- 
tents of this air-borne contribu- 
tion gave most effective and 
definite evidence that prospective 
office furniture purchasers do see 
and read well-prepared and ably- 
engineered office planning recom- 
mendations. 

So impressed was a midwestern 
office furniture dealer with this 
incident that he wanted to pass 
the story on to you readers of 
Business Builders in OFFICE AP- 
PLIANCES. He wrote a several hun- 
dred word letter descriptive of his 
sales experience. In somewhat 
abridged form: 

“Called into a beautifully-ap- 
pointed new dental office the other 
day, I was astounded at the 
straight-line efficiency of the com- 
pact plan of the business office. 
Naturally, I could see this new- 
comer dentist was gratified at my 
apparent admiration for its line- 
up. In the resultant conversa- 
tion it developed that this young 
man had just moved to our city 
from a near-by smaller com- 
munity, and had literally trans- 
planted his business and profes- 
sional equipment in one of our 
most modern medical buildings. 
Having attended to the business 
of taking his order for needed 
office and filing supplies, as well 
as initial printing requirements, 
I drew him out regarding his 
efficient equipment and the trim 
way it was deployed. 

“With a pardonable trace of 
pride, this young, alert dentist put 
it this way, ‘You see, I’m just out 
the service, and my “dad,” a re- 
tired member of our profession, 
gave me this entire layout. Dad 
purchased it over ten years ago 
and, as you can readily see, it was 
well selected at that time and has 
had the best of care. However, 
I believe that you, as a stationer, 





will be most interested in this 
little booklet that the dealer sent 
my father prior to his choosing 
this office furniture. Its recom- 
mendations were so potent, so 
convincing, that “dad” imme- 
diately discarded his old office 
fulniture and made this wise in- 
vestment.” 

Tune in, hearers of this office 
tool broadcast, to this message of 
the moment; we know you'll like 
it and truly profit by it: 


YOUR PATIENTS, YOUR OFFICE 
.. and YOU! 


Every dentist has patients, old 
friends who will stick to him no 
matter what his office looks like. 
Unfortunately, however, that type 
is growing rare. In this day and 
age, with high standards of pro- 
fessional skill prevailing, a dentist 
can’t count on loyalty and service 
entirely to hold his clientele. He 
must offer concrete evidence of 
progressiveness and success. A 
charming, modern office is the 
best, surest and least expensive 
way of doing so. 

Important as it is to hold old 
patients, it is even more vital to 
secure new ones. You must have 
them to keep your practice grow- 
ing, even to hold it at its present 
level. Almost the only ethical way 
you can get your share is by 
making your office more attrac- 
tive than, or at least as attractive 
as, those of other leading dentists 
in your community. If your pres- 
ent office compares favorably, isn’t 
now the time to forge ahead? And 
if it doesn’t, isn’t it time it did? 

In the past, to be sure, modern 
standards of attractiveness have 
not been practicable for the den- 
tal office. Equipment was being 
constantly improved, great strides 
were being made toward technical 
perfection. But the new equipment 
didn’t look very different from 
the old. 

All that is changed now. The 
intriguing charm of restful color 
has entered the dental office with 
the unqualified approval of both 
the profession and the public. 

oa * oe 

Thank you military, naval, and 
home front correspondents for re- 
membering and using our address 
regularly: Box 2153, Spokane 2, 
Washington. Care of Shaw & 
Borden Company, 

Enthusiastically, 
Ralph B. Ortel. 
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EDITORIAL 





Three Post-war Tax Plans 

@ TAXES, of necessity, are of interest to 
everyone, but they are of particular significance 
to men and women engaged in business. Three 
of the plans for post-war taxing that have been 
given wide circulation were subjects of recent 
comment by Harley L. Lutz, professor of public 
finance at Princeton University. Professor 
Lutz’ clear and concise statements follow: 


“Three noteworthy contributions have re- 
cently been made to post-war tax plans. They 
are the Twin Cities Plan, the Ruml-Sonne Re- 
port for the National Planning Association, and 
Professor H. M. Groves’ study for the Commit- 
tee for Economic Development. 

“All of these reports stress the desirability of 
vigorous private enterprise after the war. They 
are also agreed on the necessity of a high na- 
tional income, although the relation of income 
to employment may not be correctly perceived 
in all cases. 

“The Twin Cities Plan postulates that a na- 
tional income of $120 billion at 1942 prices will 
be necessary to avoid substantial unemploy- 
ment. This puts the cart before the horse. The 
national income is the result, not the cause, of 
employment — unless people are to be ‘em- 
ployed’ through Government spending, which 
may take no account of the value of the services 
performed. 

“The Ruml-Sonne Plan starts with the as- 
sumption that there will be a high level of 
employment after the war and concludes that 
such employment estimated at 55 million per- 
sons at 40 hours a week, would result in $140 
billion of income payments at 1943 prices. 

“Professor Groves submits no specific assump- 
tions but agrees that there is an acute need for 
high post-war levels of production, employment 
and national income. 

“All of these plans do not provide sufficient 
emphasis on the scope of the Federal budget as 
a necessary starting point in any discussion of 
tax revision. The details of all proposed tax 
revisions are secondary in importance to the 
big problems of post-war Federal expenditures. 


“The key to a happy and sensible tax program 
is moderation, but there cannot be moderate 
taxes without moderation in expenditures; and 
there can be no moderation in expenditures if 
the Federal Government is to be regarded as an 
unlimited source of bounty. If the aids, grants, 
bonuses, and subsidies were eliminated from 
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the Federal budget, there could be such modera- 
tion in taxes as would make almost any post- 
war tax program acceptable and feasible.” 
Don’t worry because a rival imitates you. As long as he fol- 
lows in your tracks he can't pass you. 
—Conner’s Office Boy 
(E. R. Conner & Company, 
Fort Worth, Tex.) 
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Ben Franklin — Patriot 

@@ ALTHOUGH he was wont to sign himself 
as “B. Franklin, Printer,’ Benjamin Franklin, 
whose birth anniversary was celebrated last 
month, was infinitely more than an exception- 
ally good craftsman. Described by someone as 
“the most contributing citizen born under Amer- 
ican skies,” he was a patriot, statesman, diplo- 
mat, scientist, inventor, philosopher, writer, 
philanthropist, and journalist. 

Basically, Franklin’s genius was that of a 
practical man with a passion for human better- 
ment, qualities evident in his scientific investi- 
gations, diplomatic activities, political views, and 
authorship. His skill in acquisition and manage- 
ment of property was more than balanced by 
conspicuous generosity. His perseverance and 
energy defied discouragement, did not recognize 
defeat. 

Franklin’s long life of service to his fellows 
inspired Lord Byron to write: 

While Franklin’s quiet memory climbs to heaven, 

Calming the lightning which he thence had 
riven, 

Or drawing from the no less kindled earth 

Freedom and peace to that which boasts his 
birth. 
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A grudge is too heavy a load for any man to carry. 


—Glen Buck 
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Reconversion Program Slows Up 
#2 ACCORDING to a War Production Board 
statement dated January 23, production of civil- 
ian goods under the “spot” authorization plan 
is now sharply restricted. Because of shortages, 
it is unlikely that mill orders for steel, copper 
and aluminum sheet placed under “spot” au- 
thority can be filled in the first or second quarters 
of this year. “However,” says WPB, “any manu- 
facturer who has labor and materials to re- 
turn to the manufacture of civilian goods may 
do so if he can obtain approval.” 

In order to get “approval,” manufacturers 
must produce evidence that they have both men 
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and materials and that use of them in fabricat- 
ing civilian goods will not impair the war effort. 
The conditions which have brought about seri- 
ous consideration of a national service act make 
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HEALY BAGS BULL ELK TO OPEN 
NEW MEXICO HUNT SEASON 


The annual fall trek to the moun 
tains of New Mexico has become a 
tradition with E. B. (Dick) Healy 
president of the Santa Fe Book and 
Sta ery = pany ana former 
NSA president. But this year pro 
vided hi ing new in the 
wa 5] } thrill 

} untains north ot 
the city on November |. the open 
Jay of the hunting season, Dick 
inging down a big 
bull elk. And that, my friends, i 
mean achievement in this he-man 

» which the nimrods not 
infrequently return empty-handed. 


This 1944 victim was bagged, says 





it virtually impossible to obtain “approval” at 
the present time. Actual reconversion is put 
off, but planning and preparing for resumption 
of civilian manufacture should go forward. 





Peaks (13,306 feet), New Mexico's 
highest. Seen in the accompanying 
picture, they lie directly behind the 
range of hills viewed from the Healy 
domicile's front window. 





COMFORT PRINTING'S OFFICE 
BOY ABSOLUTELY DRAFTPROOF 


There's at least one stationery 
firm in the nation that isn't con- 
cerned about the possibility of their 
office boy being taken for military 
ervice. We're referring to the 
Comfort Printing and Stationery 
Company of St. Louis. 

The boy? He's John B. New, a 
lad of 82 summers, who served in 
the Spanish-American war back in 


Dick, in the vicinity of the Trucha 1898. 
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NSA’S “DEER” EX-PREXY, 
SANTA FE’S “NIMROD” HEALY 








WHO STARTS THE ROLLING STONE ROLLING? 


ENT OUT with a certain salesman to check up the prospects for business 
S in a territory, I discovered in less than three days that the salesman 
had something akin to an inferiority complex in connection with his com- 
pany. He somehow felt a certain competing company was better. 

This salesman was constantly comparing his company with that other, 
to the detriment of the former. 

Of course he did not bring such matters directly to the attention of the 
people we contacted, but his feelings showed through. He would let drop 
casual remarks that gave him away. He continued tellling people how good 
his company was, but he continued thinking it was not the best and that 
feeling kept leaking out. 

This salesman began to talk to me in confidence about the advantages 
of the other company and he was soon arguing the other side better than 
his own. That meant he could not carry conviction to others he was out 
to convince on his proposition, because there was no conviction behind 
what he was telling them. 

There was no point in my salesman companion remaining longer with 
the house he had decided was outclassed by a competitor and at last he 
did the right thing in changing over to the company he had so long favored 
mentally. 

The last time I saw this man, he confided to me that a certain third com- 
pany was a great concern, and I| expect to hear soon that he has gone with 
that company—if they will have him. He is a rolling stone and he started 
himself rolling. 

—Frank Farrington 
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L. J. Zant of Zant Office Machines Company, Rock- 
ford, Ill., was a welcome visitor at the office of this 
journal December 28. Trained as a salesman for the 
old Wales Adding Machine Company, later sales mana- 
ger for Victor Adding Machine Company, he has ap- 
plied the principles of intensive cultivation to his 
business in Rockford with excellent results. Always 
on the alert for new ideas and new products, he was 
taking time to investigate new developments offering 
increased sales possibilities in machines, office furni- 
ture and other office products when restrictions on 
manufacture are released. 


G. E. (Gene) Taylor of the Pantagraph Printing 
and Stationery Company, Bloomington, Ill., and presi- 
dent of the National Office Machine Dealers Associa- 
tion, called at the office of this journal on January 
3, the first out-of-town visitor to sign the Guest 
Book in the New Year. A conscientious and tireless 
worker, he was in Chicago in the interests of NOMDA, 
which also had taken him to Washington and else- 
where during the brief period he has been in charge 
of the Association’s affairs. Gene is a clear thinker, 
a characteristic obvious to all who heard his remarks 
at Atlantic City last June. 


C. S. Hoit, proprietor of Pacific Desk Company, Al- 
buquerque, N. Mex., signed the Guest Book January 10. 
He had come to Chicago to attend the furniture mar- 
ket, where he spent much of his time. He also con- 
tacted other companies not represented in the market 
and succeeded in making substantial and satisfactory 
purchases before returning to New Mexico. 


James F. Vreeland of the Roytype division of Royal 
Typewriter Company was a welcome visitor at the 
office of this journal January 11. The preceding day 
he spent in Denver where the temperature was 170 
degrees. He arrived in Chicago to find the mercury 
hovering several degrees below zero. Mr. Vreeland is 
a hardy man, the difference of more than 70 degrees 
overnight having little, if any, effect on him. In Chi- 
cago he had a busy day up to the time of the departure 
of his train for New York. Always an optimist, he ex- 
pressed appreciation of growing dealer acceptance of 
Roytype supplies. 


J. S. Plewes of Toronto, Ont., Canada, signed the 
Guest Book on January 13. Mr. Plewes was in Chicago 
for the purpose of looking up lines for distribution 
through commercial stationery stores in Canada after 
the war. A vigorous man with a sound merchandising 
background, he is laying careful plans for extensive 
activity as soon as circumstances permit. 


Loraine Saxon, who travels in Texas for National 
Blank Book Company, and Mrs. Saxon were OFFICE 
APPLIANCES’ visitors January 15. Mr. Saxon had come 
to Chicago to attend a sales meeting conducted by his 
company at its Chicago branch, located just one- 
half block from the office of this journal. He learned 
the stationery business in a retail store, from which 
he went into the field as manufacturers’ salesman. 
Through his spirit of co-operation and sales ability 
Mr. Saxon has made many friends in the Southwest. 
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Floyd D. Ransom, proprietor of Proveedor de Ofi- 
cinas, S.A., Mexico City, was a visitor at the office of 
this journal January 16. After spending three years 
and four months in the service of the United States 
Government, he was on his way back to Mexico 
to resume the operation of his own business. During 
the period when he was severed from his own affairs 
he represented all agencies of Reconstruction Finance 
Corporation, including Rubber Reserve, Metals Reserve, 
Defense Plant Corporation, Defense Supplies Corpora- 
tion, United States Commercial, Commodity Credit 
Corporation, Foreign Economic Administration, Export 
and Import Bank, and others. He was attached to the 
embassy at Mexico City, where part of his task was to 
negotiate raw materials agreements with the Mexican 
government. Mr. Ransom’s company is agent for Royal 
Typewriter Company, Ditto, Inc., Monroe Calculating 
Machine Company, The General Fireproofing Company 
and Ohmer Register Company. While he was in Gov- 
ernment service the business was operated by Charles 
McCullough, who had been associated with Mr. Ransom 
for a number of years. He is an American, born in 
Mexico, educated in the United States. 

On the way south Mr. and Mrs. Ransom expected 
to see relatives in Kansas City, pausing long enough 
in San Antonio to meet their son, now located in 
Arizona. 


C. Stuart Goll of Meadowbrook, Pa., near Philadel- 
phia, called at the office of this journal January 18, 
accompanied by George DeBeer of Chicago. Both men 
are manufacturers’ representatives, Mr. Goll working 
the eastern territory, except New York City and New 
England, Mr. DeBeer a middle western area. Mr. Goll 
had come west to call upon the Leopold Company, 
Invincible Metal Furniture Company and O.C.S. Olsen 
Company. He sells the products of the two desk com- 
panies now and will be ready to resume the sale of 
Invincible files as soon as metal again can be released 
for office furniture manufacture. The principal prob- 
lem of both men is to secure a sufficient quantity of 
merchandise to take care of their customers’ needs. 


C. L. Birkholz and J. D. Hale, of General Sales and 
Engineering Company, South Bend, Ind., signed the 
Guest Book January 18. They had brought to Chicago 
Time Coster, a new mechanical computing device 
which is expected to be offered to the public after the 
labor and materials situations improve. In the mean- 
time, plans for further development and sale are being 
continued. The General Sales and Engineering Com- 
pany’s activities include manufacturing, accounting 
and business management. 
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FIVE TEAMS CLOSE GAP ON LEAGUE-LEADING 
HURRICANES IN CHICAGO STATIONERS BOWLING 


As the six teams competing in the Chicago Station- 
ers Bowling League reached the two-thirds’ mark in 
the 1944-45 race, the Hurricanes, leaders for the past 
several weeks, continued to hold the No. 1 spot, but 
by a margin far from comfortable. 

Having dropped the last six games, the leaders 
found themselves with a 35-25 count, just three games 
ahead of the pursuing Spitfires. In third place, with a 
30-30 record, the Flying Forts were ensconced in that 
position by the bare margin of a single game over 
the fourth place Marauders. Tied for last place with 
27 wins and 33 defeats were the Airacobras and Lib- 
erators. 

In the matter of team honors, the Liberators con- 
tinued to hold the top spot in high single game and 
high series with tallies of 1068 and 3128, respectively. 
Individual series honors remained unchanged, Walter 
Waldvogel, National Blank Book, holding the pinnacle 
position with a 604 series, just four pins better than 
that chalked up by Gordon Kickels, C. L. Barkley & 
Co. B. Tuttle, Utility, continued as leader of the in- 
dividual single high game category with a 235, a single 
point margin over Ham Warnock, Globe-Wernicke. 
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GIBBONS ANNOUNCES NEW FIVE-YEAR DIARY 

Thomas H. Gibbons and Company, 509 South Frank- 
lin Street, Chicago 7, Ill., has just introduced on the 
market a new beautifully designed, leather-covered 





GIBBONS FIVE-YEAR DIARY 


diary with space to accommodate important dates and 
entries through five calendar years. Richly padded, 
the cover is stylishly decorated with horizonal gold 
bands. The book is available in choice of red, green, 
tan, black and saddle. 

The pages of the new diary are of fine gold-edged 
writing paper. The front section contains signs of 
the zodiac, holidays, fixed church days, birthstones 
and flowers, wedding anniversaries, college names and 
locations and the lyrics of The Star Spangied Banner. 
In the back section are pages reserved for important 
events, birthdays, anniversaries, Christmas gifts (sent 
and received), addresses from A to Z, and a number 
of pages for memos. 

The new diaries are individually packed in beauti- 
ful two-tone gift boxes. 

———— > o—___ 
NEW LUCITE DESK SET ANNOUNCED BY ALMAC 


Almac Plastics, Inc., 322 East 23rd Street, New York 
10, N. Y., has just added an unusually attractive new 
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ALMAC DE-LUXE DESK SET 





desk set—the Aristocrat De-Luxe—to their line. 
Made of lustrous Lucite, the new set combines beauty 
with brilliance of color, originality of design and util- 
ity. The set includes a blotter, letter opener, writing 
set, perpetual calendar and rocker blotter, in six colors. 
All units are of extra heavy Lucite construction and 
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are polished to a brilliant, lustrous finish. 
Additional descriptive and price information may be 
obtained from the maker at the above address. 
7 = 2 


ROCKWELL-BARNES TO BUILD ROCK-A-FILE DESK 

Recently announced by the Rockwell-Barnes Com- 
pany, 35 East Wacker Drive, Chicago 1, Ill., was the 
smart, modern Rock-A-File desk, which will be put into 
production just as soon as labor and material condi- 
tions permit. 

The new desk, a distinctive adaptation of the “sled’”’ 
pedestal type, is designed not only for the comfort 
and convenience of the user, but, by the utilization of 
a front alcove, serves ideally as a two-man confer- 
ence desk as well. The pedestals of the new Rock-A- 
File desk have built-in Rock-A-File letter filing com- 





NEW ROCK-A-FILE DESK AND EXECUTIVE FILE 





partments, which are of the side-filing type and ex- 
tend only 6% inches when fully opened. 

At work at the new desk in the accompanying pho- 
tograph is Frederick H. Jones, Jr., in charge of Rock- 
well-Barnes advertising, while to the right is seen the 
Rock-A-File executive file, now available for delivery. 

Additional information on either of the Rock-A-File 
products pictured may be obtained by communicating 
with the makers at the above address. 

A 
NORTHERN STATES FEATURES LEGAL ENVELOPES 

Announced recently by the Northern States Envelope 
Company, St. Paul, Minn., was its line of Justrite legal 
envelopes, specially designed for use by attorneys, 
courts, and real estate and financial firms. 

The filing envelopes, with open end, are available in 
both flat and expanding styles. The flat filing en- 
velopes, of standard weight stock, are particularly 
suited for temporary filing. The expanding styles are 
made of durable Fibercell for hard usage and perma- 
nent filing. All sizes are available plain or printed with 
legal forms. 

The Justrite bond and collateral wallets are made 
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eC MIMEOGRAPI: is the trade-mark of A.B. Dick Company, Chicago, registered in the U.S. Patent Office. A.B. DICK COMPANY, Chicago. The Mimeograph Company, Ltd., Toronto. 
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in two styles—open end and open side. Of heavy kraft 
stock, they may be had with either tape or string tie. 
Open-end styles are thumb cut. The wallets may be 





JUSTRITE BOND AND COLLATERAL WALLETS 


obtained plain or printed to customer’s copy. 
Additional information on the Justrite legal line of 
envelopes may be obtained from the manufacturer on 
request. 
*—- + 


COPYHOLDER ANNOUNCED BY LOUISVILLE FIRM 
The Franklin Table Company, 2020 Village Drive, 
Louisville, Ky., has just announced its new copyholder 
—the Type Ease—designed to increase typing speed 
and capacity while reducing fatigue. 
The new copyholder has a panel 834 x 13 inches and 





THE NEW TYPE EASE COPYHOLDER 


features a clip et the top for holding papers. A line 
indicator simplifies copying and essures increased ac- 
curacy. The Type Ease may also be used as a book 
holder. When not in use it folds flat to occupy a mini- 
mum of space. Now available for immediate delivery, 
it is priced to retail at $3.00. 

Further information and descriptiv2 details may be 
obtained from the maker at the above address. 


AGAIN AVAILABLE | 


BATES BRASS REFILLS BACK ON MARKET 

Announced by the Bates Manufacturing Company, 
Orange, N. J., in mid-December was the information 
that B-5, A-5 and D-2'% brass wire refills for Bates 
staplers were again available, effective January 1. At 
the same time, Bates announced that a supply of im- 
orinted leaflets, telling the story of the return of the 
brass wire refills, were also available to dealers upon 
request. 
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TWO PUGET SOUND ESTABLISHMENTS TO MERGE 


Consolidation of two of the leading stationery and 
printing organizations of the Puget Sound region is in 
the offing as the plan is placed before stockholders 
for ratification. The office supply organizations in- 
volved are Pioneer, Inc., of Tacoma, Wash., and Low- 
man & Hanford Company, of Seattle Wash., which 
has several stores and set-ups in Seattle, as well as 
a branch at Olympia, Wash. 

Thomas M. Pelly, president of Lowman & Hanford 
Company, and Seattle civic, financial and business 
leader, indicated that a Tacoma unit will thus be 
acquired by Lowman & Hanford. 

Little did J. D. Lowman dream of the firm’s sub- 
sequent growth and development when he established 
Lowman & Hanford Company as a modest stationery 
business on Puget Sound just 60 years ago. Mr. Low- 
man first went into the stationery business in 1881 
in Seattle, after coming to Puget Sound from the 
East to teach school. 

He established a partnership and began the pioneer 
stationery firm bearing his name—Pumphrey & 
Lowman—in 1881. Three years later, in 1884, he bought 
out his partner and organized the Lowman Hanford 
Stationery & Printing Company. The organization 
has continued to attain ever larger proportions and 
achievements in representing leading lines of station- 
ery and nationally famous office equipment and sup- 
plies. Now, with post-war plans to expand as soon 
as formal ratification of the project is completed by 
the Pioneer stockholders in the busy Tacoma field, the 
second city on the sound will be entered. 

Under the new plan, arranged between the officials 
of the two companies, Pioneer, Inc., would continue 
to be operated under the name by which it has been 
known for so many years. Moreover, no changes in 
the personnel of the establishment are contemplated, 
Mr. Pelly added. 

By the present plan, which the stockholders of 
Pioneer. Inc., are expected to approve, the individual 
stockholders would receive in exchange for their stock 
and interests in the Pioneer business new shares of 
stock in the Lowman & Hanford Company. 

Mr. Pelly expressed the reason for the new plan 
and projected entry into the Tacoma field as tangible 
evidence on the part of officials of Lowman & Hanford 
Company, and of its directorate, of the unbounded 
confidence they have in the great future of the three 
crowing cities of Puget Sound—Seattle, the metro- 
polis; Tacoma, the second city, and Olympia, Wash., 
where the state capitol offices are located and guber- 
natorial and legislative business of the Evergreen State 
transacted.—CML 
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VICTOR ADDING MACHINE CO. AGAIN DISTRIBUTES YULE- 
TIDE TURKEYS TO EMPLOYEES.—Following its annual custom 
the Victor management this year distributed some 1400 gift 
turkeys to employees just before Christmas. Miss Lea Dittman 
received Bird No. 1 in the 1944 presentation event. 
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Memo: 


" Careless talk costs lives " 


" Use it up, wear it oute..make it 
do, or do without " 


' Use V=Mail...it's surereeefaster " 


" Give blood plasma to the Red Cross " 


" Buy more War Bonds today " 
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Groton Plant 


SMITH-CORONA 


Typewriters 


L C SMITH & CORONA TYPEWRITERS INC 
SYRACUSE 1 NEW YORK 
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The importance of the office as the source 


of planning, thinking, coordination and 
direction of business is often forgotten 
in today’s overwhelming emphasis on 
factory production. Fundamentally, the 
problems of equipment efficiency are 
common to both office and plant. 

Our dealers will find opportunity .. . for 
themselves and for American business... 
to serve by selling a true appreciation of 
the importance of the office. 


In the shop, production output is 


measurable, but in the office there is no 
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yardstick to accurately determine value 
of work and little credit is given 
for not making a mistake that might 
have been costly. 

The factors that determine policies in 
designing, in public relations, in adver- 
tising, in selling, in credits and in col- 
lections, constitute a story that will be 
worth hearing ... when men and metals 
and machines are mustered out, and 
GF will again build Aluminum Chairs, 
Desks, Tables and Filing Cabinets adapt- 


ed to both the individual and the job. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

Sork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago. 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliot 


Assistant Secretary, Office Appliance Trades Associatwn of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. § 


London, December 1, 1944. 

Watson’s Typewriters, Ltd., Product of 25 Years of 
Business-Building in Scotland.—‘“‘A truly remarkable 
organization, which has been built around the efforts 
and personality of one remarkable man in 25 years” 
is a description which is fully justified, as applied to 
Watson’s Typewriters, Ltd., and to William Watson 
(Willy to his friends, “Wullie” in the land of his adop- 
tion). 

Mr. Watson joined the “old-timers” of the type- 
writer and office appliance salesmen in 1909 and 
learned his business the hard way, selling the double 
keyboard Bar-Lock typewriter (Columbia in U. S. A.). 
Oldsters who read this will fully understand what is 
meant when we Say that he got his training “the hard 
way.” 

Ten years later he decided that life could be easier 
and more profitable if he handled more conventional 














WILLIAM WATSON 


products. By this time “Willy” had made his way from 
his native London to Scotland, thus reversing the 
usual process, for London has become extensively pop- 
ulated by Scots—at least in the managerial class. 

The year 1919, therefore, saw the start of Watson’s 
Typewriters, Ltd., as the Scottish agent for the Wood- 
stock typewriter. Three years later his affections were 
transferred to the Royal typewriter, and this agency 
has continued and flourished to the present time. 
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Now at the threshold of 1945 Watson’s is, apart from 
the actual manufacturers, the biggest typewriter and 
office equipment dealer organization in Great Britain, 
and now represents Royal Typewriters, Art Metal Con- 
struction Company, R. C. Allen adding and listing 
machines, Evertaut steel equipment and Cox’s hos- 
pital equipment. 

Those 25 years have seen opened up four imposing, 
well-situated showrooms in central Glasgow at 122/128 
St. Vincent Street, 138 St. Vincent Street, 130 Hope 
Street and Bothwell Street. Three adjoining shops in 
George Street, Edinburgh, together with excellent 
premises at Aberdeen, Perth and Dundee, complete 
the chain of unequalled dealer distribution in Scot- 
land. 

Kingsway, London, is an address to conjure with, 
and it is here that Mr. Watson has established his 
London office to serve the needs of H. M. Government 
and the essential works of the London area for sales 
and service. 

Watson’s claim—and from all appearances they are 
able to justify it—that apart from one manufacturer 
they have supplied more typewriters to H. M. Govern- 
ment, allied forces and essential works than any other 
concern in Great Britain. They have a factory at Port 
Dundas, Glasgow covering 50,000 square feet, and their 
service departments at both Glasgow and London are 
designed to deal with large quantities of machines. 
Each of the branches has been selected and staffed 
with a primary view to “Service,” the foundation upon 
which this business seems to have been built. 

Steel equipment is bulky, but above all requires a 
good deal of technical skill to plan and manufacture 
adequately the vast quantities that have been pro- 
duced by the “House of Watson” during the last six or 
seven years. A glance through the files in Watson’s 
drawing office is something of a revelation of some of 
Britain’s wartime secrets. 

Mr. Watson has always believed in specialization. In 
each section of his business he has set out to get the 
best available brains to put in charge, the essential 
qualifications being that they must “know the job.” 
The Watson organization specializes in offering the 
utmost in ample accommodation and sound “after- 
sales service” to its thousands of satisfied customers. 

(Turn to page 60, please) 
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ST. LOUIS MIDWINTER NOMDA MEET CANCELED 

The midwinter meeting of the National Office Ma- 
chine Dealers Association, scheduled for St. Louis, 
Mo., February 11 and 12, has been canceled, according 
to an announcement issued by Executive Secretary 
Joe M. Hicks in his weekly letter of January 8. The 
announcement followed the transmittal of letters, 
dated January 6, from Secretary Hicks’ office to James 
F. Byrnes, Director, Office of War Mobilization, and 
Col. J. Monroe Johnson, Director, Office of Defense 
Transportation, notifying them of the action taken. 

The midwinter meeting, at which more than 250 
had been expected, was called off in response to an 
order issued by Mr. Byrnes on January 5, banning 
conventions after February 1. The meeting of the 
officers and board of directors will be held as schedu- 
led, however, since the number totals only 40, well 
under the Government’s limit of 50 prescribed for 
such meetings. 

Speakers scheduled to participate in the meeting 
have been invited by Secretary Hicks to co-operate 
with NOMDA’s Washington office by sending in extra 
copies of their talks, so that the midwinter meeting 
may be presented “in print.” This procedure is de- 
signed to insure members’ receipt of important in- 
formation, and to allow for an expression of opinion 
from those who had expected to attend. 

sieiscesiliilliatt = 

CHICO ANNUAL DINNER ATTRACTS CROWD 

On Monday evening, January 8, the Medinah Club 
building, Chicago, recently renamed the Continental 
Hotel, was the scene of the annual dinner of the 
Chico Club, which draws its membership from sta- 
tioners in the outlying parts of Chicago and suburban 
areas. As usual the affair was attended by many 
manufacturers’ representatives as well as the dealer 
members of the organization. The total ran well over 
100. Several manufacturers and dealers from out of 
town were present to participate in the festivities. 

Officers of the Chico Club under whose direction 
the annual event was held are: Tom Flynn, Northern 
Indiana Stationers, Hammond, Ind., president; Roy 
Kirk, Office Supply Company, Chicago, vice-president, 
and Bob Pieretz, Pieretz Brothers, Chicago, secretary- 
treasurer. 
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V.E.S. MAN ADDRESSES FIRST MEETING OF 

NSA MANUFACTURERS DIVISION IN CHICAGO 

At the luncheon gathering held in the Union: League 
Club, Chicago, Monday, January 8, as the first of a 
monthly series planned for the midwestern group of 
the Manufacturers’ Division, National Stationers As- 
sociation, Col. W. H. Weimer, chief of the Veterans’ 
Employment Service of Illinois, was the featured 
speaker. His informative remarks to the 25 present 
were preceded by a brief statement of purpose for 
the meeting by George Holt, W. A. Shaeffer Pen Com- 
pany, who presided as vice-chairman of the Manufac- 
turers’ Division. 

Mr. Holt reported the recommendation of NSA Gen- 
eral Manager Charles P. Garvin that suggestions for 
subjects to be discussed at the manufacturers’ meet- 
ings be obtained from dealers. He asked those present 
to make surveys and send him the list of topies in 
which interest is expressed for inclusion in the agenda 
of future meetings. The primary objective of all the 
luncheon sessions will be to evolve ideas and sugges- 
tions for use by dealers in the current and post-war 
economy. 

Before introducing Col. Weimer, Mr. Holt empha- 
sized the need for finding jobs for returning war vet- 
erans. In his opinion, production will catch up with 
shortages sooner than most people expect, thus put- 
ting the burden on selling if the goal of 60,000,000 jobs 
is to be met. The veteran with special education or 
training in a civilian skill will have little difficulty in 
obtaining a job. Many will be helped by special mili- 
tary training that has an application in civilian life. 
Those who were not employed before the war, whose 
branch of service has no counterpart, even remote, in 
civilian work, and whose education is limited will need 
assistance in getting jobs or training for jobs. Mr. Holt 
challenged the manufacturers and retailers of the 
office equipment and supply industry to take active 
part in the employment program, a procedure that will 
benefit all concerned. 

Because his first job was as office boy for Fletcher 
B. Gibbs, first president of the National Stationers 
Association and for many years NSA general manager, 
Col. Weimer said that he felt at home with a group 
in the stationery industry. From that preliminary 
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ANNUAL MEETING OF WOOD OFFICE FURNITURE INSTITUTE, WASHINGTON, D. C., DEC. 





Story appeared on page 149 of the January issue of OFFICE APPLIANCES) 
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_ HERE’S SHEAFFER’S 


MAX HILL om 


LINEUP FOR 1945 


More than a billion eye and ear impressions— 
this year alone! The top-rating Sunday daytime 
program over the entire NBC network—142 
stations this year—coast-to-coast! Selling your 
customers the advantages of Sheaffer's Skrip 
and the advantages of the exclusive Top-Well 
bottle every week... Backed up by command- 
ing, premium-position, 4-color advertisements in 
68 of the nation’s leading magazines and more 
than 100 broad-coverage, Metropolitan Sunday 
newspapers...Startling new window and counter 
displays for your store! What a line-up! What 
a show! What a hit! And everyone sells Skrip for 
you. W. A. Sheaffer Pen Co., Fort Madison, lowa. 
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JOHN RAITT 


MAX HILL—Far eastern 
authority —a man who 
knows about Japan—he 
was a prisoner of the 
Japs for 17 months. © 
JOHN RAITT—Soloist 
and star of the stage hit 
“Oklahoma”! 

ROY SHIELD—and his 
famous orchestra—the 

; Sheaffer Penmen. 
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remark he went on to give an illuminating outline of 
the manner in which the Veterans’ Employment Serv- 
ice functions. He pointed out that the educational 
level of the men in military service in World War II 
is substantially higher than it was in 1917-18. In the 
first World War more than 80 per cent had only grade 
school training or less. Today only 32 per cent are in 
the grade school limit category. 

Attitudes of returning veterans vary. The boy who 
has spent all his military career in England and re- 
turns with an honorable discharge without having 
been in actual combat does not have the same sense of 
values as the veteran who has had battle experience. 
The combat veteran, Col. Weimer indicated, who sees 
a war worker spending big money gets an exaggerated 
idea of what he should be able to do when he is mus- 
tered out. He can’t understand how anybody can be 
anything but a war worker, although the latter’s in- 
come compared to a G.I.’s $50 a month seems all out of 
proportion. 

As a division of the U. S. Employment Service, the 
V.E.S. interviews veterans, disabled or otherwise, helps 
them to get their old jobs back, if they want them, 
or assists them to find work in other fields. Through 
aptitude tests and training programs, V.E.S. performs 
an invaluable service. 

Col. Weimer asked that all manufacturers and other 
employers be encouraged to list job openings with a 
local office of the V.E.S. It is his contention that there 
is no job that requires the use of every human physical 
faculty. So far he has been able to prove this in his 
job placement work. Many a job that was assumed to 
require a whole man has been found within the ca- 
pacity of a disabled veteran. 

In his concluding remarks, Col. Weimer referred to 
a V.E.S. manual that lists 1080 separate occupations in 
the Army and Navy and a corresponding list of com- 
parable jobs in civilian life. He also spoke of the 
veterans’ education program which allows $500 a year 
for tuition and attendant fees, plus $50 a month for 
an unmarried veteran or $75 a month for a married 
veteran. Each veteran who entered the service before 
reaching the age of 25 is entitled to the benefits of the 
education program for a time equal to his length of 
military service plus one year. 

Following the colonel’s address was a lively discus- 
sion period with queries to the speaker ranging from 
“What is the attitude of labor unions?” to “What per- 
centage of returning veterans indicate intention of 
taking their old jobs?” In reference to the latter, about 
half the veterans state their intention to return to 
former employment, but actually 60 per cent seek new 
connections. 

Those present at the meeting in addition to Col. 
Weimer and Mr. Holt were: G. J. Aigner, G. J. Aigner 
Co.; H. C. Anderson, A. B. Dick Co.; C. L. Barkley, 





C. L. Barkley & Co.; J. E. Conlon, Rockwell-Barnes Co.; 
Frank Cooper, Codo Mfg. Corp.; George Cormack, Wil- 
son Jones Co.; R. J. Eichenlaub, Service Steel Products 
Corp.; J. A. Gilbert, OrricE APPLIANCES; S. J. Graff, 
Speed-O-Print Corp.; Robert Heck, Frank Mashek Co.; 
John Henn, Stanley Wessel & Co.; George Herrmann, 
Heyer Corp.; Jack Johnstone, Wallace Pencil Co.; 
Douglas Kent, A. B. Dick Co.; J. W. Kisling, Kisco Co., 
Inc.; Walter Lennartson, OFFICE APPLIANCES; G. S. 
Morse, Speed-O-Print Corp.; Arthur Natenberg, Art 
Specialty Co.; D. R. Pinney, Acme Visible Records, 
Inc.; R. H. Potter, Autopoint Co.; John Smythe, Geyer’s 
Topics; D. B. Sterrett, Louis Melind Co.; R. B. Vail, 
Vail Mfg. Co.; Herbert Walsh, Ace Fastener Corp. 


——_—___ 4-9 


ILLINOIS OFFICE MACHINE DEALERS ELECT 

The annual meeting of the Illinois Office Machine 
Dealers Association was held in Peoria on Saturday, 
December 2, under the chairmanship of John Quincy 
Adams of Peoria. The following officers were elected 
to serve for the coming year: President, Elmer Thies- 
sen Thiessen Office Equipment Company, Kewanee; 
vice-president, Bert Stephens, Paxton Typewriter 
Company, Bloomington; secretary, Vern Reck, Type- 
writer Sales & Service, Danville; director, E. K. Catton, 
Waukegan; director, O. G. Dunlap, Dunlap Typewriter 
Company, Quincy. 

ee ae 

NEW YORK OFFICE MACHINE DEALERS MEET 

The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, January 9, at the Hotel New Yorker. 

President Irving R. Ritchie, Addressing Machine 
and Equipment Company, in opening the meeting 
announced the death of Adam S. Kunze, Adam S. 
Kunze Typewriters, New York, one of the older mem- 
bers of the association. The assemblage stood in sil- 
ence for one minute in respect to his memory. 

The guest speaker of the evening was Virgil S. 
Rader, regional director, Treasury Procurement Divi- 
sion, Surplus War Property. Mr. Rader spoke on the 
subject of disposal of surplus Government property. 
He painted a general over-all word picture of how 
surplus war material is disposed of. The nation’s 
surplus property accumulation is tremendous, he said, 
adding that there are already between 85,000 and 
100,000 items of all descriptions to be sold. 

He pointed out that any dealer interested in sur- 
plus merchandise could write for the Surplus Reporter, 
a publication issued once a week, specifying the kind 
of merchandise in which he is interested. All offers 
for articles listed in the Reporter are to be submitted 
in the form of sealed bids. 

In closing his very interesting and informative talk, 
he said that the possibilities of surplus office machines 








38 


NEWSMEN DISPLAY KEEN INTEREST 
IN THE NORDEN BOMBSIGHT.—About 
30 members of the daily and trade press 
were privileged to view the famous Nor- 
den bombsight as guests of the Victor 
Adding Machine Company, Chicago, on 
December 12. The inspection tour was 
followed by a luncheon at the Edge- 
water Beach Hotel. 


(Story appeared on page 122 of the January 
issue of OFFICE APPLIANCES) 
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GIRL: “Don’t get the idea that I’m the kind of a girl who goes 
around pestering her boss about things and stuff. BUT—when 
you bawl me out every day because you can’t read the carbon 
copies I make, that’s where I tell you what’s what!” 

BOSS: “The fact remains I can’t read ’em! They’re too blurred 
and fuzzy! And that’s your fault, isn’t it?” 

GIRL: “Not when you don’t supply me with the right carbon 
paper, boss! Look at this, and you'll see what I mean... 


. 





See how sharp, clean, and legabel this carbon copy 
4s. It's made with deep-inked Roytype Park Avenue 


Carbon Paper. 


GIRL: “And I deliberately misspelled ‘legible’ so you could see 
how quickly and neatly I can make erasures on a Roytype 


carbon copy!” 
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See how sharp, clean, and 





this carbon copy 





BOSS: “I see what you mean. Okay—it’s Roytype Park Ave- 
nue Carbon Paper in this office from now on! Any other 
impressions you'd like to correct?” 






GIRL: “Yes! This beautifully clear original was made with 
Roytype ribbon in my typewriter! Roytype ribbons are made 
with a special process that permits the ink to flow through the 
fabric into the used parts. Pretty remarkable, no?” 


BOSS: “Yes! The office commandment 
includes Roytype ribbons from now on, 
too! And that seems to take care of to- 
day’s wrong impressions. Take a letter, 
Miss Park Avenue.” 


See your Royal Representative or 
Roytype Dealer today. Buy on the 
Coupon Plan and save money. 











ROYTYPE 


Carbon Papers and Ribbons 
made by the 


ROYAL 
TYPEWRITER COMPANY 








*Trade-mark Registered U.S. Pat. Of. ) 





Copr. 1944, Royal Typewriter Company, Ine. 
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But how about 
the impression 
We make on 
your customers? 


HAT Roytype ad on the left is part 
of the most extensive and consistent 
national advertising campaign ever put 
behind typewriter ribbons and carbon 
paper. 
THERE ISN’T EVEN A CLOSE SECOND 
TO ROYTYPE ADVERTISING! And that’s 
been true for a long, long time. 


So... if you’re interested in mounting 
sales and nice, steady profits... 


Stock ROYTYPE... display ROYTYPE 

. . push ROYTYPE RIBBONS AND 
CARBON PAPER . . . made by the 
makers of ROYAL, ‘‘The World’s Num- 
ber One Typewriter.” That way, you 
take full advantage of the swell impres- 
sion Roytype advertising is making on 
your customers! 


ROYTYPE is a complete line . . . de- 
signed to fit all typing needs, and with a 
price range to fit all your customers. 
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being available in the near future are very slight. 
Mr. Rader’s talk proved so interesting that many in 
his audience availed themselves of the opportunity to 
ask questions which were promptly and satisfactorily 
answered. 

President Ritchie announced that there would be 
no mid-winter meeting of the National Office Machine 
Dealers Association held this year. It had been sched- 
uled for St. Louis, Mo., February 11 and 12, but was 
cancelled in accordance with the recent Government 
ruling. The board of directors, however, will meet. 

Charles F. Krause, counsel, gave his legal interpreta- 
tions in answer to many questions sent in by out- 
of-town dealers. 


NETCLUB HOLDS 16TH ANNUAL MEETING 


James R. Armington, Eberhard Faber Pencil Com- 
pany, was elected 1945 president of the New England 
Travelers Club at the annual meeting of that organ- 
ization held December 28 at the Hotel Gardner in 
Boston. Forty-three members were in attendance. 

Also unanimously elected were the following officers: 
Frank McQuillen, Boorum & Pease, first vice-presi- 
dent; J. B. White, Adams, Cushing & Foster, second 
vice-president; Malcolm Dresser, Standard Diary, sec- 
retary-treasurer; Malcolm Donaldson, Carter’s Ink, 
auditor. 

The club’s executive committee members named for 
one year include George B. Samuel, L. C. Smith & 
Corona Typewriters; John B. Dwyer, Cook’s, Inc., and 
Walter Nichols, Weis. Two-year members of the com- 
mittee are O. F. C. Giddy, Eberhard Faber; Ray Fletch- 
er, National Blank Book, and George Curran, Eagle 
Pencil. 

The membership committee is headed by Al Coelln, 
Wilson Jones, with James P. Inman, Carter’s Ink, and 
George B. Samuel, L. C. Smith & Corona Typewriters, 


as members. 
aii gla oe 


STATIONERS’ GUILD CLUB HOLDS YULE PARTY 


The record snow storm in Toronto (Canada) on 
Tuesday, December 12, tied all transportation up— 
even to the “Stationers’ Guild Club Christmas Joyride 
Special’ which was snow-bound and did not get under 
way until Saturday afternoon, December 16. In spite 
of the postponed meeting the Christmas party was 
well attended by members and their wives and friends. 
The committee, under the able direction of Eleanor 
Dixon, are to be congratulated for the novel pro- 
gram they lined up, and for the smoothness with 
which the entertainment (provided by the club mem- 
bers) was carried through. A goodly list of lucky 
draw prizes added to the enjoyment. Table favors 
and decorations arranged by Jean Savage put the 
finishing touches to the party. 


BILL SMITH ELECTED PRESIDENT OF GLTC 


Nearly 50 members of the Great Lakes Travelers 
Club were on hand at the annual meeting held in the 
Sherman hotel, Chicago, Friday, December 29. William 
E. (Bill) Smith, Ace Fastener Corporation, was the 




















W. E. (Bill) SMITH 


unanimous choice for president in 1945. Other officers 
elected to serve with him were Tom Gillice, Rockwell- 
Barnes Company, first vice-president; John Smythe, 
Geyer’s Topics, second vice-president; W. E. Wintrich, 
Acco Products, Inc., third vice-president; Ben Powell, 
A. W. Faber, Inc., treasurer, and Earl Collins, Rock- 
well-Barnes Company, secretary. All of the officers 
are new in their particular jobs except Earl Collins, 
who has functioned as secretary for the past two years. 
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UTILITY STAGES ANNUAL CHRISTMAS DINNER 


About 200 members of the Utility Athletic and Social 
Club, the employees’ organization of the Utility Sup- 
ply Company, Chicago stationers, shared in the gala 
entertainment, music and dancing provided by the 
company at the annual Christmas dinner held at the 
Columbia Yacht Club in Chicago on Friday, December 
15. 

Nor was this the only high light of the festive 
occasion, for each one present received a $10.00 mer- 
chandise certificate as a Christmas gift from Utility. 
In addition to this pleasant surprise, President Morris 
E. Wolf announced that those who had been with 
the organization for two years or more would receive 
a bonus equal to 20 per cent of their annual earnings. 

Six years ago the Utility Supply Company inau- 
gurated a savings and profit-snaring plan, which is 
an exact copy of the nationally famous Joslyn Plan. 
It provides that every employe who has been with the 
company for two calendar years must become a mem- 
ber of the plan. The company must contribute to the 
fund annually at least ten per cent of their profits, 





UTILITY SOCIAL AND ATHLETIC CLUB 8TH ANNUAL DINNER, COLUMBIA YACHT CLUB, CHICAGO, DECEMBER 15 
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Acme’s technical experience of over 
25 years, specializing in record systems, 
is available to War Contractors and 
Manufacturers—to aid them in effecting 
economies and short cuts—to speed and coordinate the 
many elements involved in the control of: 


MEN...MATERIALS...MACHINES...MONEY 


Acme Visible Equipment is applicable to every 
kind of record and, when applied, multiplies the value 
of the record and, in addition, effects a substantial saving 
in clerical time. 

Installation Service 

Acme has available a staff of experts ready to 
index and install records and train personnel in their 
use. Acme takes entire responsibility, or Acme furnishes 
installation operators, in charge of a competent super- 
visor, on a per diem basis. Estimates furnished on 
either plan. 

Following completion of installation. procedure 
instructions are prepared to insure the continuous, uni- 
form operation of the record regardless of changes in 
personnel. 


ow for 


CONTRACT TERMINATION 
(1717 RECONVERSION 


Contract Termination. The procedure 
established by the government for termination of con- 
tracts points to but one thing—prompt settlement of 
claims. There are 14 steps for Prime Contractors to 


follow—and 10 steps for Sub-Contractors. 


The Acme Visible “Contract Termination” system 
shows at a glance just where the lags are—which sub- 
contractors and vendors are behind the parade. It 
signals where action needs to be taken. 


Reeonversion. There is no better time than 
now, when you are making plans for post-war business, 
to establish a modern, up-to-date sales control system. 
Facts regarding customers, products and territories will 
become progressively more important as the reconver- 
sion program expands. 

Acme Visible Record Equipment 
places these important sales facts before 
you where you can See, Analyze and— Act. 
It will soon be necessary to base decisions 
on such sales facts. Prepare Now! 








‘ To those dealers who have or would like to set up a Systems Department, Acme presents — 
an unusual opportunity for much profitable business. Wire or write for further details. 


ACME VISIBLE RECORDS, INC. 


Copyright 1945, Acme sible Records, Ir 


122 SOUTH MICHIGAN AVENUE *« CHICAGO 3, ILLINOIS 


Reprint of Our Message in National Magazines, December, 1944 
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and may contribute a sum equal to 20 per cent of the 
members’ annual earnings. In the short time this 
plan has been in existence, there is already an ac- 
cumulation to the credit of individual members sums 
ranging up to several thousand dollars each. It has 
been figured out that if a young man in his early twen- 
ties joined the Utility organization and remained in 
their employ until he reached his retirement age of 60, 
he would be paid out of this fund a sum of somewhere 
between $25,000 and $50,000—depending on the degree 
of prosperity of the company and on his or her sav- 
ings contribution, which is not less than 2% per cent 
and not more than 5 per cent of a member’s earnings. 
The plan has a dual purpose: to provide security and 
independence for the employes, and; to make them 
feel as though they are in business for themselves 
and thereby eager to promote the success of the 
company. 

Presi¢cnt Wolf also announced the election of 
Marvin Wolf as a vice-president of the company. 
Marvin Wolf has been for several years in full charge 
of the Utility Stationery Stores, the retail division 
of the Utility Supply Company. 








AMBERG ENTERTAINS EMPLOYEES AND FAMILIES AT 
CHRISTMAS PARTY.—Hieland Lodge, on December 22, was 
the scene of joyous celebration as the employees and their 
families were entertained at a Christmas party by the Am- 
berg File & Index Co., Kankakee, Ill. With 350 in attend- 
ance, the festivities got under way at 5:30 with movies for 
the children. This was followed by the appearance of Santa 
(Plant Superintendent Bob Powell) bearing gifts for every 
child. After dinner, several acts were presented under the 
direction of G. E. Piersol. The balance of the evening was 
devoted to dancing. Top and bottom photos show general 
views of the crowd. Center, left to right: J. H. Mountain, 
and R. E. Smith, salesmen out of Amberg’s Chicago office. 
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TWO TALKS HIGHLIGHT JANUARY T.S.A. MEET 

The Transcription Supervisors Association’s monthly 
dinner meeting was held at the Hotel Sheraton, New 
York, on January 8. An attractive program, featur- 
ing a “personnel clinic,’ was presented. Two dis- 
cussion periods centered around the topics: “Inter- 
viewing Techniques,’ conducted by Jane Rowe, T.S.A. 
member and employment director of Atlantic Diesel 
Corporation, New Brunswick, N. J.; and “Whys and 
Wherefores of Merit Rating,” presented in lecture form 
by Marie Jordan, past president of T.S.A. and super- 
visor of the stenographic department of The Flintkote 
Company, East Rutherford, N. J. 

The personnel clinic was offered to the membership 
as a refresher course in preparation for the problems 
of the post-war period. 


ee 


STATIONERS VISIT GREAT LAKES TRAVELERS 

Maynard Westring, of Mid-City Stationers, Inc., 
Rockford, Ill., and president of the Illinois Booksellers 
& Stationers Association, and John Hoffman of Mac- 
Taggart-Hoffman Company, Port Huron, Mich., had 
lunch with the Great Lakes Travelers Club January 12. 
Both had come to Chicago in quest of merchandise, 
Mr. Westring having the added mission of work on 
behalf of IBSA. A guest of Mr. Westring was Carl 
Kindstrand, corporal in the Army Air Force, who after 
something over two years in the Aleutians was on his 
way to Miami for re-assignment. He was connected 
with the Mid-City organization prior to his entrance 
into the Army. 
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PHILADELPHIA STATIONERS NAME 1945 OFFICERS 

At the regular meeting of the Philadelphia Station- 
ers Association on Thursday, January 18, the following 
officers were named for 1945: 

President, Charles W. Lukens, Yeo & Lukens Com- 
pany; first vice-president, Ed Eisenstein, Shanahan & 
Company; second vice-president, Russell Ashley, Ash- 
ley & McCormick Company, Bridgeton, N. J.; third 
vice-president, George Harscheid, National Blank Book 
Company; treasurer, William P. Reinhardt, A Pome- 
rantz & Company; secretary, Joseph A. Snitzer, Auto- 
matic Printing Corporation. 

Named to the executive committee were George 
Wustner, Wm. F. Murphy’s Sons Company; Tom Stagg, 
Hoskins, Inc.; Walter Crap, C. F. Decker, Inc.; Richard 
Yeo, Yeo & Lukens Company; Francis B. Irwin, James 
Hogan Company, Ltd.; C. A. Connell, Automatic Print- 
ing Corporation; A. W. Gill, A. W. Gill & Company, 
Trenton, N. J. 

President Lukezs outlined plans for the coming year, 
and stated that committees would be announced prior 
to the next meeting, February 15. Following the elec- 
tion the meeting was devoted to a lively discussion of 
various current business problems. 
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NEW “Y AND E” SORT-O-MAT FEATURED AT 
GLOBE FURNITURE JANUARY SALES MEETING 
At the regular Saturday morning sales meeting of 
the Globe Furniture & Stationery Company, Chicago, 
held January 20, four representatives of the Yawman 
and Erbe Manufacturing Company were in charge. 
The entire meeting was devoted to a demonstration of 
various models of the new “Y and E” Sort-O-Mat. 


Harvey Rockwell, vice-president in charge of the 
wholesale and agency division for “Y and E,” came 
from the factory in Rochester, N. Y. to be present. 
Charles G. Stiles, Chicago manager, and Ike Cornish, 
were also in attendance. The demonstrations were 
made by Stanley Griebel, “Y and E” representative 
working out of Minneapolis, Minn. Globe salesmen 
were enthusiastic about his skill in explaining and 
operating the sorting equipment. 

Twelve of the 14 members of the Globe sales staff 
were on hand. Paul Bolten, president of the company, 
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SYSTEMS 


A Post 
Linder with 


Blexilde Chain Posts 


FOR ACCOUNTS RECEIVABLE, PAYABLE LEDGER 


The Auto-Flex Chain Binder offers opportunity for larger unit 
sales in Ledger Binders. The Auto-Flex will hold under tight 
compression from a few toa thousand or more sheets, and is 


especially adaptable where the volume of accounts fluctuates. 


A turn of the key expands the 
covers to provide working space 
and a flat writing surface. Capacity 
is increased by adding post sections. 
Sheet changes are easy to make in 
any part of the contents. Mechanism 
isconcealed in the lower tubular met- 
al, and there are no protuding posts 
or knobs, regardless of capacity. 
Choice of bindings in range of sizes. 


reato-Flex FOR OTHER USES 


Auto-Flex Chain Binders are adapt- 
able for housing all types of office 
and factory records and offer time 
saving advantages, especially where 
variation of capacity and frequent 
sheet changes are factors. 
See Catalog No. 142 

Pages 19, 24, 25, 26, 27, 
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e Auto-Flex expands as the busi- 
ness expands. 


e Tight compression for a few or 
more than a thousand sheets. 


e Chain post extension for work- 
ing space and sheet changes; 
additional post sections for in- 
creased capacity. 


e Die formed chain guide in 
mechanism assures smooth, de- 
pendable operation. 


e No protruding posts or knobs— 
will not mar furnishings—easy 
to stack. 
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was at home because of illness and one of the regular 
salesmen was in a hospital. Al Johnson, vice-president, 
and Jim Martin, secretary-treasurer, shared in the 
sales training given and participated in the discussion 
that followed the talk by Mr. Griebel. 
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GRAVER-DEARBORN STAFF CHRISTMAS PARTY 

Friday evening, December 22, more than 50 em- 
ployees of the Graver-Dearborn Corporation, Chicago, 
gathered in the Rose Room of the Chicagoan Hotel 
to participate in the employees’ association annual 
Christmas party. Following some liquid stimulants, 





HAPPY CELEBRANTS AT GRAVER-DEARBORN CHRISTMAS 

PARTY.—Top, head table, left to right: Randolph Payson, 

Steve Grover, Mary Huml, Keith Preston, Margaret Filser, 
and Ted Bowman. Bottom, general view of crowd. 


the group was seated and each member found a War 
Bond next to his or her place card. The bonds, in 
varying denominations according to length of service 
of the employee, were gifts from the corporation. 
Under the chairmanship of Mary Huml, president of 
the employees’ association, a brief program was con- 
ducted following a delectable banquet. A letter from 
Dave Bell, Graver-Dearborn president, regretting in- 
ability to be present was read, Ted Bowman spoke 
briefly, and a set of phonograph records was pre- 
sented to Randolph Payson, sales manager. An inter- 
esting item on the program was a grab bag, to which 
everyone contributed a nicely wrapped Christmas 
gift, and from which each received a package. 
Distribution of several door prizes and the singing 
of “Holy Night,” “Jingle Bells,” and “Auld Lang Syne” 
completed the formal program. The rest of the even- 
ing was devoted to card games and other forms of 
amusements in the banquet room, which had been 
tastefully decorated in the Christmas manner by 
a committee appointed for the purpose. 
et 


NEW YORK GROUP HOLDS JANUARY MEETING 

The regular monthly meeting of the Office Equip- 
ment Dinner Club was held on Monday evening, Jan- 
uary 8, at the Advertising Club, New York City. 

The well-attended meeting, first of the New Year, 
was both interesting and informative. Many problems 
of vital interest were discussed, most of the members 
present participating. 

Irving M. Levy, Art Steel Sales Corporation, New 
York, spoke on steel filing cabinets, explaining OPA 
regulations and recent rulings, and answering ques- 
tions from the floor. 

Discussion of list prices started at the December 
meeting was resumed. All dealers present were in 
favor of a single list price. 

Secretary Ben Itkin, Itkin Brothers, announced that 
the O.E.D.C. Bulletin would be published early in 
February. 
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PRESIDENT SMITH APPOINTS GLTC COMMITTEES 

At the first meeting of the Great Lakes T'ravelers 
Club under his presidency, William E. (Bill) Smith 
appointed the following committees at the Friday 
luncheon session, January 5: 

Membership Committee—Harry Balch, Quality Park 
Envelope Company, chairman; Ben Allen, American 
Pencil Company; George Cormack, Wilson Jones Co.; 
Harry Short, Columbian Art Works; Jim Lynch, 
Browne-Morse Company. 

Publicity Committee—Walter Lennartson, OFFICE 
APPLIANCES; John Smythe, Geyer’s Topics; William 
Dalton; Hy Linden, Ace Fastener Corporation, editor 
of GLTC Bulletin. 

Fraternal Committee (Reappointed)—Earl Collins, 
Rockwell-Barnes Company, chairman; Charles Muel- 
ler, Joseph Dixon Crucible Company; Ray Eichenlaub, 
Service Steel Products Corporation; Joe Stuckart, The 
Carter’s Ink Company; Tom Gillice, Rockwell-Barnes 
Company. 

In appointing the publicity committee President 
Smith authorized the members to choose their own 
chairman. 

ee 


CONKLIN AND NELSON IN AUTO ACCIDENT 
While driving home from the regular Tuesday night 
session of the Chicago Stationers Bowling League, Jan- 
uary 16, Duncan Conklin, Boorum & Pease Company, 
and Harold Nelson, Just & Son, Chicago, were victims 
of a traffic accident. In attempting to avoid hitting 
a car entering from a side street, Harold swung his 
car into the left-hand traffic lane, discovering too late 
that a car going in the opposite direction was also 
in the lane. In the collision Duncan went through 
the windshield, receiving a number of cuts on his 
head, and Harold sustained severe body bruises. 
Both men are recovering nicely and will probably be 

on the job before this issue is put into distribution. 
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HILLER OFFICE SUPPLY Co. 


A MASS PENCIL DISPLAY THAT PRODUCED A SHARP IN- 
CREASE IN “TEMPLAR DURO” SALES.—By stressing the out- 
standing features and the almost unbreakable point of the 
Templar Duro pencil in this mass display at the Hiller Office 
Supply Co., Indianapolis, the firm succeeded in boosting 
sales far beyond normal volume and establishing a good 
repeat business for this item, a product of the Reliance Pencil 
Corp., Mt. Vernon, N. Y. The display not only increased 
Hiller sales, but resulted in greater demand at other Indian- 
apolis stores carrying the Templar Duro line. 
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That’s nothing— 
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are appearing be- 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE INDUSTRY 


JONES JOINS ROCKWELL-BARNES ORGANIZATION 

Frederick H. Jones, Jr., advertising and sales pro- 
motion manager for Horder’s, Inc., and Associated Sta- 
tioners Supply Company, Chicago, for the past ten 
years, recently resigned from that position and joined 














FREDERICK H. JONES, JR. 


Rockwell-Barnes Company, Pure Oil Building, Chi- 
cago, paper specialists and makers of Rock-A-File 
equipment. He will devote full time to the supervision 
of Rockwell-Barnes advertising. 

Mr. Jones has been in sales promotion and advertis- 
ing work for 23 years, both in Chicago and New York. 
He completed his education at Cornell University in 
1921, following the First World War, in which he 
served on the “U.S. S. Denver” in the Atlantic convoy 
service. His first promotional work was with the Frank 
Seaman advertising agency. ; 

Secretary of the Chicago Federated Advertising Club, 
and active in the Advertising Managers and Direct 
Mail clubs, Mr. Jones is also a trustee of the Congre- 
gational Church of Naperville, where he resides. 

: a 


POTTER JOINS AIGNER SALES STAFF 

The G. J. Aigner Company, Chicago, manufacturers 
of AICO indexes, index tabbing and associated cellu- 
lose, paper and leather products, has announced the 
appointment of Car] Potter as assistant sales manager. 

He comes to the G. J. Aigner Company with a sub- 
stantial background <in the stationery field, having 
been associated with several organizations in both re- 
tail and wholesale stationery lines. 

Mr. Potter will assist Al Aigner in the supervision of 
all AICO sales activities. 

sinnisiacsllpilatiatatel 


AKRON OFFICE SUPPLY FIRM LIQUIDATES 

Application from former Akron Mayor Lee D. Schroy 
to liquidate the assets of the Commercial Office Supply 
Company, of which he has been president, in order 
to satisfy the claims of creditors, was approved Janu- 
ary 3 in probate court by Judge Dean F. May. William 
G. Roderick, whose bond was set at $10,000, was named 
assignee in trust for the benefit of creditors. 
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Mr. Roderick was authorized to employ Rosen & 
Company, Cleveland, professional auctioneers, to con- 
duct a public sale of the company’s assets. Personal 
estate of the company was estimated in the applica- 
tion at $6,000. Liabilities of the firm were not given. 


—AK 
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WARD TAKES OVER OSP JOB IN WASHINGTON 


James P. Ward, associated with the office machine 
field for the past 30 years, has been named assistant 
merchandising chief, Paper and Office Supplies Divi- 
sion, Office of Surplus Property, operating under the 
Procurement Division of the Treasury Department. 





JAMES P. WARD 


In his new post, where he started on January 4, he 
will have supervision over the sale of all office ma- 
chines and office supplies. 

Previously Mr. Ward had served as procurement 
specialist of the Office Machinery and Equipment 
Procurement Policy Division, War Production Board, 
from July, 1942, to December, 1943. He then joined 
Allen Calculators, Inc., as assistant to President R. C. 
Allen, for whom he did special work in New York and 
Washington. Later he shifted to sales and adver- 
tising work at the Allen plant in Grand Rapids, Mich. 
A past president of the National Office Machine Deal- 
ers Association, Mr. Ward was largely responsible for 
building that organization to the strong position it 
occupies today. 

All communications to him should be addressed to 
James P. Ward, Room 5101, Treasury Procurement 
Building, Seventh and D Streets, S.W., Washington 


25, D. C. 


EXCuse 8S, PLEAS 


The announcement of the opening of the Bryan 
Office Furniture Company in Atlanta, Ga., on page 166 
of the January issue of OFFICE APPLIANCES, carried an 
incorrect street address for the new store. The firm 
is located at 78 Edgewood Avenue, N.E., Atlanta 3, Ga. 
We apologize for this proofreading error. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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MORSE NAMED SPEED-O-PRINT FINANCE HEAD 
Speed-O-Print Corporation, Chicago, Ill., has an- 
nounced the appointment of Gaylord S. Morse, former 
chairman of the board and president of the Terminal 
National Bank, Chicago, as director of finance, ef- 
fective January 1. 

From his first banking position, at the First National 
Bank in Vincennes, Ind., Mr. Morse moved to the 





GAYLORD S. MORSE 


National City Bank of New York as traveling repre- 
sentative. Five years later he became a vice-president 
ef the State Bank of Chicago and, following the 
merger of that institution with the Foreman Bank, 
was named president of the Terminal Bank of Chi- 
cago, located in the Daily News Building. Under his 
direction the bank reorganized prior to the morato- 
rium, and has grown from a struggling financial in- 
stitution with approximately $1,000,000 in deposits to 


its present strength, with $27,000,000 in deposits. 

In June, 1943, Mr. Morse resigned from the bank to 
join the Army Service Forces as a renegotiator of war 
contracts. He served the Government 18 months in 
that capacity. 

He has also served the Financial Advertisers Asso- 
ciation as secretary, vice-president and president, and 
has conducted important and successful new business 
campaigns, not only for the banks with which he was 
connected, but also for other banks in various sections 
of the country. 

Mr. Morse brings to Speed-O-Print a background of 
experience in finance, advertising and selling that 
will be reflected in the corporation’s post-war planning. 

aie ace 
SPRINGFIELD (ILL.) FIRM BUYS BUILDING 


Herbert F. Wiley, proprietor of the Typewriter Serv- 
ice Company, 217 South Fourth Street, Springfield, 
Ill., announced the acquisition of a building at 206 
East Monroe Street on December 21. The structure, 
40x 120 feet, now occupied by the Bruce Company, 
was purchased from the Bankers Assurance Company 
f Monmouth for $28,500. As soon as the premises are 
vacated, Mr. Wiley will begin a remodeling job which 
will provide space for a typewriter salesroom, a modern 
repair department, and a section devoted to office 
supplies. 

——————-o—_—__—_ 


MONTGOMERY RESIGNS FROM HIGGINS INK 


James W. Montgomery, Higgins Ink Company’s West 
Coast representative, who has traveled extensively 
for that organization in the Southwest and Pacific 
Coast states, resigned on December 31, 1944. Recently 
remarried, he is expected to confine his future busi- 
ness activities to the Los Angeles-San Francisco area. 





The new Office Outfitters Store, recently moved from 
61 South Main Street to 12 North Main Street in 
Middletown, is reputed to be one of the most at- 
tractive in southern Ohio. More spacious, also, it has 
a 28-foot frontage and a depth of more than 100 feet. 
Upper left: the second floor display room, where 
desks, files, duplicators and general office equipment 
are featured. To the rear of this room an attractive 
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NEW STORE OF THE OFFICE OUTF 















ITTERS AT MIDDLETOWN, OHIO 


letter shop is maintained. Upper right: as the Mid- 
dletown pedestrian sees the store. Lower left: the 
well-equipped typewriter repair shop, located at the 
rear of the main floor. Lower right: general view of 
the stationery store as viewed from the front en- 
trance. The main basement is shelved to provide 
stockroom space, the rear being occupied by a dupli- 
cator repair shop. The firm was founded in 1925. 
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Art Metal 

















ES, back of many an outstanding business 
success story you'll find the ‘‘systematic three’’ 
performing seemingly impossible tasks with greased- 


lightning efficiency. 


It’s the 3-part system smart business men use to 
keep offices running smoothly—keep minds keen, 


alert, uncluttered. 


No forgetting, misplacing, fumbling, hesitancy or 
guesswork when the THREE are in command of 
the job. No dependence upon often-faulty memory. 


Just the facts, always available, instantly visible. 


Never before in the history of business was the 
operation so complex, so in need of simplification. 
Or your opportunity to profit from it, via Art Metal 
Products—so high. 


ART METAL STEEL OFFICE EQUIPMENT 


*WABASH FILING SUPPLIES 
*a subsidiary company 


1/888 


SYSTEMATIZED EQUIPMENT 


Jamestown, New York 


U.S.A. 


Takes All Three to Keep Business in Hand! 


There's a big, highly profitable market waiting for 
you in these soundly established trademarks. 
Dealers wishing to secure an Art Metal fran- 


chise are invited to write Agency Division, Art 


Metal Construction Company, Jamestown, N. Y. 





YOU'RE FEATURED IN BUSINESS WEEK 
AND AMERICAN BUSINESS! 


. h- 
All over the country business men are laug 


ing and seeing themselves in the dismaying 


iter 
office situations which you, as Mr. Expediter, 


) i arin 
Doctor of Offices, are uncovering and cle g 


up with Art Metal Products. 
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BALCH MADE QUALITY PARK VICE-PRESIDENT 

At the annual meeting of the Quality Park Envelope 
Company held at headquarters in St. Paul recently, 
Harry Balch, who has been connected with the com- 
pany prominently for 17 years, was elected vice-presi- 
dent, in recognition of his excellent record. 

Mr. Balch started with the Quality Park concern in 
1928, when he became associated with the Chicago 
office and had the responsibility of calling upon deal- 
ers throughout the Mississippi Valley. In 1935 he be- 
came manager of the Chicago office and warehouse. His 
sales territory extends south to St. Louis, Cincinnati 
and Louisville and north into Michigan. The ware- 
house serves a much larger area, shipments being 
made east as far as Pittsburgh, south to the Gulf. 

Always Mr. Balch has been a strong believer in in- 
dustry co-operation and has been active in association 
work. He served one year as vice-president of the field 
division, National Stationers Association. He was one 
of eight travelers who organized the Wis-Ill Club, now 
the Great Lakes Travelers Club, and was the club’s 
fourth president. He has served on numerous commit- 
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HARRY BALCH 


tees. Through his sales and association activities he 
has developed a wide dealer acquaintance throughout 
the entire area serviced by Chicago branch sales and 


warehousing facilities. 
ee es 


AMBERG COMPANY INSTITUTES PROFIT-SHARING 
TRUST AND GUARANTEED ANNUAL WAGE PLAN 
The Amberg File & Index Company, Kankakee, IIl., 

announced in January that it had obtained the ap- 

proval of the United States Treasury Department of its 
employees’ profit-sharing trust. 

Bertrand Amberg, president, and Gilbert Amberg, 
vice-president, stated that under the trust the com- 
pany had established a policy of putting ten per cent 
of its profits before income taxes into a trust fund for 
the benefit of all of the employees of the company who 
have been employed for a period of five years or more. 
Other employees automatically come under the em- 
ployees’ profit-sharing trust after they have been with 
the company for five years. Any employees who are 
in the armed services retain their full rights under the 
plan and the time when they are in the Army, Navy, 
or Marine Corps will not be deducted from the length 
of service. 

Under the plan, employees begin to share in the 
benefits upon their retirement at the age of 60 years. 
Their families will receive their share even if an em- 
ployee should die prior to retirement. It was also 
explained that employees would not be asked to make 
any contributions whatever to the fund, but all con- 
tributions would be made by the Amberg Company 
for the benefit of the employees. 

Simultaneously, Amberg executives announced that 
they had installed a policy which provides for a guar- 
anteed annual wage to all wage earners who have 
been employed for one year. Under this plan, the 
guaranteed annual wage is to be paid in weekly 
installments. 
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KENT NAMED A. B. DICK FIELD TRAINING HEAD 
Under an expanded program of sales and service 
training, A. B. Dick Company, Chicago, has announced 
the appointment of Douglas F. Kent to the newly- 
created position of manager of field training. 
Mr. Kent’s previous professional experience and his 
active participation in the National Society of Sales 








DOUGLAS F. KENT 


Training Executives are among his qualifications for 
this new post. As chairman of the public relations 
committee of the National Society of Sales Training 
Executives, Mr. Kent played an active part in the 
formulation and distribution of the booklets on post- 
war sales personnel and training which were sponsored 
by the Committee for Economic Development and 
distributed through sales executive’s clubs in the 
United States and Canada. His business experience has 
included sales promotion and field training activity in 
related fields. 

There will be a considerable expansion in the train- 
ing facilities and staff of A. B. Dick Company when 
the anticipated schedule hits its stride after the war. 
Plans are being laid for more intensive training of all 
A. B. Dick Company sales and service representatives, 
and of the personnel of their distributors throughout 
the country. 

Working with Mr. Kent are William R. Puegnet, in 
charge of media; G. D. Dankert, product training, and 
George Morris, mechanical service. 

—o—<e—__— 

REMINGTON MOVES SALES DIVISIONS TON. Y. 

Remington Rand, Inc., will complete the moving of 
all of its sales division offices, some of which have 
been situated in Buffalo, to New York City by late 
spring. The company’s general offices will remain in 
Buffalo and there will be no material reduction in 
office forces there, Executive Vice-President Stanley 
M. Knapp announced. 

The company already has moved its typewriting and 
tabulating sales divisions to New York, and will move 
its systems, adding machine, bookkeeping machine and 
photographic sales divisions within the next few 
months. 

“The sales divisions employ relatively few workers,” 
a company executive said. “About 25 office workers in 
the typewriter and tabulating sales divisions already 
have been moved to New York and possibly 50 to 60 
in the other divisions will be moved. The rest will be 
absorbed in other office departments, which will con- 
tinue to employ around 600 persons.” 

Office divisions being maintained in Buffalo include 
the treasurer, inventory and stock control, traffic, or- 
der procedure, pricing, controller, general accounting, 
accounts payable, accounts receivable, foreign account- 
ing, adjustments, billing, budget, sales statistics and 
commissions, general service, direct mail and dupli- 
cating, patents, general filing and stenographic. 

“Post-war planning,” said Mr. Knapp, “calls for the 
expansion of most of the departments in Buffalo. Such 
expansion will offset the number of employes being 
moved to New York.’—GET 
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Mark Out Your Own 
; Old Town Zybaswe Franchise _ 


: Draw a ring around your exclusive sales territory. .. . 


Make your trading area produce more business for you under 


an Old Town exclusive* franchise. .. . 


Av \ovoOm7™, 


An immediate sharp rise in your regular ribbon and carbon 


=~ Er! 


* An Old Town sales guaranteed... . 
Exclusive Franchise PLUS spirit duplicating carbon, Master-unit, Dupliform, copy 
| Means: paper and duplicating fluid business. 
4 
PROTECTION: You are the only 3 : 
) Old Town dealer in your area. All Old Town is a complete line under one tested, respected 


: orders go through YOU. 
PRODUCTS: A more complete line, 


simplified, grade-marked and Write, wire or telephone to see the Old Town representative. 
trade-marked. 


PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consis- 
tent magazine advertising. 
PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 


quality trade mark. 





RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
Sales and Service Everywhere 
















The Chuckle Corner, devoted to humor (with an occa- 
sional serious thought), this month makes its maiden 
voyage. The editors want it to be YOUR column, a 
palliative for business-blues, a place where you can swap 
laughs with your fellow stationers. So send us your version 
of the funniest things that ever happened in your store. 
We'll pass ‘em along as proof of our pet theory that 
stationers are never too busy for an extra chuckle. 


Comes to us from an unrevealed source the amusing story 
of the two clerks in the back room of a stationery store 
enjoying a cigarette (remember 'em?). 

One of the clerks, spying a customer standing near the ink 
display, remarked: "There's a customer out front.’ To which 
the other responded, "Shh! Maybe he'll go away." 

— CC — 

Another actual occurrence, said to have taken place in a 
Chicago typewriter store, carried the following punch line: 
Lady customer (returning a portable typewriter to a harried, 
much-overworked clerk): “You'll have to take this machine 
back; | don't like it at all. | want the kind that writes both 
red and black.” 

Frankly, ye editor doubts if this one ever happened. Any 
how, here's the story: 

An irate lady customer dashed up to the fountain pen 
counter in a stationery store and snapped, ‘You deliberately 
misrepresented this pen when you sold it to me. 

Replied the clerk, “Lady, I'm sure there must be some 
mistake; just what do you mean?” 

‘There's a mistake, all right,"’ she countered, “and it's all 
yours. You told me it was a self-filling fountain pen. Well, 
t ran out of ink a week ago and still hasn't filled itself.’' 

ne cc _— 


We inject here a serious thought on the progress of the war: 

"Don't allow yourself to become a victim of the common 
misconception that because our troops advance 30 or 40 miles 
the war is virtually over, or that a set-back of the same dis- 
tance portends an extended war of several more years. 
Neither is correct . . . the outcome of any war, and the 
length of it, are not hinged on the results of the fighting in 
a brief period on any one sector. It's the all-over status of 
supply and fighting spirit that finally pays out.” 

A final precaution: "It's well to listen to the various news 
commentators and self-styled military experts with a definite 
tongue-in-cheek attitude. More often than not such broad- 
casts are approximately 33 1/3 per cent factual material, and 
the remainder conjecture or personal opinion.” 

Smart shopper to stationery clerk: "'l want a yard of ink." 

Ditto clerk: (drawing an ink line a yard long on the coun- 


ter): ‘There you are, sir. 


Shopper (not to be outdone): ''O.K., what are you waiting 
for; wrap it up.” 
Plastic Tat Indexes | 








are easy on the eyes. That's why they give 
added filing comfort and efficiency. They 
save space, too. 


Registered U. S. Patent Office 


Established 1921 


[. L. BARRLEY & CU. 


Manufacturers of Filing Supplies 











517 S JEFFERSON STREET CHICAGO 7, ILL Yeah, she used to be the lady bouncer at the 
Brown Fedora". 
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Canada’s 


] ti approximates that of 
popu a r10n Pennsylvania; 
area exceeds that of continental U. S. A. 
These two factors point a definite problem of 
cost and service for manufacturers in consider- 
ing independent direct distribution of individual 
lines throughout the Dominion. 
To the interested American manufacturer a prac- 
tical marketing service is available. 
“Wholesale Stationery Distributors of Canada” 
is a group of nine long and well established firms 
whose salesmen cover Canada regularly from 
coast to coast. Its aims are twofold: Competition 
in selling to stimulate and promote widest dis- 
tribution; co-operation in buying to obtain ad- 


vantageous terms: 


Bulking of items in the frequent general ship- 
ments going forward from Distributors to cus- 
tomers in all localities assures advantage of mini- 


mum delivery rates. 


The Brown Brothers Limited—Toronto 
Buntin Gillies & Co. Limited—Hamilton 
Columbia Paper Co. Limited—Vancouver 
Copp Clark Co. Limited—Toronto 

W. J. Gage & Co. Limited—tToronto 
Librairie Beauchemin Ltee.—Montreal 


MeFarlane Son & Hodgson (Ltd.) 
—Montreal 


Smith, Davidson & Wright Ltd. 
—Vancouver 


Warwick Bros. & Rutter Ltd.—Toronto 


If interested, please communicate with any of 
the above listed firms, or enquiries may be made 
through the secretarial office “Wholesale Station- 
ery Distributors of Canada,” c/o Hodder & 


Moffitt, 159 Bay Street, Toronto |. Ontario. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill D. Hasty, Correspondent 





Art Finger, formerly in business for himself, is 
today doing a first-rate job for the S. J. Olson Com- 
pany, Milwaukee. Art, a thoroughly experienced sales- 
man, store manager and stationery buyer, is carrying 
on where Don Plehn left off. Best of luck, Art. 


ce. * 


Al Linde of H. C. Miller Company, Milwaukee, Wis., 
has an outstanding window this season. Guess what it 
is! Al was the winner of the Northwest Travelers Club 
Golf tournament, and therefore is displaying the 
trophies he won. Who wouldn’t be proud to display 
that wonderful cup? Ask the ones who tried hard to 
win it. 

OK * * 

The Northwest Travelers of the Twin Cities enjoyed 
their annual “pooling” banquet in December. This 
was the second and we hope there will be many more. 
Attendance at the function approached the 100 per 
cent mark. Those present included L. M. Ackert, 
Eaton Paper; A. E. Berglund, Dixon; H. E. Bergquist, 
Boorum & Pease; Roy Clarke, Webster; K. E. Chase, 
Dennison; E. J. Burke, Wilson Jones; H. E. Cooper, 
McMillan Book; L. E. Friedman, LePage’s; Stanley L. 
Griebel, Y and E; Ken Henderson, Carter’s Ink; M. D. 
Hasty, Sengbusch; Al J. Nordstrom, Smead; Jim 
O’Brien, Parker Pen; A. G. Schade, Eversharp; Fred 
C. Schaefer, Sanford Ink; Ray McComb, Sheaffer Pen, 
and Bob Valleau, manufacturers’ agent. 

* oe x 

Carl L. Kaufman, Speed Products Company, was in 
the Twin Cities recently on his first trip of the new 
year. He reported good business and lots of it. 

na * * 

R. R. Kemski, Mal Hippert, Walter Cordes and Miss 
Lillian Schroeder, all of Kemski Paper Company, New 
Ulm, Minn., were also recent Twin City visitors. Mr. 
Kemski was seeking information in general, but espec- 
ially ‘“super-knowledge” in stock-control records. 

. *& & 

Ordinarily, when one hears news he prefers that it 
be of the “good” variety. But here’s some that runs 
in the other direction: Henry J. Huette, Autopoint 
representative in this area, who lives at 6260 Green- 


| view Avenue, Chicago, was just recovering from a 


broken ankle recently when, in trying to walk, he 

threw his weight on the sound extremity, breaking it, 

too. He’ll welcome cards and news from all his friends. 
ca * * 

Just received a letter from Lt. E. M. Swanson, USNR, 
P. O. Box 55, Navy No. 115, c/o Fleet Post Office, New 
York. “Swannee,” as you knew him, was formerly with 
Bainbridge. One would think he was in the cigar busi- 
ness, for he reports that where he’s based there are 
many good Cuban brands. He reports that he just 
finished a furlough in Miami, Fla., where he enjoyed 
some of that celebrated southern hospitality. 

* * * 

Recently received a communique from the Colburn 
School Supply Company, Grand Forks, N. Dak., telling 
us that their entire stock was destroyed by fire on 
Monday night, December 11. 

oe * * 

The officers and members of the Northwest Travelers 
Club extend belated congratulations to W. E. (Bill) 
Smith on his seventy-fifth birthday and also on his 
elevation to the presidency of the Great Lakes Travel- 
ers Club. The members of this club feel a closeness 
to the Great Lakes Travelers, who succeeded this club 
in assisting stationers of District No. 6. 

‘ * * + 

H. W. and Mrs. Nims, owners of Nims Books and 
Office Supplies, 105 North Fourth Street, Norfolk, Nebr., 
have announced the sale of their business to Leonard 
C. Barnes of Beatrice, Nebr. Mr. Barnes took posses- 
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This assortment of forms is ideally suited to the needs of small and medium- 


sized businesses. Their uniform size enables them to be housed in one binder! 
Introduce these forms to your customers! Put them on display! Their sale will 


invariably lead to the sale of binders and indexes, too! The above are basic 





forms, size 11 x 14. See catalog for complete list. Many of these forms are 


also available in size 914 x 11%. 
ORDER DIRECT OR FROM YOUR B &P SALESMAN TODAY, SPECIFYING THE ABOVE NUMBERS. 
goR EVERY REcop 








INDEXES FOR THESE BINDERS TO HOUSE THESE 
FORMS IN CATALOG 41, aunt : FORMS IN CATALOG 41, 
PAGES 42 TO 45 INCLUSIVE. PAGES 47 TO 56 INCLUSIVE. 

4 Way to xEEP }*' 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y 
BOSTON 10: 29 OTIS ST. ¢ ST. LOUIS 2: 115 SO. 8TH ST. © CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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there are plenty of office 


jobs for DYPLISTICKERS 


DUPLISTICKERS are saving time and money in offices and 
factories today. While they serve the same purpose 
as roll labels, Duplistickers’ gummed, perforated 
letter-size sheets are easier and quicker to fill in 
on the typewriter—as easy as typing on a letter- 
head. And Duplistickers are a real economy .. . 
offering three-and-a-half times more stickers 
than roll labels! 


FOR LETTER FILE INDEXING. Duplistickers are widely used 
for marking and indexing of tabs on letter-file 
folders, etc. Addressing is faster, and er 
Duplistickers cost considerably less per ~< \ 


thousand labels than other types of ¢ | 
oe 


gummed labels. 


SPEED DUPLICATE MAILINGS. 
With one operation, it is pos- 
sible to do all the addressing 
required for two, three or four 
different mailings. Single 
mailings can be done more 
quickly too because thirty- 
three addresses can be typed 
with one insertion in the 
typewriter. Ideal for address- 
ing envelopes, circulars 
samples, catalogues, etc. 





MANY OTHER USES for Du- FIVE COLORS. Available in 
plistickers in offices, factories, white, blue, pink, green, 
schools. Particularly conveni- canary. Twenty-five perfor- 
ent and practical for address- ated gummed sheets in each 
ing heavy duplicate record Duplisticker package, with 
cards of all kinds. thirty-three 21/4,” x 1” stick- 
ers to a sheet—825 stickers 
in all. Retails at 50c. 





EUREKA SPECIALTY PRINTING CO. 


Sales Department, Stationery Div. 
_ 11 W. 42nd St., New York 18, N. Y. 


sion on January 1. The business name of the firm will 
be retained. Mr. Nims will remain with the new owner 
for several months to help him become better ac- 
quainted with his business contacts. 

* * * 

Warren Carlson of American Pencil is spending his 
winter holidays in the Eitel Hospital in Minneapolis, 
where he recently underwent an operation. We all hope 
he will be back home very soon. 

* * - 


Word has just come to us of the passing of Charles 
Emarine, owner of Lewis and Emarine Company, Coun- 
cil Bluffs, Iowa, on December 26, 1944. 

* * * 


Our friends will be shocked, as was your correspond- 
ent, to learn of the death of Mrs. Gertrude Godwin, 
widow and constant traveling companion of the late 
Frank Godwin, who represented Carter’s Ink for years. 
Mrs. Godwin died very suddenly last August at Bara- 
boo, Wis., following a heart attack. 

a eee 


THIRD C. E. D. STUDY, “DEMOBILIZATION OF 
WARTIME ECONOMIC CONTROLS,” PUBLISHED 
The third research study of the Committee for Eco- 

nomic Development has just rolled off the presses to 

join its two forerunners—“Production, Jobs and Taxes” 
and “The Liquidation of War Production.” 

The new study, “Demobilization of Wartime Eco- 
nomic Controls,” written by John Maurice Clark, pro- 
fessor of economics at Columbia University, deals with 
the many facets of the wartime control problem, 
treats of their number, variety and interdependency, 
and discusses the most workable means for their 
relaxation. All types of control are dealt with—pro- 
duction, manpower, price, and wage controls, ration- 
ing, credit policies, and others, each outlined from the 
aspects of objective, wartime effect and authorization 
by which existent. Specific recommendations for the 
time, manner and degree of their cessation are also 
offered. 

Each transitional phase is covered separately, out- 
lining clearly the changes in conditions affecting con- 
trols, as business terminates war production, retools, 
catches up with deferred consumer demands, and 
passes into a period of normal peacetime production. 

Throughout, the approach is frank and unbiased, 
searches for the critical forces in the control problem, 
considers competitive elements in business, relations 
between Government and business and other factors. 

The new study contains 219 pages and is well in- 
dexed. Copies may be obtained from McGraw-Hill 
Book Company, Inc., 330 West 42nd Street, New York 
18, N. Y., at $1.75 each. 
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N. Y. FIRM DISTRIBUTES PATRIOTIC CALENDAR 

The U.S. Bronze Sign Company, 570 Broadway, New 
York, N. Y., has announced that they have ready for 
distribution a patriotic calendar which features 12 
beautiful full-color lithographic reproductions of fam- 
ous paintings, together with important historical in- 
formation for each day of the year and some of the 


| outstanding quotations and addresses of famous 


Americans. At the bottom of each page is an impres- 
sive article on American democracy. A calendar will 
be mailed free to any person requesting it on his firm’s 


| letterhead. 


ge 
CAMPBELL TO COVER WESTERN STATES FOR G-W 

Walter R. Campbell is now associated with John B. 
Hibbard, 901 North Everett Street, Glendale, Calif., in 
representing The Globe-Wernicke Co. Mr. Campbell 
started on December 1 and will cover southern Cali- 
fornia, Arizona, Colorado, New Mexico, El] Paso, Tex., 
Wyoming, Utah and eastern Montana. 

Mr. Campbell has accumulated a total of 24 years’ 
experience in the stationery business in southern Cali- 
fornia, with such firms as Grimes-Stassforth and the 
H. S. Crocker Company. 
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“TREASURGARD® 





FIRE PROTECTION 
AT LOW COST 


Plus Assurance Against Petty Thieves 


THE PERFECT PERSONAL SAFE 
FOR THE OFFICE AND HOME 


2 
OUTSIDE SIZE 
104g” HIGH, 15%” WIDE, 1732" LONG 
’ 
NO PRIORITY REQUIRED 
TO ASSURE EARLY DELIVERY — 


“ORDER NOW” 


PRICE $3 O° RETAIL 


F. O. B. Hamilton, Ohio 





HERRING-HALL-MARVIN 
SAFE COMPARY 


HAMILTON, OHIO 











IN OTHER LANDS 
(Continued from page 34) 


All of which, plus the ability of the man selected, 
ensures all-round success for any line taken up by 
the organization. 

We have mentioned the London Office in Kingsway, 
which is the most recent addition to the Watson 
chain, but we are led to feel that Mr. Watson is not 
prepared to stop at that. Such a man can never stop. 
He has ideas for considerable extension, as soon as 
wartime controls permit, both in the fields of distribu- 
tion and manufacture. 

Mr. Watson has been a great advocate of Scottish 
national industry and has addressed several large and 
important gatherings on this subject during his many 
visits to the United States. 

It is said that every man should have a hobby 
something apart from his usual routine. Willie has 
tried golf and most other conventional hobbies, but 
years ago he decided to merge the two and make work 
his hobby. So he never appears to play, but always 
works, thus deriving more fun than most men do out 
of their hobby. 

Three young Watsons seem to be true “chips off the 
old block.” The eldest, Gordon, is a chartered account- 
ant, and after two years service in the RAF was trans- 
ferred to the Ministry of Supply as cost accountant. 
The second son is now a soldier, but that, we hope, is 
only a temporary occupation, because Alan has al- 
ready had several years’ experience under his father. 
Ian, the youngest, is still at school, but already shows 
considerable promise for upholding the Watson tradi- 
tion and growth. 

And so we repeat the note with which we started, 
“A truly remarkable organization built around the 
efforts of one remarkable man.” Perhaps the day is 
not far off when the name of Watson will be equally 
known in other parts of Europe as it is now in Britain. 


S.S.E. 
So et 9 


BOLIVIAN FIRM’S FOUNDER REASSUMES CONTROL 

Julio Arauco Prado, founder and principal member of 
Arauco Prado & Company, Casilla 680, La Paz, Bolivia, 
importers and factory representatives, has returned to 
active direction of the business, following a period 
of temporary retirement. His reassumption of admin- 
istrative control was made necessary by the absence 
of Edward Arauco Paz, who was recently named consul 
general of Bolivia in Buenos Aires. Previously Mr. 
Paz had served as business attaché to the Bolivian 
embassy in Washington, D. C. 

Mr. Prado’s return to the business will be of a 
transitory nature, a portion of his time being spent 
in parliamentarian labors as national senator repre- 
senting the District of Cochobamba. The firm’s im- 
mediate business transactions will continue to be 
handled by the old personnel. 

The elevation of these two members of the Prado 
organization to public office attests the reputation 
and business prestige of this old-established firm. 


— ee 


NAPOTNIK NEW BAUGHMAN VICE-PRESIDENT 

John S. Palmore, vice-president and general man- 
ager of the Baughman Stationery Company, Richmond, 
Va., since 1942, has resigned and will be succeeded by 
Leo Napotnik, present superintendent of the manu- 
facturing department. 

Mr. Palmore, who entered the service of the company 
25 years ago and moved steadily up to his present post. 
will continue to serve as chairman of the board of 
directors. 

Mr. Napotnik, the new vice-president and general 
manager, is a graduate of Carnegie Tech and joined 
the company five years ago as a specialist in produc- 
tion management. He had held that post until the 
present time.—GET 
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OUR loose-leaf business is going to be doubly important to you, 

after the war, Mr, Stationer. You are going to need the best loose-leaf 

line you can get. You are going to need goods that can be sold at 
a profit! 


Here at Master-Craft, we’re carrying out a program that is going to insure 
Retail Stationers like yourself a good, profitable loose-leaf business. 


After the war, Master-Craft Dealers are going to have an expanded and 
improved line including more of those profitable specialties, as well as 
“staples.” With this new and better “2-in-1” line, dealers will be able to 
sell a broader market than ever before, and on an exclusive basis. 


And, we’re going to continue our policy of giving full support and protection 
to Retail Stationers handling our line. 


As in the past, we will not sell to national chain stores or mail order concerns. 
When we establish a dealer with exclusive territory, we sell to him — and 
him alone in that territory. 


The post-war franchise for your territory may be open. Why not find out? 


MASTER-CRAFT CORPORATION Kalamazoo, Michigan 
Division of The Shaw-Walker Co. 
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Dopondable ... 


OFFICE MACHINE DEALERS 


have learned that they can 


always depend on 


\AMES 
SERVICE 


OVER 42 YEARS 
OF FAITHFUL SERVICE 
TO THE TRADE 
YEAR IN AND YEAR OUT 

Yesterday 


Today and 


Tomorrow 


We continue to bring you 
the best available in both 


merchandise and service. 


“ALWAYS YOUR FRIEND — 
NEVER YOUR COMPETITOR” 


Are you using 


MASTERITE 
PLATENS 


for masterful copy? 





Ames Supply Company 


564 W. Randolph St., Chicago 6 








37 Murray St., 583 Market St., 
New York 7 — San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas 1 Atlanta 3 
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STREAMLINE YOUR OFFICE METHODS 
(Continued from page 20) 


paring this flow chart with the printed forms and 
other record-keeping mediums employed, along with 
the manual or mechanical operations utilized, will 
readily provide provocative avenues for analysis and 
investigation. This study can be profitably augmented 
by making two observations—one during working 
hours, the second after the office force has departed: 


1. What the top of each employee’s desk tells. 
A desk that looks like a junk heap often reveals a 
circle of confusion. It indicates overcrowded min- 
utes of the business day which break up established 
routines, breed pressures, hamper action and slow 
down intelligent workmanship. 

2. Examination of desk contents. What tales 
this brings to light—tales of tardy execution and 
unfinished business of the most urgent nature. Yes, 
this condition often does indicate the lack of effi- 
ciency of an employee, but more than likely it is 
the method of operation that has been the con- 
tributing influence. 

In all procedures, basic principles must be adhered 
to. The economy of time and money will be found 
in the elimination of duplicated effort and in an ultra 
simplicity of action which will provide greater dispatch 
with a lessening of errors. These definitely have an 
expense reduction influence. There are other require- 
ments, each of which should be recognized and con- 
sidered in solving your problem. 


Planning the Office for Straight-Line Flow 


First of all the office layout should be planned so 
that the flow of work will conform to straight-line 
principles. Unitize certain operations, locating related 
units or departments at close proximity. Each unit or 
department should be set up as a self-contained work- 
ing entity. A unit might involve but a single employee, 
but it should be complete in necessary appurtenances. 
Members of a working unit or department should 
never find it necessary to go outside the boundary 
of that unit in order to attend fully to the details of 
all assigned work. 

Modernized office equipment is so well known that 
it hardly requires any comment. Progress in this direc- 
tion has been most outstanding, both in substance and 
capacity. 

Functionalized furniture is one of the means of 
speeding up office work. This refers to such items as 
cutaway table tops to accommodate computing ma- 
chines at proper angles and suitable levels or the 
arranging of drawer space and cabinet accessories to 
meet specific paper work requirements. Even the choice 
of a typewriter might come under this category as, 
for example, the use of a machine carrying bold 
“caps” and of automatic-electric design instead of the 
conventional style of typewriter. The furniture and 
equipment are functionalized in order that the unit 
or department of the office organization might do a 
better job, create a better employee attitude and help 
overcome a tendency toward high turnover of clerical 
employees. 

Other references have already been made to organ- 
ization, personnel, office workers, and so on. It is a 
truism to say that office methods and procedures are 
only as good and effective as the office staff is capable 
and qualified to carry them out. During this period of 
war emergency we are greatly troubled by a too rapid 
turnover in organization membership, but in normal 
times the problem is one of employee aptitude and 
application. This can always be effectively solved by 
the thoughtful delegation of authority and by assign- 
ing specific duties and responsibilities to each em- 
ployee, making sure that there are no overlappings 
or duplications. Furthermore there should be addi- 
tional specifications for each position by means of a 
comprehensive outline of proper delineation and rela- 
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The Nation’s Leading Line DATERS and NUMBERERS 


Unequalled in Quality, the Crown line of band daters 
and numberers merits its wholehearted nationwide 
acceptance. Substantially and sturdily built of finest 
materials, Crown daters and numberers are noted 
for service and sales. Better quality Crown daters 
and numberers mean bigger prohts for YOU! 









In the following styles and prices: 
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at | The Largest Selling Low Price Brand a 
a 
. of DATERS and NUMBERERS S \ r 
if By confining the Star Group to large production in 
s a few sizes and styles we are able to give you and 
- your customers a good, serviceable stamp at a price 
e to fit low budgets. Nothing has been sacrificed for 
™ price. Consumers have been lavish in praise and 
. proven it with large scale purchases. 
In these styles and prices: 
| 
7 DATERS — NUMBERERS 
) 


No.1, Dater $12345 
MAR 22 1950 1. ... Numberer, 4 band 45c 


No. 1!/, Dater No. 1,-..Numberer, 6 band 60c 
MAR 23 1949 456789 


. 2 Numberer,.....4 band 60c 
No. 2 Dater 60 . 2 Numberer, 75¢ 


SEP 191949 | 994567 


Ei peneer, =), SUPERIOR TYPE 


0 Duane Street : Company 
N w York, N. Y- | 1800 Larchmont Ave. 
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ACCO steel fasteners and other prod- 
ucts have been off the general mar- 
ket 
during the war. But ACCO has given 





reserved for government use- 


you the best substitutes available. 
developed by ACCO research and 
backed by the long established ACCO 


reputation for quality. 


We firmly believe that ACCO users 
have continued to be ACCO boosters. 
despite difficult wartime conditions. 
And tomorrow—as yesterday- 

ACCO Products will get the call as 
“first in their field.” That is why we 
believe it will pay you to plan now 
to standardize on ACCOQO, to make 
ACCO your line, to use ACCO to 


build your business and profits. 





aA t © 


PRODUCTS, Inc. 
39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 
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tionship in respect to each office position or work 
station. All this data should be suitably manualized 
for purpose of reference, and to aid in acquainting 
employees as to the scope of their immediate job and 
the one that lies directly ahead of them via the 
promotion route. 


Ill-Designed Forms Costly Experiment 


Work sheets, printed forms, and associate items of 
stationery and supplies probably comprise the greatest 
single influence in the effectiveness of office methods. 

In discussing the subject of paper work, the matter 
of stationery form and the like might quite properly 
be the first item of consideration. Surely it represents 
the very essence of what is required to keep track of 
the trends and accomplishments of a business. Fur- 
thermore, when it comes to realizing economies and 
bringing about more effective dispatch the stationery 
usage, and particularly the forms employed, affords a 
most fertile field for correction. Nothing can be quite 
so costly as an ill-designed form. I have seen forms 
discarded as obsolete within a week after they were 
received from the printer. 

Forms are essential to all businesses, but it is a rarity 
when one finds that these are acquired in conformity 


| to some scientific plan or procedure. Many things 


enter into the design and dimension of forms—econ- 
omy of size; relation to other forms; utility effective- 
ness; color; natural posting sequence; reference facili- 


| ties, and so on. The time required and method of 


using the forms are also important and often receive 
too little consideration. 
The multiple copy form with its one-time carbon 


| has done much toward saving time and avoiding 


errors. And with the advent of the electric typewriter, 


| the increased number of copies obtainable has given 
| these gang forms a commanding position among office 
| procedures. I once introduced one of these forms that 
| consisted of 19 separate and individual parts, all pre- 
| pared at one writing. 


Possibly the one outstanding criticism that can be 
directed toward the preparation of new forms is the 
failure to consider them from the standpoint of exist- 
ing forms and records. From experience I feel confi- 
dent that a careful study and analysis would disclose 
that by proper co-ordination and redesign the number 
of forms in an average office could be cut in half. 
Nor is that all, for in bringing about the reduction 
the flow of work would be accelerated several times, 
in addition to realizing a more intelligent and timely 


| end result. 


Simplification of Office Procedures 


I have mentioned that all this mass of paper work 
is intended to provide management with intelligent 
information, without which it could not successfully 
administer or direct the affairs of business. It is be- 
cause of this that statements and reports are so essen- 
tial to management. 

But in order to be effective and afford management 
the maximum of helpfulness, statements and reports 


| must be planned. Accordingly, some reports are to be 


prepared daily, others at greater intervals. Generally 


| speaking, the daily reports are to indicate day-to-day 


progress, while the weekly summaries give an accumu- 
lated account of trends and developments. Monthly or 
quarterly statements usually deal with results and 
accomplishments. 

In bringing this paper to a close, it might be desir- 


| able to review some of the standard procedures of a 


typical office and see what steps could be taken toward 
simplification. The listing that follows has been made 
at random and the sequence or order thereof is not 
important and has no significance. 

Sales and Accounts Receivable. The itemized listing 
of a sales journal can be reduced to a summarization 
accomplished by means of a non-listing adding ma- 
chine. Accounts with customers are not needed when 
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BOONS T@ THE BRAINS OF A NATION 


RC Olen 


BUSINESS > atte 








CONTINUOUS, DEPENDABLE SERVICE under severest operating condi- 


tions keynote the design and manufacture of each R. C. Allen machine. Visible 


dials, automatic clear signals, easy keyboard action and swift, accurate operation 
are but a few of the outstanding characteristics of R. C. Allen—the preferred 


business machine. 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


When final victory releases capacities now devoted to war production, Allen's entire resources will resume the manufacture of 10-Key Calculators, Portable 
and Standard Adding Machines, Bookkeeping Machines, Cash Registers, Statement Machines and All-Purpose Office Machines, electric or hand operated 











Not designed for 


FREE MEN 


The yoke and the lash were necessary implements in 
the days of the construction of the Union Pacific 
and other pioneering achievements of the West— 
but every American shudders at the mere thought 
of using them on human beings. They had a definite 
place in the plan of the Axis—a plan which free 


men have upset. 


Because freedom is precious its cost sometimes 
comes high, as it has in avoiding these implements 
of slavery. That cost everyone is paying cheerfully. 
"Business as usual’ went out the window when “work 
for victory" came in the door. Unfortunately we 
have been unable to take care of the requirements 
of our many friends among the office equipment 
dealers. We cannot make industry goods and do 


our part in the war effort at the same time. 


Now, although hard fighting still lies ahead, we see 
the dawn of victory. It is up to us to press ever on 
toward it. Then we shall be back with a better line 
of "Andy units of steel" and with a will to give you 


the best service possible. 


DERSON-HickEY Go. 


INC. ? 
GENEVA ’ 
ILLINOIS 
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properly superseded by a copy of the invoice. Except 
in certain rare instances, monthly statements to cus- 
tomers have become quite passé. These eliminations 
have been generally accepted by business for quite 
some time. 

Purchases and Accounts Payable. The voucher sys- 
tem long ago abandoned the need for individual ac- 
counts with purveyors. The elimination of the voucher 
register or purchase journal has not been so readily 
accepted. A tremendous amount of duplicate work 
can be avoided by combining cash disbursements and 
purchases, and still provide for suitable recognition of 
all unpaid purchase invoices. 

Payroll. Because of Government requirements, this 
part of an office system has received more constructive 
attention than any other. It is now almost universally 
an accepted practice to prepare the payroll, checks, and 
service record of an individual employee at a single 
writing. As to the multiplicity of deductions that 
must be made from an average check, the details are 
disregarded in the awareness of balanced totals that 
record themselves in their proper locations at the bot- 
tom of the payroll. Checkwriting machines expedite 
this arduous chore by combining all mechanical and 
safety features at the rate of 3,000 checks per hour. 

Production Control. Like the payroll procedure, the 
war effort has done much toward modernizing the 
procedures that keep a production department on its 
toes. The possibilities here for simplification are most 
promising, but usually the benefits are not so much 
by way of reduction on clerical work but in the in- 
creased effectiveness of the system. Here the entire 
procedure is predicated upon a predetermined bill of 
material and summary of operations, the details of 
which are set in motion after such important elements 
as material, tool requirements, and machine availability 
are cleared. Scientific planning here can give man- 
agement production control as precise as the lighted 
panel of a switching tower of a metropolitan railway 
terminal. 

Purchasing. The use of priorities and the allocation 
of materials have thrown a heavy burden on procure- 
ment offices. Staggering is the multiplicity of details 
covering the purchases of materials in a market al- 
ready oversold, and where delivery dates are more im- 
portant than prices. Any system of purchasing has 
to be geared to volume but, by study, procedures can 
be established whereby much time can be saved and 
economies realized. 

Personnel. Can you conceive of a plant of 5,000 
male employees, where the personnel manager is re- 
quested to advise at once how many A-1 candidates 
for the Army there are on the payroll. By proper 
planning, information of this character can be pre- 
pared in just a few minutes. This department is also 
responsible for attendance and absentee records, man- 
ning tables, seniority provisions, and so on, all of 
which can be adequately covered by means of a wel'- 
designed record system at not too great a clerical 
demand. 

Credits and Collections. Here proper timing is most 
important. Nothing will bring in returns on delin- 
quent accounts like prompt and decisive action. Past 
due balances must receive the right of way of atten- 
tion before they become bad debts. The essence of 
the system is to compel action. 

Costing. Every businessman should know his costs. 
Most of them do, after a fashion, but much too late 
to do any great amount of good. In the war effort, 
costs have been given too little consideration. But 
now, with the termination of contracts, they have 
attained utmost importance. Office procedures must 
be set up, whereby pertinent information is currently 
available. 

It is therefore necessary to compile this data cor- 
rectly, but promptly: 

(a) Job costing should be set up on a 24-hour cycle 

in order that constant relationship between cost 
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Pressboard 
Filing Folders 


are the de Luxe kind for people that 
want the best. Made in blanks with 
tops square, cut tabs or the everlast- 
ing metal tabs and indexed sets with 
plain, celluloided or metal tabs. Cloth 
gusset at bottom for expansion. Free 
circulars, blotters and displays. 
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Looked at from every angle, #2 ClearIndex. is the 
Quick Filing— Easy Finding system that should be rec- 
ommended to the users of vertical files. Why? Be- 
cause the units comprising the ‘‘system’’ are regular 
stock items in the Weis line—no special sizes—no 
special designs—no special anything, just guides and 
folders you can take from stock and easily assemble 
to produce a most attractive system for quick, ac- 
curate filing. There are no frills or furbelows attached 
to a ClearIndex—nothing concealed in the price of 
of our regular stock items to cover the cost of a 
‘“‘system’’. 
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If you have customers who have just an ordinary every- 
day method of filing their correspondence, suggest 
to them that they install a ClearIndex ‘‘system’’ 
The guides and folders comprising a ClearIndex ar- 
rangement cost no more than what they are at present 
using, but are so arranged in the file that the filing 
is quickened and symplified thereby resulting in a 
larger degree of accuracy and efficiency. When your 
customers know that a ‘‘system’’ can be installed at 
no extra cost, they are then easy to sell. Once in- 
stalled the repeat business just naturally comes to you. 
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Cell-U-Seal | 


Indexed Guides—Letter, Cap, In- 
voice and in card sizes, are the 
kind your customers will like. 
Cell-U-Seal is a transparent ma- 
terial applied to indexed guides 
that protects, strengthens and 
keeps clean entire upper part of 
guide. Cheaper than Celluloid— 
just a little more expensive than 
plain tabs. 
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OF 





CRAFTSMANSHIP 


By means of visual communication, ancient 


man has transmitted to usa 


record of his colorful, often tragic upward climb through the centuries. The 


Cuneiform tablets of Mesopotamia and the Rosetta Stone of Egypt have 


faithfully interpreted long dormant civilizations to our modern senses. Man 


has always inscribed or set his seal upon works of which he is proud and 


that he knows will endure. The M&V symbol too, stamps the Mittag & 


Volger carbon papers and typewriter ribbons as quality products backed by 


pride in workmanship—your assurance of satisfactory performance! 


MITET TAG 


FINE CARBON PAPERS & 
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trends, estimates anc resultant quotations, as 
well as prevailing sales prices, will be known. 

(b) Departmental costs must likewise be on a fre- 

quent recording cycle in order that key per- 
sonnel may have the opportunity of operating 
cost centers within prescribed budgetary limits. 

(c) Variables under a standard costing system must 

be determined at least weekly, must be suffi- 
ciently broken down to permit corrective meas- 
ures. 

The best cost system ever devised will produce mis- 
leading information and might be the means of dissi- 
pating profits, unless basic data is up to date and 
accurate. 

I could continue to call attention to other procedures 
concerning inventories and the control of labor, ma- 
terial control and material cost control, measured day 
work and controlled labor. There is hardly a phase 
of office business that can’t be improved if one sets 
about to make a correction. Take a simple matter of 
reconciling a bank account—this job can be greatly 
expedited if there are a large number of checks in- 
volved, as in the case of a payroll account. 

I have come this far in the discussion and have 
said nothing about two important phases of simplified 
office procedures— 

(1) Standards of performance in office work, and 
(2) The evaluating of office and clerical positions. 

Please don’t charge me too severely because of the 
omission, or for the other omitted comments that 
might have been interspersed with clarifying effect. 
Possibly, if your officers are so minded, we can con- 
tinue from this point at some future meeting. 


—_—_—__—_§ <a —-9—____ 


NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 

The Halifax, N. S., police department is being 
equipped with new office appliances, including type- 
writers, files and office furniture. The latest purchase 
was a 14-inch carriage typewriter at $170. 

* * * 

In a fire which inflicted severe damage on an office 
building in Halifax, N. S., recently, Miss Theresa 
Murphy lost 26 typewriters, adding machines, and 
other equipment, a total value of about $8,000. The 
loss was only partially covered by insurance. 


* * * 


Another bereavement has come to F. M. O’Neill, of 
Halifax, a veteran office supply dealer. On the heels 
of the death of a son, a Canadian Air Force pilot in 
the Bahamas, news came of the death of a sister of 
Mr. O’Neill at Halifax. 

x * * 

F, J. Alexander, Jr., St. John, N. B., has joined the 
staff of J. & A. McMillan, St. John office appliance 
dealers. He is the oldest child of F. J. Alexander, for 
about 35 years on the McMillan staff and for many 
years chief assistant to I. C. Rockwell, president of 
the McMillan firm. The younger Alexander had been 
on the office staff of a St. John lumber manufacturing 
company for some years. A brother, R. T. Alexander, 
a lieutenant in the Canadian artillery, is at present 
on duty at Petewawa, Ont. He was on the McMillan 
staff when he joined the army about three years ago, 
and is expected to return to that organization after 
his discharge. 

P. B. Cross, a partner in Seaman-Cross Company, 
Halifax, N. S., office appliance dealers, has been ad- 
vanced from commander to captain in the Canadian 
naval reserve. Currently he is on desk duty at Ottawa, 
Ont. His wife, Evelyn Cross, is a lieutenant in the 
Canadian naval Wrens and is stationed at Coverdale, 
N. B., in charge of a Wren naval training station. 
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Open End Filing envelopes as illustrated are available in 
both Flat or Expanding styles. Flat Filing envelopes are 
made of standard weight stock where an inexpensive con- 
tainer is needed for temporary filing. Expanding styles 
are made of durable Fibercell for hard usage and perma- 
nent filing. 


Available plain or printed with legal forms in all sizes. 


Austrits 


BOND and COLLATERAL WALLETS 





Cond and Collateral wallets are made in both Open 
End and Open Side styles. Made of heavy Kraft stock 
for hard use. Available with tape or string tie—-open 
end styles thumb-cut. Printed to your copy or plain. 
These and many other envelopes for legal use are regular items in 


the Justrite Line. Write for samples and additional information. 
We invite your specialized problems. 


The Hestrits Line 


Norther States 


ENVELOPE COMPANY 


Saint Paul 


Chicago 
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DEALERS 


One Source of Supply Under One 


Brand Name For All Your Duplicat- 


ing Supplies, Typewriter Carbons 


and Inked Ribbons. 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, ILL. 
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ROCKY MOUNTAIN NEWS NOTES 
H. A. Shields, Correspondent 
Joe McKay, an ex-Rocky Traveler, more recently 
with Eversharp in Detroit, is back in the fold again. 
Joe has taken over the distribution of Morriset for 
the eleven western states and will probably make his 
home in San Francisco. 
* * x 
Grace Walling, pen buyer for Kendrick Bellamy of 
Denver, will change her name early in February. She 
will become the wife of Edwin Lansing who is the 
Intertype Corporation representative in this territory. 
*” * oa 
That famous Tuesday luncheon twosome—Gus Lipp 
of Kistlers and Jack Guerin of Eberhard Faber—has 
been disrupted. Gus is in the hospital, having recently 
undergone an operation, but is on the mend now. 
* * * 


Alice Jacobs, stationery buyer for The Denver Dry 
Goods Company, made her regular trek to the eastern 
market early in January. 

* * * 

Jeff Johnson and Bill Mullins, manufacturers’ 
agents, recently attended a sales meeting at one of 
their factories—The Stanley Company. Upon their 
return Jeff and his wife left for Las Vegas, Nev., 
where they spent the holidays with their son, Lt. Jeff 
Johnson, stationed there as a B-29 pilot. 

* * * 

Leon Littlehale, The Gibson Art Company, recently 
returned to Denver after being called east on account 
of the serious illiness and death of his mother. Our 
sympathy to Lee. 

* * * 

Earl Scheu, Hall Brothers, and his wife and young 
son spent the early part of December in Florida where 
they visited Mrs. Scheu’s family. En route Ear] visited 
his factory in Kansas City. 

” * * 

Mae Hunt of Buzza Cordoza assisted Bill Allebaugh, 
the stationery buyer for Daniels and Fishers, during 
the Christmas rush. 

* + a 

R. H. Dee, vice-president and general merchandise 
manager of The Denver Dry Goods Company, has 
resigned his position with that store to become vice- 
president and general manager of The T. S. Martin 
Company of Sioux City, Iowa. Mr. Dee has acquired 
a financial interest in The Martin Company. He will 
be greatly missed by all his Denver friends. 

* a x 

A. B. Trott, president of Daniels and Fisher Stores 
Company of Denver, passed away very suddenly fol- 
lowing a heart attack in mid-December. Mr. Trott 
was one of the great civic leaders of Denver and will 
be greatly missed. 


>? — 


SMITH BUYS CHILLICOTHE TYPEWRITER CO. 

The business of the Chillicothe Typewriter Company, 
Chillicothe, Ohio, was recently purchased by G. B. 
Smith from Miss Mary K. Townsend, who owned and 
operated it for a number of years. Mr. Smith has 
established new headquarters at 26 West Second Street, 
where he will continue offering repair service for all 
types of office machines and equipment in addition to 
handling several stationery lines. 

Se eed 


PITTSBURGH OFFICE FURNITURE HIT BY FIRE 

A six-alarm fire caused extensive damage to the six- 
story Pittsburgh Office Furniture & Equipment Com- 
pany building in Pittsburgh, Pa., January 8. Damage 
to this structure and two adjoining buildings was esti- 
mated at “upwards of $200,000.”—-GET 
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Famous “Easy-shift” pockets 
Closed Tops—fine enamel finish 
Transloid-protected indexes 
Simplified signal control 
Light, portable slides 
Finest wood construction 


Build 
Visible Business 
With Victor 





The “Build-up” 
Visible 
Grows with the Record 


Victor equipment can do. 


The Book 
of 1000 Uses 
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This Condensed Library of Forms on your counter 
makes selection easy—More than 100 stock forms 






Build-Up 
Sectional Visible 


Victor Sectional has found its place in the executive office, and on the department 
head’s desk, as well as for the larger business records. This has proved one of the 
best ways to introduce the visible idea, for efficient Sectional Visible is its own good 


salesman, and your best prospects are the customers who are familiar with what 


Here are Some Records which 
Need Visible Control: 


Overdue Accounts 
Dues, Rent, Installment Ledgers 
Sales--By Accounts & Salesmen 
Public Health Records 
Physicians’ and Hospital 

Case Records and Ledger 
Merchandise and Parts Stocks 
Personnel and Payroll 
Production Progress 





Recordex Folders and Tax Computer 
Outfits Sell the Visible Idea 
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MECHANICAL MIND 


Here is a Fridén Fully Automatic Calculator with its and touch the proper key... for with a Fridén the 
streamlined covers removed...a figuring instrument calculator and not the operator does the work. 
comprised of thousands of parts of infinite precision Why not put this tireless and unfailing mechanical 
which work together in perfect coordination to pro- mind to work on your figure production? Contact your | 
duce answers of absolute accuracy. local Fridén Representative, or write the Home Office 
This Fridén conceived and built mechanical mind in San Leandro, California, for complete information 
reduces multiplication, division, addition and sub- regarding these calculators which are available when 
traction to its simplest form. Merely set in the factors applications for delivery have been approved by W.P.B. 


Fridén Mechanical and Instructional Service is available in approximately 
250 Company Controlled Sales Agencies throughout the U. S. and Canada. 





FRIDEN CALCULATING MACHINE CoO., INC. 


HOME OFFICE AND PLANT«+ SAN LEANDRO, CALIFORNIA, U.S A. * SALES AND SERVICE THROUGHOUT THE WORLD § 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Sharing the general wartime prosperity of the coun- 
try, a nation in which the national income has 
reached unprecedented heights, office furniture dealers 
and typewriter men in Los Angeles and surrounding 
area closed a very successful year on December 31, in 
spite of all restrictions. Also, in spite of the fact 
that they all realize the war is not yet won and 
may not be for some little time to come, the gradual 
move toward a peacetime set-up can be noted here 
and there. More new offices for firms aiming at 
civilian after-the-war business have been furnished 
in these recent months than at any time since restric- 
tions came into effect. Repair and rental business 
has continued good. Moreover, there still is a big 
outlet for merchandise in offices of war industries, 
although on a scale much below the big rush of a 
couple of years ago. 


General inventory is perhaps running a little higher 
than formerly in office furniture stores, while some | 


items in stationery stores appear to be more abundant. 
No one, however, seems to be kidding himself about 
a quick end to the struggle. 


. + © 


Leo Hawkins, formerly in charge of the delivery de- 
partment for the Security Furniture Exchange at 
410-12 South Spring Street, now a Seabee, has been 
sent to the hospital in San Diego, after two and a- 
half years of service, to recover from combat fatigue. 
Hawkins has participated in several engagements, 
including battles at Guam, the Marianas, Empress 
Augusta Bay, and other places in the Pacific. He has 
refused to accept an honorable discharge and will 
return soon to active service. During the holiday sea- 
son he was a visitor in Los Angeles. 

ok a * 


The California Typewriter Exchange, formerly at 
917 South Spring Street, has moved temporarily to 
325 West Second Street, but will move again April 1 
to a permanent location at 543 South Spring Street. 

The Business Appliance Company, headed by R. C. 
Anderson, has moved to permanent quarters at 841 
South Spring Street from the former location at 509 
South Spring Street. At this writing the new quarters 
are being put into tip-top shape. 

The move in the case of each these firms was made 
necessary by the sale of the building previously occu- 
pied. 


Raymond Rademaker, formerly salesman for the 
Guaranteed Typewriter Company, 439 South Spring 
Street, is now in London, according to S. P. Surmagne, 
proprietor. This young man, now a master sergeant, 
has been in the service for two years. He says London 
is fine, but there is no place in this world like the 
good old U. S. A. Before going into the service he 
was assistant manager of the company, and was 
widely known among typewriter men. 

* * a 

D. A. Hendler, manager of the Security Furniture 
Exchange, 410-12 South Spring Street, who devotes 
considerable time to both Boy Scout and Sea Scout 
work and for a long time has been a scoutmaster, 
recently became skipper of a Sea Scout ship, known 
as “S.S.S. Liberty.” The ship is manned by 15 boys. 
Mr. Hendler gets considerable of a thrill out of this 
work and believes it is abundantly worth while. 


* * * 


Captain Bill Johnson, son of James Johnson, re- 
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ws ROL-DEX 


accommodates and 
simplifies the handling of 


Credit Reference 
Allotment Ledgers 
Accounts Receivable 
Ledgers 
(Machine or Manual) 
Pay Rolls 
And Many Others. 





Stock Record Controls 
Perpetual Inventories 
Personnel Records 
Invoicing Records 
Production Records 
Cost Records 

Sales Records 
Expediting Records 











Just one of the many features that makes Rol- 
Dex click with business. The demand for Rol- 
Dex is real and growing . . . new uses are con- 
stantly appearing. Rol-Dex has demonstrated 
that it is especially adaptable for cycle billing 
in department stores. Write us for complete 
information. 





An outstanding Rol-Dex installation—Each carriage handles in excess 
of 400 Ibs. 


ROL-DEX COMPANY 


433 SHELBY STREET 
DETROIT 26, MICH. 
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“Some of 
These Days—_ 


There will be a lot 
of Safes Sold 


We're getting our production plans 
made—our sales helps ready and 
everything it takes to give you deal- 

ers a better Meilink safe to sell and 
an easier sale to make. 











@ Safe production 
is still restricted— 
but we will be 
ready on "“V" day 
to deliver a better 
Meilink safe, with 
a profitable dealer 
proposition. 
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’ gional manager for Underwood Elliott Fisher, was 


recently sent to Birmingham, Ala. for one week’s 
training as a B-29 pilot. Previously he was at Salinas, 
Calif., and later was transferred to the Air Transport 
Command at Great Falls, Mont. 

Harry Leo, who is in charge of the Tucson office 
of UEF, spent his holidays in Los Angeles, his former 
residence. He visited Mrs. Leo’s relatives there. 

Dalton B. Wallace, who was in the service depart- 
ment of UEF at Oakland, has been transferred to the 
Long Beach office, beginning his duties there the first 
of the year. His family has already moved. 

Jack Albright, agent for UEF products in Las Vegas, 
Nev., for the last 15 years, has gone back to the factory 
at Hartford, Conn., to take instructions on Sundstrand 
accounting machines for two months. Mr. Albright 
has in mind considerable expansion for his business 
during the post-war period. 

J. W. (“Jimmie”) Deyle, who for a number of 
years traveled for the service department of UEF 
as an inspector and who is now connected with the 
Los Angeles branch of the company, was married 
December 27 to Miss Fleta Clancy. Following the wed- 
ding in Los Angeles the couple went to Santa Barbara 
for their honeymoon. 

James Johnson recently made his first trip to 
Phoenix, Ariz., in the capacity of manager for that 
territory. The area was recently annexed to that 
supervised by UEF’s Los Angeles branch office. Mr. 
Johnson reports business good in that area. 

Sam Rothman of the Commercial Typewriter Com- 
pany, 752 South Spring Street, Los Angeles, reports 
an excellent business during the holidays in the greet- 
ing card department, as well as in the stationery and 
repair departments. 

Rod Nern of the Nern Office Furniture Company, 
Los Angeles, is quite pleased with the fact that office 
furniture which he sold has been played up in a big 
way in Life magazine. 

Anyone turning to page 115 and the subsequent 
pages following of the December 11 issue of that 
Magazine will read the story about, and see pictures 
of, the supreme gadgeteer of the universe—Ray Elling- 
wood of Burbank, Calif., head of Adel Precision Prod- 
ucts Corporation. This young man, who was getting 
75 cents an hour a few years ago and who is now get- 
ting some $25,000 a year, has wired and gadgeted his 
office so that by punching buttons he can do almost 
anything except milk the cows. Mr. Nern came into 
the picture a few years ago when he furnished the 
offices in the fine new Adel plant, a story on which 
appeared in this journal. The desks and other equip- 
ment shown in the pictures in Life were all sold to the 
company by Mr. Nern. 

It seems likely that there is not another office of 
this kind in the world, an office where the president 
of a large corporation can work effectively in a hun- 
dred ways without even seeing a secretary for days 

at a time. He can tilt Venetian blinds, make walls 
disappear, turn on movies, cause a wall to move in 
a circle bringing a lunch to a convenient spot without 
fuss, rush or worry. These are but a very few of the 
many gadgeteer stunts that switch-pulling will do in 
Ellingwood’s office, a set-up considered worth several 
pages in one of the most widely read magazines in the 
world. Mr. Nern is glad to have had a part in fur- 
nishing this widely publicized office. 


* * * 


The first meeting of the Golden State Travelers’ 


Club for the year 1945 was held January 19 at the 
Los Angeles Athletic Club. About 40 were in attend- 
ance. Willis H. Palmer, Jr., is president, Blake Lockard, 
secretary. 


* * * 


G. E. Miller of the Southern California Adding 
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SOVEREIGN 
CELLULOSE STENCILS 
Legal Size . $3.15 quire list 
Letter Size . .$3.00 quire list 


THRIFT-QUALITY STENCILS 


Legal Size....... $2.50 quire list 
Letter Size ...... . $2.25 quire list 
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An exclusive feature—solv-x—has made Parker Quink America’s Jargest selling ink 
in the 2 oz. and 4 oz. sizes. That same great feature works even better in building 
sales for Quink in quarts. And it makes Quink an almost certain repeat item among 


your quantity buyers. Recommend Quink with solv-x ... it costs no more than 






ordinary inks yet it’s three ways better: 


Quink is the only ink containing solv-x. 
Cleans pens as they write, ends clogging 
and gumming. Stops most pen troubles 
before they start—a time and money saver 
for offices. 


Quink with solv-x is brilliant, smooth- 
flowing, fast-drying—the ideal all-purpose 
ink for records, checks, correspondence 
and photographic processes. 


FREE 


Proof booklet! 


Shows. tells complete story of 
Quink with solv-x. Filled with 
facts, photographs. testimonials 
... proof of Quink’s superiority. 
A handy aid im selling all prospects. Write The Parker 
Pen ( vompany, Dept. D, Janesville, Wis.. for your copy. 





Copr. 1945, T Parker Pen Company 


PARKER QU/N 
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Quink with solv-x is permanent! Records 
written with Quink have been sharp and 
clear after hundreds of hours in the blaz- 
ing sun. And tons of water have failed to 
wash out Quink’s legibility. 


3. 


Keep Quink on prominent display. Check your stock 
... keep a full range of Quink’s 7 permanent, 2 washable 
colors always on hand. The Parker Pen Company, Janes- 
ville, Wisconsin and Toronto, Canada. 


& ° ’ 70 Speci#f, ° 
Quink Is America s/ Y Quinks 
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WARTIME RECORD STORAGE NEEDS 


LIBERTY RECORD STORAGE BOX 


1. Liberty Record Storage Box - restricted in its sale at present 


to War Plants, Government Offices, Industries and Banks essential 

to the war effort - and for which all orders require the ~ 
following information to assure a reasonable 7 | 
delivery date: 

(1) Give your customer's name, address 
and order number. (2) Include a 
Statement regarding his percentage 
of war work. (3) Instruct us to make 
Shipment direct to your customer. 

(4) Advise whether shipment is to 

be made Prepaid, Collect. We will y 










invoice you and place sill 
your name on all PP ad 
shipping a 2 
labels. ee 
7 
oe 23 STOCK SIZES 





LIBERTY RECORD STORAGE BINDER 











2. Still available at this writing is 
the Liberty Record Storage Binder. 
Unit consists of two Masonite 
presdwood covers hinged with Levant 
grained fabrikoid, and two metal Chicago 
sorew Pests in i*, 14°. 2", 

3", or 4" length. Available in 20 Stock 
zes = Special sizes made to order. Covers 
furnished with any punching desired. The ideal 
a method for storing looseleaf records. No 

ae cloth covering to become dirty or 
fis torn. Liberty Binders may be 
en: wiped off with a damp cloth 


1 


Ss 





if they become dirty. 


=~ 
LIBERTY STRING BINDER bens 


3. So far, the least affected by 

wartime shortages - the Liberty String 

Binder - for packaging small forms 

such as Sales Slips, Checks, Tickets, Deposit 
Slips, Bills, Time Cards etc. Style A = one 
button. Style B = two buttons. Style T = with 


left or right hand tab for indexing. Order any size - Any quantity. 


ANY SIZE 


BANKERS BOX COMPANY 2s2cblished 1975 


536 SOUTH CLARK STREET + CHICAGO 5, ILLINOIS 





SOLD BY LEADING STATIONERS EVERYWHERE - COMPLETE INFORMATION ON REQUEST 
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reports that his son, Duane C. Miller, who has been 
in the service for more than two years, has been 
promoted from the rank of ensign to that of lieu- 
tenant, junior grade. He is based on an airplane 
carrier, probably in the Philippine area. A letter from 
him arrived December 30. This is his first overseas 
assignment since he left this country about three 
months ago. 
* * * 

Rod Nern of the Nern Office Furniture Company 
managed to work in a two-week vacation in December. 
He spent the entire time at the famed Hotel Last 
Frontier in Las Vegas, Nev. Mrs. Nern accompanied 
her husband. William Kendrick, who is employed at 
the store, spent his vacation earlier in December at 
Twentynine Palms. 

* * * 

Gilbert Feinstein, formerly of the Aldine Printing 
Company, Los Angeles, has gained a bit of world-wide 
publicity through his sense of humor in journalism. 
The young man is on the island of Leyte, where he is 
an Army news correspondent. He headed a group of 
about 20 Los Angeles men in service on that island, 
who framed up a petition to the Los Angeles city 
council asking that the island be annexed to the city. 
This is an apt bit of humor as the far-flung Los 
Angeles city limits is an apt subject for humor every- 
where. The good-natured city dads, catching the spirit 
of the joke, duly framed the papers bringing the island 
within the corporate limits of “‘the largest city in the 
world.” 

Another incident related in Mr. Feinstein’s news 
columns was also picked up and publicized in the 
press. A pal of Feinstein’s fired a shot at a Jap on 
the island and was surprised to see the Jap fly into 
a million pieces right before his eyes. It happened, 
however, that the Jap was carrying an armful of land 
mines at the time; hence, the blow-up. 


os 


NEW STATIONERY STORE IN OAK PARK 

Opening of a new commercial stationery store by 
Harry J. Springer at 148 North Oak Park Avenue, 
Oak Park, Ill., was scheduled for February 3. The 
lines handled will include office supplies, furniture, 
and machines. Ground floor space and the basement 
total about 2,600 square feet. 

Because of about 20 years’ experience with the ad- 
vertising department of Oak Leaves, a local news- 
paper, Mr. Springer is well acquainted with the busi- 
ness enterprises of Oak Park. About two years ago he 
severed connections with the newspaper profession 
and worked for the USO, setting up a number of clubs 
for servicemen. Establishment of the various clubs 
involved obtaining complete equipment as well as or- 
ganizing operating staffs. Mr. Springer had contem- 
plated opening a commercial stationery business in 
Oak Park for some time and recently took some special 
training in sales work for this field as a salesman for 
Horder’s, Inc. 

oo —_$__—. 
RUCKER-FULLER ANNOUNCES POST-WAR PLANS 

C. H. Ristenpart, president of Rucker-Fuller Com- 
pany, San Francisco, with retail branches in Oakland 
and Sacramento, has announced plans for the post- 
war period. The already aggressive staff of the 
Rucker-Fuller Company has been augmented by 
John Oltmans of Oakland, Dale Smith, McKee Smith, 
Sibley Smith and Lee Roberts of Portland, Ore., and 
Henry Trowbridge of Seattle, Wash., all of whom have 
acquired a substantial working interest in the com- 
pany. With the exception of John Oltmans, the new 
associates have interests in the Northwest which will 
not be affected in any way by this change. According 
to Mr. Ristenpart, the company will benefit materially 
from the experienced judgment and enthusiasm of 
these younger men in maintaining its present reputa- 
tion after the war and in keeping pace with future 
progress. 


1945 
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The new AWMS 
Catalog is the 
only complete 
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writer parts! 
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WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS suo FANCIES 


By McGillicudy 


You may be interested in a little sidelight on 
the shut down of race tracks. Such action had 
been considered previously, but nothing had 
been done. Then one track organization re- 
quested priorities of strategic materials to be 
used in repairs and additions. That was just 
too much so Justice Byrnes prescribed a rest 
for the horses and dogs. 

And for the people who flocked to the betting 

windows, a good prescription would be .. . . ‘Put 

that money in War Bonds instead—then you'll be 


betting on a sure winner that will pay off at four 
for three, ten years from now.” 


Well, let's take a look at the paper situation. 
For the first quarter of the New Year, there 
are additional reductions in paper supplies. 
That’s bad, isn’t it? On top of that, slow 
deliveries of raw materials put us a little behind 
in the last quarter of the old year. That's 
worse, isn’t it? Then in addition to that—well, 
let’s just take an aspirin and forget it. 

As a matter of fact ... we're not complaining one 

bit. The war effort comes first. It’s bound to mean 

some shortages, restrictions, and curtailments on 

the home fronf . . . for civilians and for business. 

It means inconvenience — not sacrifice. The real 


sacrifices are being made by the men on the fight- 
ing front . . . and their families at home. 


This is supposed to be an advertisement—not 
that I’m trying to sell you anything, understand. 
But Quality Park is in the envelope business. 
We’re still making things like Leatheroid, Cham- 
pion Clasp, Blue Line Air Mail, Air Way Express, 
Banker’s Flap, and other envelopes. One of 
these days the lid will be off and you can get 
everything you order. In the meantime, when 
you think of envelopes, think of Quality Park. 
Time marches on... this month, Quality Park 


observes its 26th birthday. Draft age? You said 
it—and we're working for Uncle Sam. 


x Buy War Goud 


ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois - 
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NEWS NOTES FROM NSA DISTRICT NO. 8. 





Gene Mitchell, Correspondent 





Mention was made in the January number of the 
passing of Mrs. Beem, mother of Fred Beem of Schooley 
Printing & Stationery Company, Kansas City. On 
Saturday, January 6, Mr. Beem, Fred’s father, passed 
away. Services were held in Kansas City on Tuesday, 
January 9. 

* a ok 

Ray Schumacher, National Blank Book representa- 
tive in Ohio and surrounding states, an old friend of 
many midwest travelers and dealers, spent the Christ- 
mas holidays in St. Louis visiting his parents and 
friends. While here. Ray called on several of the local 
dealers and was cordially welcomed. Bob Bauer of the 
same firm joined Ray immediately after New Year’s 
and made the local rounds with him. 

* * * 


The “Dean of the St. Louis Stationers,” our good 
friend Bill Schmiederer, Buxton and Skinner Printing 
& Stationery Company, is doing double duty these 
days, due to his lack of sufficient sales help. He can be 
found on the sales floor selling pencils, fountain pens, 
and other office appurtenances in a most capable 
manner. 

* * * 

Chester Kennedy, William J. Kennedy Stationery 
Company, St. Louis, is one of those efficient fellows 
who still finds time between his arduous duties as 
buyer and manager of a retail stationery store to ex- 
tend a welcome hand and a cheerful smile to the hard- 
working travelers who regularly call on him. There 
are hundreds more just like him, but he still is a 
good example of the busy, but cordial, buyer. 

* * * 

Charlie Hick of Art Metal fame must be doing busi- 
ness via the back doors these days. The dealers seem 
to see him, but he has been scarce among the travelers. 


a a 


E. A. Holsher, that office furniture man in St. Louis, 
hied himself off to Ohio and Indiana in January in 
an effort to induce his various sources of supply to 
remember he is still in business and in need of mer- 
chandise; wonder if he found any! 

* * * 

The Midwest Travelers and 8th Region dealers ex- 
tend their deepest sympathies to our good friend and 
leader, Charlie Garvin, in his grief. Mrs. Garvin, who 
passed away early in December, was known to most all 
of us through her attendance at many of our industry 
meetings and her cordial understanding disposition. 

* * * 

The Palmer House will again welcome many of our 
industry on February 21-24, when the convention of 
the National School Service Institute will hold their 
sessions—unless plans are changed at the last moment 
because of war conditions. Several midwest travelers 
and dealers have rooms reserved for the meeting and 
look forward to opportunities to do business with each 
other on whatever school items might be available. 

(Note—Meeting canceled in mid-January.) 
a * * 


The mighty welcome letters continue to come in 
from our old friends in foreign parts. News of good 
health and new sights they are seeing come from Sgt. 
Pete Masterson, now in Germany; Corp. Paul Baird, 
now in France; Capt. Dick Steding, in France; Pvt. 
Don Brown, in Germany; Jack Ellis (now honorably 
discharged and back in Wichita); Pvt. Hy Clark, 
Brookline, Mass., and Seaman Ray Zehr, Hastings, 
Nebr. 

* * * 

Recent changes among the personnel of the St. Louis 
dealers: Ed Uhrig, recently of the retail floor of Skinner 
& Kennedy Stationery Company, joined the organiza- 
tion of S.G. Adams Company on January 2 in a similar 
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ARMY «NAVY 


NEEDS WILL AFFECT YOUR SUPPLY OF 


WEAREVER PENS 


The Army and Navy, acknowledging a wide demand from 
every quarter of the globe for Wearever pens, have sharply 
increased their quotas. We are proud to be thus called 
upon to contribute to the morale of our boys on every front. 


We know that you, who will necessarily be denied addi- 
tional Wearever pens, will gladly cooperate with us in 
meeting these requirements. We are making every effort 
to allot pens to customers now on our books as fairly 
and equitably as we can. 


You may be sure that just as soon as it is possible—and 
in the interest of our country to do so—we shall increase 
the number of Wearever pens available for civilian needs. 
David Kahn, Inc., North Bergen, New Jersey. 






BY AMERICA’S LARGEST 
FOUNTAIN PEN MANUFACTURER 
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WEAREVER 


FOUNTAIN PENS * MECHANICAL PENCILS + REFILL LEADS 
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RIBBONS 


AND 





—MULTIPLY YOUR SALES OPPORTUNITIES! 


Companion Products for Quality Writing 


for use on 


All makes of manually and electrically-operated typewriters, adding, 
billing and tabulating machines 


UNSURPASSED QUALITY-IMPRESSIONS 


Marathon SILK RIBBONS 


e Give dignified, crystal-clear writing for executive-quality correspondence. 
e Withstand heavy, ribbon-cutting typing and tabulating. 


e Nothing performs like this unbeatable combination of sheer. sturdy Marathon Silk 


and Columbia precision-controlled inking. 


Marathon CARBON PAPER 


e The non-curling. super-service, quality writing sheet. 


@ Opposite corners diagonally clipped for speedy separation of carbons and copies. 
4 inch longer sheet length uses “between lines” writing surface in sheet turn- 


around. 


Maralhon BUILDS SALES & PROFITS 


The all-purpose adaptability and merit of Marathon Ribbons and Carbons enable 


you to sell performance and quality they bring a better price! 


Write for prices and details of the Marathon Special Sales-Promotion Plan. 














COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory: Glen Cove, L.I., N.Y. 





New York Sales & Export: 58-64 W. 40th St. 
Kansas City, Mo.: Dwight Bldg. 
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capacity. Mr. Uhrig is a stationer of long experience. 
He had previously been connected with Blackwell- 
Wielandy Company for many years, then with George 
D. Barnard Stationery Company and Monroe Station- 
ery Company before going with Skinner & Kennedy 
some three years ago. 

Al Hobart, an outside salesman for Skinner & Ken- 
nedy for the past several years, joined Comfort Print- 
ing & Stationery Company in January as outside sales- 
man. Al went to Skinner & Kennedy without previous 
experience in this industry, but seems to have pro- 
gressed satisfactorily during the several years in their 
employ. 

* * * 

Pete Masterson and Paul Baird have contacted each 
other by mail and there is a rumor that these two are 
preparing to meet soon in Paris to look things over 
together. That should be a happy reunion for all 
concerned. 

*: * i 

Recent word from our governor, Ted Warkentin, 
Lawton, Okla., brings the cheerful news of his con- 
tinued return to good health and several hours a day 
at his desk. You just can’t keep a good man down. 

* * * 

Several Midwest Travelers attended the Carpenter 
Paper Company sales meeting in Omaha during Christ- 
mas week, at the invitation of their customers. Among 
the survivors of the three-day session were Bill Bohart 
of E. Faber, Herb Johnson of Wilson-Jones, Augie 
Krohne of American Pencil and Bob Vawter of Dixon. 

aK * * 

Where is that big Sanford Ink executive spending 
his time these days? You know—that one with the 
heavy incumbrance on his upper lip—that former 
president of the Midwest and the Northwest Travelers 
Clubs—that “power” behind the “throne.” Everyone 
should recognize that complete description. 

* * ok 

Rumor has it that the Austin Waterbury’s—he of 
Carter’s Ink fame—spent a “whiteless’ Christmas 
among the palm trees of Florida. My, how the rich 
must enjoy life! 

* * * 

George Wilkerson, Smead Manufacturing Company, 
should stand pretty high at home these days after 
presenting his charming little frau with that beautiful 
Christmas gift your correspondent helped him purchase 
in St. Louis. Rumor has it that Mrs. W. sold the dog 
house and has moved George into the main building 

. on probation. 
* ok * 

The following notes are from the able pen of Dan 
MacDougall, who reports he is “wintering” at home 
in Kansas City, but hopes that an improvement in 
conditions at his factory (Stationers Loose Leaf Com- 
pany) will permit him to become a traveler again 
before too long. 

* * ok 

Mr. and Mrs. John Ford, Jr., of Omaha spent a week- 
end in Kansas City in January, where their son joined 
them at the Muehlebach Hotel on a short furlough 
from his camp in Texas. 

* Bo * 

Stan Griebel was seen around Kansas City early in 
January in the interests of Yawman and Erbe, and 
Bill Lashbrook of Esterbrook Pen, introduced his suc- 
cessor in the territory to the Kansas City dealers. As 
previously noted, Bill is leaving to take a territory 
in the Michigan-Indiana area. 

* * * 

Bob Scott, Southwestern Stationery & Bank Supply 
Company, Ponca City, Okla., spent Christmas in a local 
hospital, recovering from an operation. We all hope 
Bob will be back on the job quickly and in the best 
of health. 


* ok * 


Flight Officer Art Pfister, formerly of Smead Manu- 
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Maintaining 
Standards 


Manufacturing difficulties of the 
present can be, and unfortunately, 
often are, offered as a complete 
explanation for all the annoying 
inaccuracies of both merchandise 
and service. 


Certainly, we experience our 
share of aches and pains con- 
nected with paper shortages, in- 
sufficient and inexperienced labor, 
etc. But through it all, we insist 
upon maintaining the highest 
standards possible for both mer- 
chandise and service. 


GUSSCO dealers and users 
know our merchandise always 
represents the best dollar for 
dollar value of the moment. 


Ka» GUIDE SYSTEM & SUPPLY CO. 
A 335 Canal Street +* New York 13, N. Y. 





RADE MARK 
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THE TOP-QUALITY CASTERS 





Bassick “DIAMOND-ARROW” CASTERS 


You don’t have to supply your customers with a wartime 


substitute for casters. You can offer them Bassick “Diamond 
Arrow” casters with ‘‘Atlasite”’ solid composition and “Baco”’ 
soft rubber tread wheels .. . available on priority orders. 

On new or old office equipment these top-quality casters 
provide easier swiveling, lower over-all height and greater 


strength. Their patented “'full-floating’’* construction im- 
proves office efficiency and protects office floors. 

Check for complete details on this largest-selling, quality- 
type caster for office furniture. Give your customer an answer 
to ‘‘How about casters?”’ 

Bassick, world’s largest manufacturer of casters, also makes 
a full line of chair glides, furniture rests, and cups. 

*Single raceway of hardened steel balls operate on two levels to per- 
form the functions of two separate raceways. 


— 


Bassick Casters, f\ 
Office work will 
Move with speedi 


Your customers 
will thank you 


For satisfaction 


a Guaranteed 















MAKING MORE KINDS OF CASTERS 
. . . MAKING CASTERS DO MORE 





THE BASSICK COMPANY, Bridgeport 2, Connecticut 


n of Stewort-Warn Corp., Chicago, Iilinois 


er-Alemite Cc -anada, Ltd., Belleville, Ontario 





facturing Company, has been through Kansas City 
several times during the past few months in his line 
of duty with the Air Transport Command. 

* * * 

George Wilkerson, Smead representative in these 
parts, got an early start in January, making a trip 
through Kansas in time to be in Kansas City for the 
Midwest Travelers Club meeting, on January 20. 

. Mr. and Mrs. Clifford W. Taity and Mr. and Mrs. Carl 
Schutz, both couples from Kansas City, spent Christ- 
mas week together at the Elms Hotel, Excelsior Springs, 
Mo., enjoying a restful vacation. Mr. Talty is manager 
of Gallup Map & Stationery Company, and Mr. Shutz 
is the able Eagle Pencil Company representative. 

* * * 


Mr. and Mrs. Geo. E. Baird of Kansas City returned 
home early in January from a month’s visit with their 
daughter and granddaughter in Mobile, Ala. 

a * * 

Lt. Gov. Roy Moreland of the 8th Region NSA, who 
celebrated another birthday on January 5, ended 1944 
with the discovery of a new beverage which, it is re- 
ported, is named ‘“‘Veagrams C. O.” Apparently a good 
time was had. 

* * * 

Izzy Voda, the Wallace Pencil ambassador, recently 
purchased a building lot located in a suburb of St. 
Louis. We wonder what this means. Will you tell us, 
Margaret? Izzy, as few realize, WAS a bachelor—and 
MAYBE still is. 

ee ee 


CRAM INVASION MAPS MEETING LIVELY DEMAND 

Present activities in Europe and the Pacific are 
proving a big boon to map sales in all parts of America, 
according to the George F. Cram Company, Inc., map 
makers, 730 East Washington Street, Indianapolis, Ind. 
Stationers, book stores, gift shops and office supply 
houses report that ever since the Germans started 
their counterattack on the western front in Europe, 
there has been a constantly increasing demand for 
the Cram invasion map of Germany, and that when 
MacArthur landed on Luzon and began his drive for 
Manila the demand for the invasion map of the Philip- 
pines skyrocketed. 

Cram Modern Series invasion maps are large scale, 
full-colored, and finely detailed, making it easy to 
follow the course of the fighting. The map of Ger- 
many, for example, shows the entire invasion area 
on the western, eastern and Italian fronts, the Sieg- 
fried line, and all points mentioned in recent and 
current fighting in Belgium, Holland, France, Poland 
and Hungary. The Philippines map has an index 
which gives the location of more than 500 of the more 
important towns and cities. 

These maps are 22 x 16 inches in size, and fold into 
a convenient pocket-size cover 4% x 8% inches. The 
series, numbering 42, includes maps of all countries 
at war, all continents, oceans and islands. The maps 
retail at 35c each. A handsome display case is supplied 
free by the Cram Company with an order for six 
dozen or more. 

sac ap iia a a 
FORT WAYNE STATIONERY FIRM CHANGES HANDS 

The commercial stationery firm of Finan & O’Reilly 
at 231 West Berry Street, Fort Wayne, Ind., organized 
in March, 1923, by Edward W. O’Reilly and Joseph E. 
Finan, has been purchased by Mr. O’Reilly. The name 
has been changed to O’Reilly Office Supply Company. 

Mr. Finan sold his interest in the partnership on 
January 1, 1945, having been forced to retire because 
of ill health. 

Mr. O’Reilly will continue in active charge of the 
business, assisted by Al Christen and Bob Lewis. Both 
of these key men, well known in the industry, have 
been with the organization for 20 years. No changes 
in the firm’s business policies will be made, it was 


| announced. 
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Whether it is a filing cabinet, a desk or some other office necessity, if it is one of the 8,000 made by 


Shaw-Walker it embodies exclusive operating features that will save extra hours for your office workers. 











. Built Like a 
@ Skyscraper” 


UNTIL VICTORY the armed forces 
will continue to have first call on Shaw- 
Walker’s manufacturing facilities. 


After Victory Shaw-Walker will 
continue its unparalleled record of 
firsts in designing steel equipment that 
speeds office work and saves office space. 


The revolutionary New Low Desk, 
the Free-Coasting Filing Cabinet, Fire - 
Protected Equipment for all records 
and the Wobble-Block Visible are only 
a few of Shaw-Walker’s recent firsts. 





‘Built Like a Skyscraper” Steel | 
Office Equipment is well worth waiting 
for. After victory when you can again 
buy any of Shaw-Walker’s 8000 office 


necessities you too will say “It was 
worth waiting for.” 


“Built Like a 


ened (Two finishes — Olive Green and Silvertone) 
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MEASURE YOUR DESK 


IF IT’S MORE THAN 


2S mic 


IT’S TOO HIGH! 
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These Shaw-Walker Files and 
Business Systems are NOW available 





ICTURED are some of 

the hundreds of time- 
savers, space-savers, and 
other aids to management 
now available from Shaw- 
Walker representatives.— 
All are in the War Edition 
OFFICE GUIDE. 
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NEW TIME-SAVING 
PAYROLL SYSTEM 


Saves considerable clerical time. 
All records in one operation. 


WAR FILES 


Made of Plastic and Wood 


TIME-SAVING AND Letter and Legal Sizes 
SPACE-SAVING CARDS Insertable Trays for Cards 


Shaw-Walker cards built to ees 
precision thinness save as much 

as one drawer for every 4,000 

cards used. Because precision 

cards are absolutely uniform in 

size, like playing cards, refer- 

ence time is saved. 
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TIME-SAVING 
FILING SYSTEMS 


FOR ALL RECORDS SPACE-SAVING FILE FOLDERS 
Seven kinds of time-saving 212 stock folders NorthKraft and 
systems for letter and legal manila. Thirteen price brackets. 
size records. Made with reinforced space-saving 
Two for card sizes. edge, or single top. 


OTHER TIME-SAVERS AND SPACE-SAVERS 


Shaw-Walker products which are helping to increase office pro- 
duction and conserve filing cabinet space are pictured, described 
and priced in the OFFICE GUIDE, War Edition. You can speed 
your selection of your office needs by using the OFFICE GUIDE. 


SHAW-WALKER FACTORIES AND 
1s (@).\, 0 a @) 3s (@) 00h) .O C1O). Fae 81s E 
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Seeret Out—Bombsights 
Manufactured in Chicago 


The Norden bombsight, for long NORDEN bombsight, long a 
the nation’s most closely guard- closely quarded military secret 
ed war secret, is being manu- ¥9 eggs: 
factured on a mass production adds up to trouble for the 
basis in a Chicago plant that for- H ; 
merly made adding machines, the enemy Louse Milles, emt 
Air Technical Service command ploye of an adding machine 

company now manufacturing 
the device on a mass produce 


disclosed today, 
For the first time since the be- 
tion basis, poses beside one. 
(Herald-American photo.) 



































ginning of the war, a group of 
newsmien was escorted through 
the plant of the Victor Adding 
Machine Company at 3900 N. 
Rockwell st., where hundreds of 
employes are performing precision 
operations, including tolerance 
down to seven millionths of an 
inch. This is comparable to slic 
ing a human hair lengthwise 400 
times, engineers said. 

Some parts of the Norden 
pombsight exceed the close limits 
ordinarily associated with the 
finest watch by 40 times, engi- 
neers said, but they declared the 
company was producing the sights 
on @ progressive assembly basis }\ 
with all parts interchangeable 
Jrom bombsight to bombsight \ ; 
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Many of the craftsmen wer 
watchmakers in prewar life. 
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YOUR REAL PROFIT 
COMES WITH THE 


YOUR FIRST SALE of an article that ''repeats”’ 
isn't always easy or necessarily profitable. You have 
to sell your customer the first time. 

But—when he re-orders, the transaction is a short 
cut to profit. So—sell lines on which re-orders are 


likely to come easily. For example: 


GIBSON NOTES, DRAFTS & RECEIPTS 


. and other Business Forms 


QUALITY FORMS—QUALITY PROFITS 


These forms are beautifully lithographed—on 
good serviceable bond —and sturdily bound in gold- 
stamped covers. They look better—feel better— 
SELL better—and customers order them over and 
over. 

Most of your customers would really prefer bet- 
ter forms—so why keep your profit margin down in 
the low-price competitive groove, when it's just as 


easy to sell Notes, Drafts & Receipts by 


GIBSON — NORWALK 


C. R. GIBSON & COMPANY 


Lithographers & ‘Publishers 
NORWALK ° CONNECTICUT 





CANADIAN NEWS NOTES 
S. J. Luddington, Correspondent 


According to a recent announcement made by E. G. 
Baker, president of the Moore Corporation, Ltd., 
Toronto, Ont., a number of Canadian subsidiaries com. 
panies will be included in the union of the Moore 
Corporation, with head office in the United States. 

The Canadian subsidiaries brought under the Moore 
name are Burt Business Forms, Ltd., Toronto; National 
Sales Check Book Company, Ltd., Montreal; and West- 
ern Sales Book Company, Ltd., Winnipeg and Van- 


| couver. The names of the firms have been changed. 
| Burt Business Forms has become Moore Business 
| Forms, Ltd.; Western Sales Book has become Moore 
| Business Forms (Western), Ltd., and National Sales 
| Check Book has become Moore Business Forms (Que- 
| bec), Ltd. 


While each of the Canadian companies and the 


| United States divisions will continue to conduct its 


business independently of the others, it will obtain 
all special services in engineering, research, production 
and marketing from central headquarters. 

Management of the Canadian end of the merger 
will be under the care of D. L. Millar, who has been 
manager of Burt Business Forms, Ltd., Toronto. 

The Dominion Paper Box Company, Toronto, though 
a part of the Moore Corporation, will continue under 
its present name. 


* * 


Kenneth W. Murphy was recently appointed sales 
manager of Barber-Ellis of Canada, Ltd., Toronto and 
Brantford, Ont. He will be located at the head office 
in Toronto. 

Mr. Murphy, who has had a lengthy experience in 
the high-grade paper business, was manager of the 
Barber-Ellis branch in Winnipeg, Man., before going 
to the Montreal office of the firm. 

Arthur Fogler is now manager of the Barber-Ellis 
of Canada, Ltd., purchasing department at the head 
office in Toronto. In recent years he has been manager 


| of Ontario Envelope’s sales division. Alex T. Thorn- 
| ton has left the position of purchasing agent to become 
| sales manager for Ontario. 


s 2 & 


A. G. Ellis was recently appointed general manager 


| of W. V. Dawson, Ltd., Montreal. He was previously 


sales manager of the Ontario paper and stationery 


| division of Barber-Ellis of Canada, Ltd., Toronto. 


+ * * 
John Holmes, son of Wendel Holmes, London, Ont., 


| stationer, who has been attached to the External 
| Affairs Department at Ottawa, Ont., was recently 


transferred to England as an attaché on the staff of 
the Canadian high commissioner. 
* * * 

J. B. Hay of Hay Stationery, London, Ont., was 
recently elected to the public utilities commission of 
that city for another two-year term. 

* * * 

The Stationers Association of Winnipeg, Man., held 
its annual meeting recently and elected a slate of 
officers to handle its fifteenth year’s operations. 

The officers are: President, H. Gregory, Gregory- 
Cartwright Stationers, Ltd., 212A Phoenix Building, 
Winnipeg; secretary, Vernon Nobbs, The Luckett Loose 
Leaf, Ltd., 52 Albert Street, Winnipeg; treasurer, F. J. 
Dool, G. R. Bradley & Company, Ltd., Canada Building, 
Winnipeg; auditor, J. Frances, Reliance Ink Company, 
Ltd., 520 McGee Street, Winnipeg. 

* + * 

The Canadian Pad & Paper Company, Ltd., manu- 
facturing stationers, 240 Madison Avenue, Toronto, 
Ont., recently announced the formation of a new 
division known as Bouvier Envelopes, Ltd. The new 
division, which is headed by the firm’s vice-president 
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“AIR MAIL — LIGHTWEIGHT — STATIONERY 


No Copying, Please! 


All our trade names, box designs, new ideas and inno- 
vations are registered, copyrighted and patented. Period! 


SKY-RITE is the Product of Pioneers in Light Weight 
Stationery—it presents both a trade and consumer ap- 
preciated SK/LL in production, in packing, in advertising, 


and in light weight quality. 

SKY-RITE has Sale Leadership and Resale Leadership. 
Consumers ask for and insist upon SKY-RITE. 

No near sounding names or substitutes are accepted. 
They want SKY-RITE. 

Nationally advertised, the SKY-RITE schedule calls for 


40 million advertisements a month. 


AGENCY PAPER COMPANY — 74 VARICK STREET — NEW YORK 13, N. Y. 


FACTORIES: New York-Chicago 





*TRADE MARK REG. U.S. PAT. OFF. 


Distributors Coast to Coast 


Also makers of *SKY-LANE Stationery 


Copyright 1945--AGENCY PAPER CO. 











READY NOW 


FOR 
IMMEDIATE DELIVERY 


= Mrere DELUXE 
STEEL CARD CABINETS 

















These cabinets are designed for card record systems 


and for use on desks or tables. Ideal for offices and 





LOCKS—Cabinets equipped with lock libraries. Constructed of best grade extra heavy cold 
and key add $1.75 per drawer to above rolled furniture steel, electrically welded throughout. 
prices. 


Rubber legs are provided but can easily be removed 


when the units are stacked. 


Drawers are equipped with bail suspension, to prevent 
accidental withdrawal from cabinet. Also, newly im- 


proved positive lock compressor to keep cards in place. 


Finish—rich olive green baked enamel. 





is “Cunltie «= Capecty Height Width Depth + sce 
C335 3x5 1500 cards Big" bl" 16" $3.25 
C346 4x6 1500 " él" =I," 16" 4.00 
C358 5x8—s«d500" TY," >" 16" —+5.50 
C369 x9 «500 " Bi/_" 101/," 16" 8,00 
C3352 3x5 3000" 5V/_" 12," 16"  — 6.00 
C3462 4x6 «3000 " bi/_" 147," 16" 675 
C3582 5x8 3000" 7V/_" 183%" 16" 9.50 
C3692 = x9 3000 " 8I/," 20!1/," 16" 12.75 


COLE STEEL EQUIPMENT COMPANY 





349 BROADWAY NEW YORK 
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and general manager, will make envelopes of every | 
description. 


2, we | 


S. W. Stedman, who founded the office stationery | 
firm of Stedman’s Bookstore, Ltd., Brantford, Ont., | 
was recently presented with a handsome pipe and a 
generous supply of tobacco by members of the staff. 
The presentation was in honor of his fortieth year of | 
association with the business. 

* * a 

Under a relaxed import restriction recently an- 
nounced, Canadian stationers may now import erasers 
from the United States. Permission to do so, however, 
must be obtained from the Dominion Government at 
Ottawa. United States eraser manufacturers already | 
report a substantial increase in shipments of erasers 
into Canada since the relaxation of the order. 

* * * 

Arthur E. Day, proprietor and operator of the Brant- | 
ford Business College, Brantford, Ont., and a past | 
president of the Business Educators’ Association of 
Canada, passed away recently in the Brantford Gen- 
eral Hospital, in his seventy-first year. 

Following a successful public school teaching ex- | 
perience after his graduation from the Model School | 
in Woodstock, Ont., he came to Westervelt School in 
London, Ont., where he taught after his graduation | 
from that widely known business school. 

He was very active in the Kiwanis Club of Brantford 
and, besides serving as its secretary for a period of 
26 years, was a past president. Besides being a past 
chairman of the Brantford board of education, he was 
active in past years in the Y. M. C. A. at Brantford, 
an organization of which he was president. He was 
also a past master of Brant Masonic lodge and took 
a keen interest in Wesley United Church, where he was 
Sunday School superintendent for many years. 

His wife, one son and two daughters survive. 

* * *” 

William Bleecker Powell, president of Appleford 
Paper Products, Hamilton, Ont., and Buntin Gillies 
Company, wholesale and manufacturing stationers, 
Hamilton, died recently in one of that city’s hospitals. 
He was in his sixty-third year. 

Mr. Powell, who was widely known throughout the 
Canadian stationery and industrial fields, was a well 
known churchman and Mason. He was a director of a 
number of Canadian industrial concerns. 

Born in Guelph, Ont., he graduated from Guelph 
Collegiate Institute and was subsequently employed 
with the Imperial Bank in several Ontario towns and 
cities. 

In December, 1921, he became sales manager of 
McCaskey Systems, Ltd., Galt, Ont., and was appointed 
general manager of Appleford Paper Products in Janu- 
ary, 1923. He became president of the company in 
1937. He had resided in Hamilton since 1923, where he 





had taken a very active part in the promotion of plans 


for the improvement and expansion of the city. 


“. ss 


The death of Alfred Burton, who had been asso- | 


ciated for 56 years with Brown Brothers, Ltd., manu- 
facturing and wholesale stationers, Toronto, occurred 
recently. Mr. Burton, who was in his eighty-fifth year, 
was a native of Bristol, England. He served his ap- 
prenticeship there as a bookbinder prior to coming to 
Canada at the age of 20, when he entered Brown 
Brothers firm as a bookbinder. He was a member of 
Calvin Presbyterian Church, Toronto. He is survived 
by a daughter, Mrs. Hida McMichael. 
* * oa 

Gerald Sims, for a number of years head of the 
agency of the Dominion Loose Leaf Company, Ottawa, 
Ont., passed away recently at his Ottawa home. He 
was in his sixty-first year. Mr. Sims was the last 
Survivor of a prominent Ottawa family. He was a 
former Ottawa city controller, and for many years was 
prominent in civic affairs, business and sporting circles 
in that city. 
1945 
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The C.E. SHEPPARD CO., 


LONG ISLAND CITY, N.Y. 


44-Ol 21%! Street. 


>LOOSE LEAF 
EQUIPMENT 


————— —_ 
—— —S 


es 


A Bigger and Better 
VISIBLE BUSINESS 


Visible Books have come to be ree- 
ognized as one of the outstanding 
achievements of modern record 
keeping. Today’s terrific paper work 

-Pay Roll Records, Inventory and 
Stock Control, Cost and Analysis 
Work has increased the demand for 
fast operating Visible Record Books. 


With the Cesco line of Visible Rec- 
ord Books, the dealer possesses a 
distinct advantage- the most com- 
plete range—automatic shift and 
non-shift types—a wide range of 
stock forms for most essential rec- 


ords. 


AGENCIES AVAILABLE 
Progressive, established dealers who are 
alive to the sales possibilities of Visible 
Equipment are invited to correspond 
with us regarding agency arrangements. 
We also manufacture an up-to-date line 
of standard Loose Leaf Goods. Send for 


Catalog. 
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Gn Opportunity 
awals ENGINEERS 
DESIGNERS 
TECHNICIANS 


:FRIE 


Bendix Aviation Corporation 


Instrument 
Division 





Through 69 years of Peace and War, the name 
FRIEZ has been synonymous with precision instru- 
ments throughout the world. As a division of 
Bendix Aviation, FRIEZ has pioneered in Elec- 


tronic, Mechanical and Control fields. 


To carry forward this essential war work, as well 
as to project our war facilities into peacetime fields, 
calls for a high order of engineering skill .. . an 


opportunity and a challenge to 


ENGINEERS, DESIGNERS, TECHNICIANS 


We have openings in these groups that should in- 
terest both graduate engineers of long experience 


as well as recent graduates. 


Tell us in which of these fields you have specializéd. 
Or if a recent graduate, for which of these fields 


you would be best adapted. 


Your letter of inquiry will be assured strict confi- 
dence. Tell us as much as possible about yourself, 
and we will in turn send you complete details of a 
FRIEZ job in which your professional abilities will 


be profitably employed. 


Write Today to: CHIEF ENGINEER 


FRIEZ |... 


INSTRUMENT DIVISION 


BENDIX AVIATION CORP. 
1231 E. LAFAYETTE AVE., BALTO, MD. 





HIRING SUBJECT TO WAR MANPOWER 
* REGULATIONS * 








SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





A general survey among the various stationery and 
business equipment stores in this vicinity indicates 
that they will not be seriously affected by the new 
draft order. Nor are there many men in the 4-F draft 
classification who may be taken in for miscellaneous 
work, so that more rugged men now holding such jobs 
may be put into active fighting. Many young women 
are doing well on the sales floor, and are being directed 
by older men with families. 

There are some companies with printing establish- 
ments, however, who report that they may lose some 
men from these plants. It is still too early to predict 
just who will be called, so it is more of a matter of 
waiting and hoping for the best. 

* * * 

Reports from retail stationery stores also indicate 
that all stores went through 1944 in pretty good shape. 
It cannot be reported that there were big percentage 
gains, since 1943 was a better year for getting mer- 
chandise and there are items that are either hard to 
get or out of the market altogether. Still it can be said 
that business was good. 

Factory branches, of course, are dependent upon al- 
lotments and service, so their business has been re- 
stricted. Difficulty in getting good mechanics have 
hindered service operations, and allotments have held 
back sales. 

* * * 

Wallace R. Forke, outside service mechanic for L. C. 
Smith & Corona Typewriters, Inc., is the proud father 
of a baby girl, born on December 30. She has been 
named Linda LaVonne. Congratulations, Mr. Forke. 

x * * 

Frank C. Hall, branch manager for Underwood Elli- 
ott Fisher, is also editor of the Rotary Club’s publi- 
cation, The Wheel of Fortune. He showed your re- 
porter several issues, and he is to be complimented 
on the fine job he is doing for this fine organization. 

Mr. Hall is also a hunter. This season he bagged his 
limit of two deer, the last on the last day of the season. 
The deer were killed with one shot each. 

Ross Maddox, service foreman for this branch, did 
his bit in bringing down some turkeys. 

« * * 

And, speaking of deer hunts, three well-known men 
in the stationery field from this district tried their 
luck recently at the Sullivan ranch near here. They 
are Frank Ducos, Maverick-Clarke; O. D. Mann, man- 
ufacturers’ agent, Fort Worth, and L. H. McDaniels, 
Stationers Manufacturing Company, of that city. Re- 
ports are that “due to inclement weather” only one 
12-point buck was brought back. Further reports are 
that one of other men had bad luck in that “he 
failed to catch a third ace.” 

* * * 

Friends and acquaintances of J. Andrew Smith of 
the J. Andrew Smith Company, will be pleased to learn 
that his son, Lt. James H. Smith, has been awarded 
the Distinguished-Flying Cross for meritorious combat 
achievement while serving as a flight leader of a 
Liberator bomber squadron with the 15th Air Force 
in Italy. 

Lt. Smith had previously been awarded campaign 
ribbons for the Italian campaign and the air offensive 
over Europe, the Air medal with five oak leaf clusters, 
and a Presidential Unit citation. 

Lt. Smith is now stationed in United States as a 
pilot instructor on B-24 bombers, and will soon assume 
new duties as pilot instructor on the B-29 Super- 
fortress. He is to be congratulated for his fine record, 
and similar congratulations go to “Andy” for having 
such a fine son in the service. 

. + * 

M. R. Allen, operator of the Central Typewriter Com- 

pany, reports that he is getting quite a number of 
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Ist STEP—The Primary 
or Basic alphabetical index 
—in the 1st position —Blue. 


When cards increase in 
quantity and a finer distrib- 
ution is necessary—the 


2nd STEP—Auxiliary 
guides, dividing the main al- 
phabetical sub-divisions are 
placed in the 2nd position— 
Orange. They maintain con- 
trol of the number of cards 
behind each guide. 


3d STEP—Common or 
Surname guides, 3d cut, last 
position—Black, are inserted 
to index like names when 
they occur in large numbers. 
These may be broken down 
into smaller groups by using 
Christian name initial guides 
— Orange, in last position. 
End guides show the term- 
ination of Common name 


groups. 
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SMEAD’S CRAFTSMEN... 


MANUFACTURING CQ. INC. 


$F. 


* HASTINGS, 


MINN. 
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\ ... offices need retooling, too! , 


———— 


— 
ee 


Mucn office furniture today is war-emer- 
gency output — the best available under the 


circumstances. 


It means that immediately after the war there 
will be a tremendous demand for replacements. 
Offices, like machine shops, will have to be re- 
tooled for peace. 


The dealer who is in a position to fill this de- 
mand will be in an enviable and _ profitable 
position. Every “Steel-Age” dealer will be in 
that position. The beauty and efficiency of this 
““Steel-Age”’ Office Furniture will be evident to 
all. It will sell on sight and serve every user 
with satisfaction. 


We invite progressive and postwar-minded 
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dealers to write at once for full details on the 
Corry-Jamestown franchise. 


INVEST IN VICTORY 
BUY WAR BONDS 
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used machines to sell, as “many people are bringing in 
machines that have been stored away for many years.” 
He reports offers of old Oliver, Fox and Smith Premier 
machines, in addition to an American adding ma- 
chine. His repair business at this time is running ap- 
proximately 40 per cent ahead of last year. 

* ” * 

Miss Bobbie Keith has joined the staff of the local 
pranch of the Royal Typewriter Company as office 
stenographer. 

* * * 

Louis Dromgoole, formerly associated with another 
typewriter agency in this city, has been named repre- 
sentative of the typewriter division of the local branch 
of Remington Rand. 

* * x 

Speaking of activities in the local Rotary Club, this 
organization has another local stationer on its staff. 
He is W. C. (“Bill”) Clegg of The Clegg Company, a 
past president of the NSA. Bill serves as secretary- 
treasurer. With Messrs. Hall and Clegg on their staff, 
we are ready to agree that this club is a good organ- 
ization. 

* * * 

Paul Anderson Company has added two young ladies 
to its sales staff. They are Miss Leona Roerig and 
Mrs. Aurora Zamora. 

This firm publishes a monthly house organ, the Paul 
Anderson News, which is sent to approximately 2,000 
firms and business leaders in this section. An eight- 
page publication with a page size of approximately 
9x12 inches, it is brimful of timely information on 
new merchandise received, seasonable merchandise, 
and a‘cessories essential to every modern business. 
The December issue, with a two-tone cover in green 
and red, featured Santa Claus and Uncle Sam. At the 
bottom appeared the message, “This Christmas Is A 
Time For Faith And Courage.” 


—————_o—e 9 


NATIONAL RETAIL DRY GOODS ASSOCIATION 

STUDIES POST-WAR OFFICE EQUIPMENT NEEDS 

A need for new office machines and equipment was 
reported by 59 per cent of the stores replying in a 
post-war spending survey conducted by the National 
Retail Dry Goods Association among its members. 

Indicating that the nation’s merchants are planning 
to spend a total of more than $1,000,000,000 for store 
modernization and improvements of all types after 
the war, the survey was made by the association’s 
post-war planning committee, of which Saul Cohn, 
president of City Stores Company, is chairman. 

Cohn pointed out on December 30 that the survey 
was made as a result of a decision reached at.a meet- 
ing of the committee last summer. 

“Our committee,” he said, “took the position that 
retailers should prepare their plans in advance of 
the coming of peace and then be prepared to go for- 
ward with those plans regardless of what other lines 
of business may do. 

“We have faith in the soundness of the nation and 
we realize that if we are to have anything like the 
employment our hope of prosperity requires there will 
be a great obligation on, and opportunity for, re- 
tailers to do a better and bigger job in the field of 
retailing than ever before. 

“The replies to our questionnaire indicate clearly 
that retail stores will have a tremendous volume of 
expenditures to make after the war for improvements, 
replacements, modernization and, in some cases, ex- 
pansion of their plants and fixtures.”—BJ 


—_—__—__»-—= 9 ——_—_— 


SMITH-CORONA OFFICE IN NEWARK MOVED 

L. L. Allen of the Newark, N. J., branch of L. C. 
Smith & Corona Typewriters, Inc., reports that his 
headquarters have been moved to the Broad and 
William Building, 3 William Street, Newark. The new 
quarters have improved facilities for handling all 
phases of the company’s business. 
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FOUNT-O-INK 


INSTANT ACTION 
are 


business 
builders 





Fount-O-Ink Writing sets deliver un- 
failing service. They are the quality 
line that particular people are proud to 
own. Alert dealers are featuring Fount- 
O-Ink Writing sets equipped with 14K 
solid gold points of America’s finest 
quality and workmanship . . . Choice of 
colors in brilliant Mahogany, Walnut 
and Jet. 

Many of America’s largest institu- 
tions have long used the efficient com- 
mercial type Fount-O-Ink Writing sets. 
New orders for industrial installations 


are constantly being requested. 


Our latest catalogue and 
price list will prepare you 
to meet a market eagerly 
awaiting Fount-O-Ink 
Writing sets. All items are 
available. 





GREGORY FOUNT-0-INK COMPANY 


3501-11 EAGLE ROCK BOULEVARD 
gc ANGELES 41, CALIFORNIA * 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn 





Formerly on the staff of Schwabacher-Frey Com- 
pany, San Francisco, Calif., Mrs. Marjeane Werschkul 
recently joined the W. S. Kirkpatrick advertising 
agency of Portland, Ore., into which Richard G. Mont- 
gomery went as a partner after many years as an 
executive of the J. K. Gill Company of that city. Mrs. 
Werschkul, who was Schwabacher-Frey’s advertising 
manager, will be an account executive for the expand- 
ing agency. 


* * *” 


Al Howe has recently resigned as manager of Pio- 


_neer, Inc., long-established office supply firm of 


Tacoma, Wash., expected shortly to be merged with 
the Lowman & Hanford Company of Seattle and 


* * * 


New honors have come to Fred C. Stelton, manager 
of the Pacific Office Supply & Equipment Company, 
1008 Western Avenue, Seattle, Wash., in his recent 


election to membership in the Seattle Chamber of 


Commerce, where he will be associated with the lead- 
ing businessmen of the city and the Puget Sound 


| region. The chamber is preparing to launch an exten- 


sive membership program that will have vast influence 
over post-war employment and business improvement. 
* * x 
Eddie Vine, well-known Seattle stationer and head 
of his own pen and greeting card establishment of 
downtown Seattle, takes over as secretary of the Poggie 
Club for 1945. He has been, as prior president of this 
salt-water fishing organization, most active in arrang- 
ing salmon derbies and week-end fishing parties for 
the servicemen and servicewomen of the Sound region. 
+ * * 


Crowds cluster daily around the Reliable Typewriter 
Company’s windows and entrance at Colman Ferry 
Terminal and docks of Seattle, Wash., tight knots of 
men and women blocking the store front to view the 
celebrated artist working within. Edward Van Warner, 
who worked at the Chicago World’s Fair, New York’s 
World of Tomorrow, and Catalina Island, as well as 
other outstanding international exhibitions, is now 
turning out customers’ protraits at nominal fees at the 
typewriter company offices. 

” * * 

Marketing stationery and business forms for the 
past 41 years, the Pacific Manifolding Book Company 
made a notable alteration in operations on January 1, 
when it changed its name to Moore Business Forms, 
Inc., E. C. Courtois, Seattle district manager of the 
organization, announced recently. The new company 
is to include eight United States and Canadian sub- 
sidiary companies of the Moore Corporation, Ltd., with 
headquarters in Niagara Falls, N. Y., where E. G. 
Baker continues as president. W. H. Mordy continues 
as general manager of all western operations, in addi- 
tion to assuming the vice-presidency of the newly- 
named Moore corporation. 


* * * 


Thomas Pelly, head of Lowman & Hanford Com- 
pany of Seattle, and Mrs. Pelly held a recent neighbor- 
hood eggnog party for the welcoming of Mrs. Pelly’s 
mother, Mrs. Boyd Taylor, Washington, D. C., who 
visited here recently. Several distinguished social 
affairs were held in her honor during her stay at 
the home of the stationer. 

ee 


SEARS NAMED TRUSTEE BY TOLEDO MERCHANTS 
L. J. Sears, secretary and general manager of the 


| Franklin Printing and Engraving Company, Toledo, 


and prominent in activities of the National Stationers 
Association, has been elected to a one-year term on 
the board of trustees of the Toledo Retail Merchants 


| Association. He is retiring president of the group —AK 
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HELEN TALBOT 
(Republic Pictures Starlet) 


SPIRITCARB 


(ALSO MADE FOR GELATIN PROCESS) 





A thundering success—IMPERIAL 
SPIRITCARB is the magic formula 
for opening doors hitherto 
closed to you, Because con- 


~ape on Sane hectoay yah | \ 


licati that th a 2 Se 
duplicating Carbon that throws oe ‘. 4 LLOOW 


down more color, produces 
more copies (500 are easy for 
IMPERIAL SPIRITCARB) and at the same time is 
light on the budget, you find a ready welcome 
in offices everywhere. 







This is just one ace in a royal flush hand for 
Dealers who sell the Peerless-Imperial line. 
Peerless-Imperial Ribbons and Carbons are 
famous for quality, durability and value from 
coast to coast. 


If you are a progressive dealer interested in a clean, warm, profitable relationship with a big friendly 
company—then this is an invitation for you to join forces with us. You will find it the most pleasant 
relationship in all your experience. Drop us a line today, won't you? 


PEERLESS - IMPERIAL CO., INC. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA Manufacturers with the dealers’ viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 
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SMITH-CORONA NAMES NEW BRANCH MANAGERS 

New managers have been appointed for the Kansas 
City and Buffalo branches of L. C. Smith & Corona 
Typewriters, Inc., according to recent announcements 


_ ne UTION 79 | 
bp ' issued from the organization’s home office at Syracuse, 
PROGRESS lc, ‘ane 
Alvan E. Bailey has been appointed manager of the 


Kansas City branch to succeed the late Leslie A. Platz. 


* 








CNA 
MORE THAN * 
‘ : 
MILLION 


Markwell 


Stapling Machines ALVAN E. BAILEY 


Mr. Bailey, a native of Lorimor, Iowa, has been mana- 
ger of the Buffialo office since March 31, 1934. He 
entered the company’s employ in January, 1928, as 
manager of the Worchester office, then a sub-branch 
under Boston. He was transferred to Buffalo after 
six years in this post. 

Joseph J. McCarty was named acting manager of 
the Buffalo office, as of January 1. He was first as- 
sociated with the company in April, 1934, as a sales- 
man in the Columbus branch. In 1941 he was pro- 
moted to field representative of the Corona division, 
with headquarters at Columbus. 

snacenssityiilliaii am 


PENN-MAR-VA’S XMAS LETTER WELL RECEIVED 

For the second Christmas in a row, the Penn-Mar- 
Va Travelers—those patient gents who tour District 
No. 3 of the National Stationers Association—dis- 
patched cheery Yuletide letters to all former members 
who are now in service 

The response from these Penn-Mar-Va “scrappers,” 
as it was last year, was most gratifying, reports Al W. 
Williams, secretary of the club. For example, there’s 
the humorous response from Al’s son, Ray, former 
Acco emissary and editor of the Penn-Mar-Va 
Traveler, now serving with an engineer camouflage 
battalion somewhere in South Carolina. Pens Ray: 
“Your Krismus greeting was received and greatly ap- 
preshiated. I no that the fellows in the service, far 
and near, will get a kick out of noing you are think- 
ing of them even tho lots of them have been away a 
long time. 

“T don’t no where you got my name but I worked 
(sometimes) for Acco Products and traveled a lot 
of big cities like Punxsatawny, Salem, Mt. Hope, and 
other places, most of them just as large. I had a lot 
of pretty good customers too, mostly those that Ed 
Johnson and Earl Prentzel forgot to call on and a 
couple, I think, who pade there bills but now I’m 
going to be a thirty-year man in the army for I get 
all my close and food free and can save almost all 
my pay. 

“Seriously, gang, the Christmas letter was swell and 
I’m proud to be a member of Penn-Mar-Va Travelers 
Club (non-paying) but I wish someone would get that 
‘Traveler’ started so I could find out who is doing 
whom, for most of you guys are too busy to write the 


dirt. 
“My best to all of you. I hope you had a Merry 
Christmas and that the New Year will give you all 
a break.” 
Sincerely, 
° ° (Signed) Ray Williams 
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STANDARD OF THE WORLD 


6 “MAJORS” lead the 
A. W. FABER 

















Parade 


. CASTELL Indelible and Colored 
Copying Pencils—15¢ 

. WINNER Techno-TONE Draw- ‘ 
ing Pencil—2 for 25¢ 

. COMMODORE Colored In- 
delible Pencil—10¢ 

. “THE WINNER” Thin Colored 
Crayon Pencil — 10¢ 

. COLUMBUS Thick Colored 
Crayon Pencil—10¢ 


. COLUMBUS Quality Black Lead. 
Writing Pencil—5e — i 
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\ ly Handle GOLD and some of it 


sticks to your fingers... 


Handle WINNER. 
PENCHS 
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Everything you want in a colored pencil including 
ECONOMY 


Many colored pencils LOOK alike. Many claim the same 
virtues. But only WINNER Thin Lead Colored Pencil can 
claim the A. W. Faber imprint. To Architects, Surveyors, 
Draftsmen, Clerks, Auditors, Accountants and Executives 
the 183-year-old A. W. Faber name stands for an EXTRA 
ingredient which puts the pencil far out in front. 


Strong, thin crayon pencil, hexagon in shape, vivid in 
impression, encased in quality cedar wood. Superb for 
checking, sketching, blueprint marking. Sharpens to a 
needlepoint without snapping or crumbling. Available in 
red, blue, green, black, white, brown, carmine, blueprint 
yellow and blueprint orange. Mr. Dealer—get your impor- 
tant consumer accounts to test WINNER Thin Lead Colored 
Pencils. Send for samples today. 


FABER INC. NEWARK, N. J. 
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CHAIR IRONS NOW 
RELEASED 


The release of chair irons by the 
revision of WPB Orders on Janu- 
ary 4th is no longer news, but 
chair manufacturers, dealers, and 
users should all profit from this 
move. The use of these irons in- 
stead of the wood substitutes, will 
enable the manufacturers to con- 
serve critical lumber and man- 
power in spite of dwindling sup- 
plies of both. You dealers will be 
able to sell a product with many 
improvements over the chairs 
with even the best of the wood 
swivels. Your customers will be 
rewarded with more sturdy and 
durable chairs which will increase 
workers efficiency through such 
added comforts as tilting features 
found in the irons now authorized 


for use. 


FURNITURE ORDER L-260a 
REVISED 


WPB has also revised the Furni- 
ture Order L-260a, but the 


changes will have little or no im- 
mediate effect on the production 


of office furniture. 


All restrictions on patterns have 
now been eliminated, and manu- 
facturers are no longer limited on 
introducing new patterns or on 
their total number of patterns. 
However, do not expect your man- 
ufacturer to bring out any new 
patterns unless it is possible for 
him to conserve manpower and 
materials. Neither can you expect 
discontinued items to be re- 
instated in the lines. Manufactur- 
ers have stabilized their lines in 
the last two years in order to ob- 
tain maximum production from 
the labor and materials which are 


available. 


Another change in the Furniture 
Orders has been the removal of 
wood chairs with metal swivels 


from the Metal Order (now L-13b) 


and including them with other 


wood furniture under L-260a. This 


change is merely administrative, 


and is otherwise unimportant. 





LUMBER CONTROLS 
TIGHTENED 


Because of decreased production 
as a result of bad weather and in- 
creased demands of the Military 
for hardwood lumber for trucks, 
landing barges, etc., WPB found 
it necessary early last month to 
further restrict the purchasing of 
the better grades of oak, birch, 
beech and several other species of 
hardwoods. However, walnut is 
not covered. There has been no 
“freeze” on any of this lumber 
which office furniture manufactur- 
ers have in stock. If the restric- 
tions remain in effect for an ex- 
tended period, it will be necessary 
for manufacturers to substitute 
other species which are not sub- 


ject to these particular controls. 
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OFFICE FURNITURE INSTITUTE 


WASHINGTON 5, D. C. 











American Security Building 
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HAUSMAN PENCIL COLLECTION FEATURED AT 
HOBBY AND ANTIQUE SHOW IN CHICAGO 


In the five years that William Hausman has been 
picking up odd and special pencils he has acquired a 
collection of over 15,000 pencils, which he maintains 
in the basement of his home at 1243 North Harding 
Avenue, Chicago. He has constantly added to his col- 
lection until it is now classified as the second largest 
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HAUSMAN PENCIL COLLECTION AT THE RECENT HOBBY 

AND ANTIQUE SHOW, STEVENS HOTEL, CHICAGO.—Mr. 

Hausman is at the right. The other gentleman is T. H. 

Shumon, match collector, who has shared exhibit space with 
Mr. Hausman for several years. 


in the United States and the biggest in Illinois. Not 
long ago he was offered $5,000 of his pencil accumula- 
tion, but he prefers to keep on collecting and invites 
manufacturers, jobbers or retailers who have slow- 
moving odd lots of novelty pencils, wood cased or 
mechanical, to give him an opportunity to purchase 
them. 

Because of the success that rewarded his efforts in 
previous years, Mr. Hausman contracted for double 
his usual space at the recent Hobby and Antique Show, 
held in the Stevens Hotel, Chicago. As before, he 
partnered with H. T. Shumon, match collector, in 
building the display. The increased cost of the larger 
booth was more than compensated for in enlarged 
business volume. Visitors bought a substantial portion 
of the more than 3,000 pencils on sale, most of which 
were duplicates of the 1,000 novelty pencils of Mr. 
Hausman’s collection which were attractively on dis- 
play boards. 


——_9— 9 —___. 


HOME OF NEW YORK PAPER FIRM COLLAPSES 


Just a few hours after the 27 employees of the 
Wansco Paper Products Company, Inc., had left the 
firm’s offices at 79 Duane Street, New York on Decem- 
ber 27, the building suddenly crumpled into a non- 
descript pile of beams and masonry. Erected late in 


the nineteenth century, the structure stood on the | 
north side of Duane Street, between Elm and Broad- | 


way. It was recently offered for sale, but price nego- 
tiations had never been completed. 

Cause of the building’s collapse has not been de- 
termined. There was no explosion or fire which might 
have weakened the supporting walls. One theory ad- 
vanced was that termites might have been the cause 
of the structural failure. Adjoining buildings checked 
by building department inspectors were found safe. 

The ruined building, prior to 1933, had been occupied 
for almost 50 years by the Amberg File & Index Com- 
pany, now located in Kankakee, III. 

The Wansco company, which occupied temporary 
accommodations a few doors away from their former 
home, is now located in new and larger quarters at 
409 Pearl Street, New York, where a store and base- 
ment totaling 20,000 square feet of floor space is being 
utilized. 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation, plus the fact 
that much of our facilities are actually 
engaged in war work. With our very 
limited production deliveries are defi- 
nitely retarded. Your patience and 
understanding in this emergency are 
appreciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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The good secretary, like the good executive, 
needs INSPIRATION and CONCENTRATION 


No. 1001 


New Indiana Office Chairs 


lead in wartime service and value 





Our executive and secretarial chairs 
now available are numbers that 
have been in service well over two 
years and have proved their qual- 
ity. They are thoroughly comfortable 
and convenient, inducing and in- 
spiring effective effort. 

Those furnished with wood swivel, 
can be re-fitted with standard chair 
iron at point of use since irons are 
now available. 











For the _ present, 
please continue to 
mark priority on 
all orders. 





New Indiana 
Chair Company 


JASPER, INDIANA 
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Helping "Em Keep 
Better Records in 1945 


One of the first acts of the New Year for the sta- 
tioner, as the curtain goes up, will be to help the 
individual businessman or company keep good records. 
And this can be done, of course, only through such 
record-keeping, simplifying or codifying office devices 
as he judiciously calls attention to at the turn of the 
year. 

Now, more than ever, rises the stark necessity for 
keeping records—all records—straight and ruled to 
the line. The year 1945 will be one of greatest im- 
portance to the nation, all prophets indicate, as well 
as to American business and economy as a whole, 
come reconversions and realignment of lend-lease. 
Within all ranks it will be a year of decision and of 
multiple changes. Records must be kept. 

Transfer cases, boxes and filing cabinets of many 
different (even substitute) materials pinch-hitting for 
the duration are among record-keeping devices needed 
first and foremost for the “January Clearance”—the 
first-of-the-year housecleaning or transfer of already 
hoary 1944 records. These do not go into the discard, 
of course, but into archives and annals of the business. 
For this annual office clean-up these items are 
No. 1 on the “Get” Parade. And frequently they are 
the most advertised items of the stationer at the out- 
set of the New Year. 

On the other hand, there are a host of other sta- 
tionery items and accessories that may be highlighted 
instead of overlooked at the changing season. For 
example, the pioneer stationery firm of J. K. Gill 
Company, Fifth Avenue and Stark Street, Portland, 
Ore., grouped a host of simple devices for permitting 
the business or professional man, the private citizen 
or company, to xeep better, more complete, records. 

Specific grouping by the Gill organization in a 
name-by-name listing included not only the ubiquit- 
ous calendars and appointment books so topical at the 
season, but also famliy budgets and tax records; 
expense books and analysis pads; columnar pads and 
loose leaf systems; note books and file folders; file 
cards and index tabs; legal forms and payroll books. 

They made an imposing list, especially with the 
addition of time books, shipping records, receipt books, 
invoice records and scrap books (more can use these 
than do)—all prominently featured in the commercial 
stationery section on the first floor of the store. 

Much of the irritation, the squawking anent tax 
records, withholding monies (to be a greater bother 
this year) and the ranting against red tape one hears 
from businessmen emanates in the first place from a 
lack of proper records, a dearth of facilities, failure 
to provide the office essentials, and poor choice of 
office supplies. If he kept better records things would 
not be so difficult, and he would not be doing things 
the hard way. 

As the Gill organization, getting off to a good start 
on its stationery business spadework early in January, 
strikingly pointed out last year: 

“Be sensible and get the correct book or system 
for your particular need (Italics are ours. It’s a most 
important point)—Let Gill’s experts help you. 
Drop in soon!” 

The business office can be a beehive in 1945. There 
are new leaves to turn in the New Year, new business 
to be recorded, new accounts to be Kept. None of this 
can be done satisfactorily, if at all, without the com- 
mercial stationer. He’s the key man at the climax of 
the holiday season. Then his expert staff members can 
be of greatest help with highly specialized stock 
records. 

Little 1945 will grow lusty in the months of mer- 
chandising ahead on the calendar—the very calendar 
the stationer provides for countless business offices in 
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Quality is never accidental... 
IN DESKS OR IN SILVERWARE! 


Top-notch performance in any field of endeavor is never an 
accident. Back of every superb creation of the human mind 
lies painstaking effort coupled with innate skill. Building a qual- 
ity product is a long, exacting process . . . it takes time, skill 
and patience and presumes an unwavering allegiance to the 
ideal of fine quality . . . and nothing less. Even the layman can 
recognize the high quality built into Imperial Desks. This quality 
is part of the Imperial tradition, you know and we have every 
intention of maintaining this standard throughout the years. 







ede. om pa a.y 
EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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No. 4 GENUINE 100% ROUND WIRE 
ieee Uncondionally Guaranteed 4 S 


Here are staples that set a new standard 




















in quality and efficiency. Your customers 
will prefer them ... Nation-wide advertis- 
ing is already building up a demand that 
will make them the leading staples in the 


/market. 


Perfected by SPEED’S Engineering Staff 
after years of development, they are pre 
cision-made and uniform both in quality 7 
and count. Every staple on a strip is in | 
accurate alignment... These GENUINE 
ala! ® ADVERTISED NATIONALLY to reach 850,000 Key 
SPEED STAPLES achieve better, smoot Business Men and Millions of Potential Users 
tration. AND, being ROUN VI wee ~ 
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is @ common cause of clogging. 
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his community. (There’ll be few advertisers providing 
any gratis this year). 

Seizing a New Year horn, figuratively speaking, the 
stationer may loudly sound off with special messages 
concerning his forms for stock-taking, his sheets for 
inventories, and countless other special needs and 
devices as mentioned above. He'll be of greatest help 
in launching a most important year if he does so. 
—CML 
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SHAWNEE OFFICE SUPPLY FIRM CHANGES HANDS 


Otis G. Hobbs and B. W. (Bud) Dierker have an- 
nounced the purchase of the Peerless Office Supply 
store in Shawnee, Okla., the transaction being con- 
summated late in November, 1944. The name of the 
firm, which maintains a complete printing shop and of- 
fice supply department, has been changed to Oklahoma 
Office and Bank Supply Company. The new owners 














B. W. DIERKER 


OTIS G. HOBBS 


have announced that an office furniture department 
will be opened in the near future, and that several 
counties adjacent to Pottawatomie County will be 
served. 

Mr. Hobbs has had 21 years’ experience in the office 
supply business, having started with the Western Bank 
and Office Supply Company in 1923. Ten years of that 
time was spent as a specialist on Mimeograph equip- 
ment, three years as a city salesman on general office 
supplies, and the past ten years as a county repre- 
sentative of the firm. 

Mr. Dierker, a native of Shawnee, was in charge of 
the accounting department of the Rock Island rail- 
road in that city for 18 years, and for the past 12 
years has served as chief deputy and county clerk 
of Pottawatomie County. He is resigning that office 
to devote his full time to the new business. An engi- 
neer in the last war, he is a past commander of the 
American Legion in Shawnee and has long been 
active in civic affairs. 


———--—__—_ 


RENAMED HEAD OF CLEVELAND BANK BOARD 


George C. Brainard, president of The General Fire- 
proofing Company, Youngstown, Ohio, has been re- 
appointed chairman of the board of the Federal 
Reserve Bank of Cleveland for his seventh consecutive 
term. A member of the board since 1936, he has 
played a prominent role in industry, banking, and 
civic affairs in Youngstown since 1922, when he came 
here as superintendent of the metal furniture division 
of The General Fireproofing Company. In 1925 he was 
made general superintendent and two years later be- 
came vice-president. He was named president in 1928. 

Brainard served in 1933 as a member of a seven-man 
state banking advisory committee. Three times presi- 
dent of the Youngstown Chamber of Commerce, he 
has served the Government in two wars. Early in 
the present war he was named director of the tool 
division of the Office of Emergency Management, 
which became the War Production Board.—AK 
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Profitable 
quality products 





PROTECTIVE 
HOLDERS 















For 
All Records 
Shop Tickets 
Route Slips 
Specifications 
Blue Prints 





| Protection from 


wear and tear 
dirt and grease 


Aico Protective Holders are needed in business 
today to save time, avoid errors and keep draw- 
ings, records and forms clean and legible. Trans- 
parent sides allow perfect visibility. 

Aico quality products mean satisfied customers, 
and satisfactory sales. 

AICO Protective Holders are sold only through 
stationers. Order the AICO Protective Holder 
Sample Kit today. It will help you get extra busi- 
ness and extra profits! 

ORDER THIS SAMPLE KIT 8 different sizes of AICO Pro- 
tective Holders from 4'' to 6'' to I7''x 22''—the perfect sample 


kit and sales aid. Use this sample kit to bring in extra business, 
and extra profits. Only $2.00 Net. Mail the coupon today. 
ACCESSORIES 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 
INDEXES AND INDEX TABBING 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 





WORLD'S LEADING MANUFACTURERS OF 





G. J. AIGNER COMPANY 

Dept. O.A.—503 S. Jefferson Street 

Chicago 7, Illinois 

Please ship and bill me for.......AICO Protective Holder 








yari® Sample Kits at $2.00 each net. 
\S NAME 
«¥ ,ow* 
cow COMPANY 
CITY... eRe 
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ADDING -:- BILLING 
BOOKKEEPING 
MACHINES 


MIMEOGRAPHS 
EDIPHONES 
MULTIGRAPHS 
DICTAPHONES 


Reliable 


Typewriter and 
Adding Machine Co. 


303 West Monroe Street 
CHICAGO 6, ILLINOIS 
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YOUR WOMAN AND THE WAC’s 


Sister, wife, sweetheart or daughter, is your woman 
a petted, pampered darling whom you enjoy keeping 
so? Are you one of the men who says, “It’s all very 
well for other men’s women to leave home and ‘do’ 
things in the world—but mine, no!” 

Consider for a moment what you are depriving her 
of. In these grim and world-shaking 1940’s woman’s 
place is not in the home, unless she has small chil- 
dren to take care of. She is too much needed in other 
places. In keeping her home, you are compelling her 








or 


JUST TWO OF THE SCORES OF ESSENTIAL JOBS HAN- 
DLED BY THE WAC.—Above: WAC’s in the Army Serv- 
ice Forces, assigned to ordinance, have the interesting 
task of inspecting captured enemy tanks and other 
equipment brought home from the battlefields for re- 
search. Below: women who are high school graduates 
and have six months’ civilian training as dental as- 
sistants may qualify for direct assignment in the WAC. 
Others are trained by the Army. 


to live back in the Victorian era. She is not sharing 
the experiences which most of her generation is hav- 
ing. She is out of the world—not of it. The chances 
are that she will feel that lack for the rest of her 
life, and you will be to blame. 

What is your resistance to her joining the WAC? 
You think it’s all right for your son or brother or 
even yourself to take part in this war. You think it’s 
your duty; that it’s men’s job—but not women’s. 

In England, the women have been conscripted for 
war service. They are at their country’s call to replace 
men on the farms, in industry, on the railroads, sub- 
ways, buses, aS postwomen. Many of them are in the 
armed services—replacing men in non-combatant jobs. 
Much of the burden of civil defense rests on England's 
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Sensational New Switch for FVERSHARP » 
MILTON BERLE in 


CBS 


10:30 P.M.EWT 


WED. NIGHTS 


MILTON BERLE 


Phil Baker IT LOOKS LIKE THE 
Read what these other CBS stars say ‘iad STARS AGREE: YOUR 


about Berle’s new network change: : SHOW'S NOW HOTTER 


KATE SMITH—“I'm glad Milt’s joined us on CBS. His | THAN EVER! 
show sparkles like a bow] of Jello.” 


MAJOR BOWES—“Welcome to CBS, Milt! I know . Milton Berle 
your gags will be Eversharp!”’ 


FANNY BRICE—“You know what I’m listenin’ to? THANKS, FELLOW-STARS ! 
Milton Berle’s new show on Columbia. And I like ’im!” TELL FOLKS TO TUNE IN 


PATRICE MUNSELL, star of the Metropolitan Opera WEDNESDAY NIGHTS AT 
and the Prudential Hour—‘‘Milton Berle’s switch to 10:30 2 M. EWTI 
CBS sure hits high C with me!” . M., EWT! 


SL IVIRSHNKP nial gore acl the jiruest/ 
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MICHIGAN DESKS 


and 
@ er | Samer e RRO ee 





No. 3066 — 66 x 36 
Genuine Walnut Exterior 


Merchandise establishes its own true value. Sooner or later 
its character will develop—in its use—in the satisfaction it 


gives to its owner. 


The Executive Desk illustrated retains the excellence of 
quality which contributed to its outstanding popularity in 
the pre-war competitive market. Its present manufacture 
is necessarily limited due to shortages of material and labor, 
altho still available for later delivery on a basis of fair dis- 


tribution to the greatest number of our many loyal dealers. 


MICHIGAN DESK COMPANY 


GRAND RAPIDS 1, MICHIGAN 
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NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 








FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legal We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects' drawings and spe- 
green of walnut finish. cifications. 
Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 


Write for our catalog. 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET . NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28°Dx52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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JASPER CHAIR COMPANY 
OFFICE CHAIRS 








No. 600 


No. 601 


ALL STEEL CHAIR IRONS 
BACK AGAIN 


If our Dealers and Distributors are as happy 
as we are to have the all steel chair iron back 
again on all revolving chairs, it makes all of 
us a very happy family. 

Notice of the restoration of all steel chair irons 
was received ten days ago, and we are making 


shipment as promptly as the general situation 


will permit. 

Dealers and Distributors, please remember that 
on all orders. the all steel chair irons will be 
prorated so as to bring about a proportional 


relation to all. 


All orders filed, and those filed in the future, 
will be shipped on the basis outlined above. 


JASPER CHAIR CO. 


JASPER 


IN DIANA 





REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 





3 > 
qs ae 


é ean PER. ino 


James 8S, Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) Seattle, Wash. 


E. W. Thomas (Southwest) 
Box 3493 Peninsula Station 
Daytonia Beach, Florida 


405 Orpheum Bldg. 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York, N. Y. 








116 


OFFICE APPLIANCES, February, 1945 





a om bt ae Akt CUP CUetlCUeC et 





at 
be 


al 


re. 


ye. 





945 





brave women, and it has not been comparable to 
America’s civil defense. The English have all-out 
blitzes; they have had robot bombs; they have known 
what it is to lose all their possessions—and to turn up 
at the office next morning—smiling. 

American women have fallen down badly—and one 
of the main reasons they have fallen down is because 
you are asking them to “stay as sweet as they were.” 
Your idea of “sweet” is unknowing, unaware of the 
terrific forces which are sweeping the world today— 
which will be sweeping the world tomorrow. 

And in case you still have a “feeling” against your 
woman going into uniform, consider the American 
benefits she will store up for herself. She will come 
under the same G. I. bill of rights that any Joe does. 
She is entitled to further education—at Government 


expense; she can borrow up to $2,000 for two years | 
after she leaves the Army; she can have unemploy- | 


ment compensation around $20 a week, in case she 
doesn’t immediately get a job; she is eligible for hos- 
pitalization. 

Are you now shrugging your shoulders—saying the 
war is almost over, and certainly your woman isn’t 
needed? You’re wrong! Even though the war in Ger- 
many may be shortly over, the problem of supply, 
the needs of the increased tempo in the Pacific will be 
a major problem. Men, battle equipment, supplies, 
and a million and one other things will have to be 
transferred from the European theater to the Pacific. 
Administration and supervision of this all-important 
task can be done as well by women as by men. And 
the men can go overseas—and help shorten the war— 
if the women will take over. 


The day of Victory is near, we hope. But even 
Victory will not mean an immediate end to the duties 
of those in uniform, WAC’s included. Sixty-six thou- 
sand more women are needed now to carry on the 
splendid work they have begun and to take over more 
responsibilities to release men for active service. De- 
mobilization entails tremendous “paper work’—re- 
turning soldiers must be examined, paid off and 
checked out—wounded and disabled men need atten- 
tion and care. There are 239 classifications of Army 
jobs now being done by women in the WAC and this 
number will probably keep mounting. 


If she has special training or an inclination to ac- 
quire it, why not have her investigate and see where 
she can help? It’s everybody’s fight—we’re all in it. 
Don’t hold her back! 


——— 9 


MAVERICK-CLARKE HEAD HONORED BY KIWANIS 


Russell C. Hill, president of Maverick-Clarke, San | 


Antonio, Tex., was signally honored in January when 
he was elected president of the San Antonio Kiwanis 
Club. Later in the month, when the San Antonio 
Chamber of Commerce sent out a list of the names of 
prominent local business men from which seven were 
to be selected as new members for the board of direc- 
tors, Mr. Hill was among the seven chosen. 


Mr. Hill is to be complimented on this dual honor. 
It reflects the attitude with which the business in- 
terests of San Antonio regard him. Previous to be- 
coming president of Maverick-Clarke, Mr. Hill was in 
the real estate business, and many of the fine develop- 
ments which have helped to make San Antonio one 
of the leading cities of the Southwest may be credited 
to his foresight and initiative. 


In his position as president of Maverick-Clarke, he 
has helped to build the firm up to where it is one of 
the Southwest’s leading stationery and business equip- 
ment firms. The personnel is well organized, the mer- 
chandise is well displayed, in good order, and of good 
quality, and the sharp increase in business which this 
firm has enjoyed may be attributed to his ability. It 
is through such men that a city, a state, and a nation 
show continuous constructive progress.—BCR 
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900 East 95th Street 





REMEMBER 
THESE ITEMS ? 


For years, war demands absorbed our 


full production on priority ratings. 
We can’t blame you for having al- 
most forgotten these old time profit- 


making friends. 


We are happy to announce that les- 
sening of rated demand now enables 
us to offer a measure of service 
against unrated requirements of our 
regular trade. Production restrictions 
are still in effect and ratings still re- 
ceive first consideration; hence quan- 
tities allotted must necessarily be 


limited. 


Orders will be scheduled for delivery 
in sequence of receipt—degree of 


service based upon pre-war record. 


VAIL 
MANUFACTURING 


COMPANY 


Chicago 19, Illinois 
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RIGHT NOW.-is the 


best time to correct 
a bad file condition 


It costs money to keep on using a filing 
system which does not make available in- 
stantly any record needed today. The time 
used and the cost of the material necessary 
to reorganize a bad filing condition shown 
in the top drawer into a more perfectly in- 
dexed file as shown below it, is small indeed 
when compared fo the cost of time consum- 
ed searching for lost or misplaced records. 
You will find it helpful to write today for 
our Manual No. 11 covering Record Control. 
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Industry Members Now Serving With the 
Armed Forces in the United States 











William C. G. Ortel, son of Ralph B. Ortel, of Busi- 
ness Builders” fame and grandson of Will J. Ortel, 
Shaw & Borden Company, Spokane, Wash., started the 
new year right by beginning his Radar career on 
January 1 at the United States naval training center 
at San Diego, Calif. Familiarly known as “Bill,” he 
had just completed his freshman year at Yale on a 
scholarship won in competitive examinations. Be- 
tween school and service periods Bill was connected 


with Shaw & Borden in order and sales work. 
ec 


SHIFT TO PEACETIME EMPLOYMENT THEME OF 
NEW STUDIES BY C.E.D. RESEARCH STAFF 

The shift of employment necessitated by the return 
to peace has furnished the central theme for three 
additional studies by the research staff of the Com- 
mittee for Economic Development. Now completed 
(or well along in preparation), these three studies 
attack the problem from diverse angles, providing 
an authoritative, over-all picture of what may well 
become the greatest of post-war problems. The first 
of these, discussed briefly here, is titled Providing for 
Unemployed Workers in the Transition. The other two 
studies are Manpower Demobilization and Reemploy- 
ment. by Robert R. Nathan (in preparation) and Per- 
sonnel Problems in the Postwar Transition Period, by 
Charles A. Myers (recently published by C.E.D.). 

Providing for Unemployed Workers in the Transi- 
tion is the work of Dr. Richard A. Lester, associ- 
ate professor of economics at Duke University. Dr. 
Lester, in addition to his rich background of labor 
economics, has served with the Labor Division of OPM 
and WPB, the relief committee of the President’s 
Committee on Economic Security (1935), the War 
Manpower Commission, and in a number of arbitra- 
tion assignments. In addition to his work, Economics 
of Labor, he has authored numerous articles relative 
to unemployment provisions. 

In discussing the transition, the author limits the 
period to that necessitated for demobilization of the 
armed forces to a “normal” size and for industrial 
reconversion in all its phases. One of his outstanding 
treatments is that covering the nature and volume of 
unemployment that is virtually unavoidable before 
the reabsorption of service men and women and the 
relocation of thousands of war workers can be carried 
to completion. Comprehensive treatments are also 
accorded such factors as the adequacy of unemploy- 
ment compensation, how and to what extent public 
works can assuage the situation (including a discus- 
sion of Federal vs. local public works), and the value 
of a transition-period program of education and 
training for the unemployed. A number of proposed 
programs are also appraised, with particular stress 
being laid on the paramount objectives, proper timing 
and co-ordination. 

The study is published by McGraw-Hill Book Com- 


pany, 330 West 42nd Street, New York 18, N. Y., and 
| retails for $1.50. 
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TOMORROW'S EFFICIENCIES TODAY 


Picture above: Office of 
The Royal Indemnity 
Co. of Los Angeles 
equipped through the 
Pacific Desk Company. 
They selected Leopold 
office furniture, styled for 
the future. 


... in Leopold Desks 


*% Tastefully Tailored 
*% Sound in Structure 
% Time Tested 


Leopold offers you, in their streamlined suites, many postwar 


efficiencies, right now, styled for the future. 


Since 1876, Leopold has been looking to the future in office furniture 
using the designing skill and sound craftsmanship that has been a 
by-word at Leopold. 


So today you will find beauty, utility, convenience and endurance in 


every Leopold masterpiece. 


The Leopold Company 


BURLINGTON, IOWA 











Vari-Line Users Are 


ts. Bost Boosters 





In a matter of minutes, anyone can set grooved 
Vari-Line rubber type into a holder to produce 
a perfect rubber stamp for emergency purposes. 


Note that lines can be 
spaced, removed, and 
exchanged as desired. 





Vari-Line is rapidly replacing the 
old style of rubber type printing 
sets, carrying compression-set type. 






Type is not “forced” NY J 
into the holder; char- 7 TWEEZERS 
acters are never set XK F— GROOVE 
upside down. \ 5 

RIB AN 


Supplies are limited at present, and the demand 
exceeds the supply. When consumers once again 
become customers and can make a choice, 
Vari-Line will be that choice. 


THE SUPERIOR TYPE COMPANY 


1800 W. Larchmont Ave., Chicago 13, Ill. 
268 Market Street, San Francisco, Calif. 
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NEW YORK ELECTORAL COLLEGE VOTES IN 
ROOSEVELT AND TRUMAN WITH INKOGRAPHS 


In the past, when the New York State electoral 
college met, a single fountain pen was used by the 
electors and the secretary of state to sign the electoral 
certificate for President and Vice-President of the 
United States. The pen was then customarily placed 
in the archives of the state capitol as a historical 
memento of the occasion. 

This year the committee in charge of arrangements 
for signing purchased an individual pen for each of 
the 47 electors, which he kept after affixing his 
signature. 

The Inkograph was chosen and pens were made up 
imprinted with the name of each elector; Hon. Thomas 


ee ne 














INKOGRAPH PENS USED IN DECEMBER VOTING OF NEW 
YORK ELECTORAL COLLEGE.—Left, Thomas J. Curran and 
Miss Ruth Miner, secretary of state and deputy secretary of 
state of New York, respectively, affix their signatures to the 
certificates of election with their Inkographs. Right, Edward 
J. Flynn, named president of the New York electoral college 
for the next four years, signs as W. Frank Wallace, Inko- 
graph vice-president and sales manager, looks on. 


J. Curran, secretary of state; Hon. Miss Ruth M. 
Miner, deputy secretary of state; Franklin D. Roose- 
velt and Harry S. Truman. 

W. Frank Wallace, vice-president of Inkograph } 
Company, Inc., an invited guest at the electoral | 
ceremonies, personally delivered the Inkograph pens 
to the Hon. Ruth M. Miner, who presented each of 
the electoral voters with the Inkograph bearing his 
name. 

At the ceremonial session in the senate chambers in 
the capitol building at Albany, on December 18, 1944, 
each of the electors, the secretary of state and the 
deputy secretary of state signed the certificate of 
election with their Inkograph pen—giving New York 
State’s 47 electoral votes to Franklin D. Roosevelt as 
President and Harry S. Truman as Vice-President. 

Edward J. Flynn was elected president of the New 
York electoral college for the next four-year term. 
He was given the Inkograph pens for Franklin D. 
Roosevelt and Harry S. Truman and will arrange to 
have them delivered to the President and Vice-Presi- | 
dent in Washington, D. C. 

SK eee 
NEW OFFICE MACHINE FIRM IN WILMINGTON 


The Rainey Accounting Machine Corporation, a Wil- 
mington, Del., firm which will deal in typewriters and 
other office machines, was chartered on January 4. In-j 
corporators of the new organization, which is capital- 
ized at $500,000 and has 2,500 shares of no par stock, 
are J. Vernon Pimm and Charles A. Adami, Philadel-} 
phia, and C. D. Wilhelm, Wilmington. 
eo~—mee 

MONROE MOVES COLUMBUS BRANCH 

Monroe Calculating Machine Company has moved 
its quarters from the second floor at 203 East Broad 
Street, Columbus, Ohio, to a main floor storeroom at 
201 East Broad Street—AK 
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dealer and user of Red Feather 
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HECTO 
FLUID 


RED FEATHER PRODUCTS LTD. 


REDWOOD CITY - CALIFORNIA 
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ENGLAND 


SERIES 


In this Bank of England series, the “know 
how” we have acquired in more than 40 
years of chair making is especially apparent. 
Their great strength and rigidity—a direct 
result of our unique methods of manufacture 
—plus the attractive design and sitting com- 
fort make this series the most popular and 


fastest selling of all chairs. 


Dealers who have sold this popular HIGH 
POINT series will be interested to know 
that they may again be able to offer them 


to their trade soon. 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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BUCKEYE R. & C. CELEBRATES 50TH YEAR 

Now in its fiftieth year of continuous operation in 
the manufacture of ribbons and carbon paper is the 
Buckeye Ribbon and Carbon Company, 1458-68 East 
55th Street, Cleveland, Ohio. 

The Buckeye organization was established in a mod- 
est setting in Cleveland by Michael F. Donovan, who 
arrived in the Ohio city during the early 1890’s. A 
pioneer in the typewriter game, he first turned his | 
efforts to selling, traveling out of Cleveland as a type- | 

















MICHAEL F. DONOVAN 


writer representative. Previously he had been con- 
nected with a New York typewriter manufacturer | 
for several years. He soon became convinced that 
Cleveland would be an ideal site for a typewriter 
ribbon and carbon paper factory. He sent for his 
brother, James, who was of an inventive turn of mind, 
and the pair experimented with and improved on 
several machines used in the early-day processing 
of these products. During the first few years, Mr. 
Donovan continued his work on the road while his 
brother operated the business and carried on the 
experiments. 

After a brief time, the newly-formed organization 
reached a paying basis, M. F. Donovan quit the road, 
and the firm was incorporated (1904). In 1916, the 
need for more room resulted in a move to the com- 
pany’s present site, where facilities were doubled in 
1930. In the meantime, the Donovan brothers worked 
in complete harmony until the death of James in 1926. 

The founder, Michael F. Donovan, continued at the 
helm of the growing business for many years, and is 
today serving as honorary chairman of the board of 
directors. President and chief executive officer of the 
Buckeye organization is Frank M. Pollock, who served 
for many years as treasurer and purchasing agent. 
Other officers include F. C. Fulton, T. E. Bletcher and 
L. B. Prior, vice-presidents, and G. H. Scherer, secre- 
tary-treasurer. 


2 
A. POMERANTZ USES PRIORITY CERTIFICATE IN 

PRE-CHRISTMAS PROMOTION OF PARKER “51” 

Despite the fact that comparatively few Parker 
“51” pen and pencil sets are reaching the pen-hungry 
public, A. Pomerantz & Company, 1525 Chestnut Street, 
Philadelphia 2, Pa., enjoyed a brisk pre-Christmas 
order business for this popular writing instrument line. 
The answer seemed to lie in the company’s ingenious 
use of a “gift certificate,” establishing the purchaser’s 
priority as soon as the “51’s” were available. 

A two-column advertisement, 1034 inches deep, an- 
nounced the plan about three weeks before Christmas. 
Sample sets of each price range were featured in the 
Pomerantz window, as well as in the pen department. 
By purchasing a numbered gift certificate designating 
the price of the desired Parker “51” pen, pencil or set, 
the customer was insured of delivery, according to 
number sequence, as soon as the instruments arrived. 

R. D. (Dick) Pomerantz, president of the firm, stated 
that the promotion was highly successful and that 
pens and pencils are still being sold on the same basis. 
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C-THRU DISPLAYS 


Build Repeat Sales 





MASTER DEALER DISPLAY 


Dealer dis- 
plays featur- 
ing: 
Spee-Dotter 
Slide Rules 
Navigational 
Computing 
and 
Plotting 
Devices 
Protractors 
Triangles 
Rulers 
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Prompt 
Delivery 











#1 Dealer Junior Display 19” x 13” 


Write for catalogue 











RULERS « TRIANGLES + NAVIGATIONAL INSTRUMENTS + STENCILS - PROTRACTORS ~ OTHER DEW 


ttilet Ws Vif 


HAR YF eee , c Oo “4.8 





123 














Dor the West dhighting 


FLUORESCENT 


Mor the Usest mscend 
VAN DYKE! 









No. 1280 


THE LAMP OF 1000 
USES! Arm is ad- 
justable to any height. 
Lamp finished in baked 
on Morocco: reflector 
with baked on White 
Liquid Plastic finish. A. C. 


Model No. 1280 for |5 watt tube. 
Extension 15”, height 24”, re 
flector 18”, weight 12 Ibs. 


Model No. 1281 for 20 watt tube, 


reflector 24”, weight 1|3 Ibs. 
No. 1280-2 for 2 |I5 watt, 18” 
tubes. Extension 15”. 

No. 1281-2 for 2 20 watt, 24” 
tubes. Extension 15”. 


Today more than ever... VAN DYKE is 


America's favorite portable Fluorescent. 


NO ORDER FILLED WITHOUT PRIORITY 










1000 Walnut Wood Base. 
Wood Uprights. 
Instantaneous man- 
ual type, switch 
and ballast. 





No. 





VAN DYKE INDUSTRIES 


Chicago, Illinois 


21st and Rockwell Sts. 
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OLD TOWN PUBLISHES NEW HOUSE ORGAN 

Appearing early in January was the maiden issue of 
The Old Town Counsellor, a helpful new service which 
will be issued monthly by the Old Town Ribbon and 
Carbon Company, 750 Pacific Street, Brooklyn 17, N. Y., 
for its franchise distributors. 

The prime purpose of the Counsellor, it was empha- 
sized, is to help Old Town distributors sell more 
Old Town products, and to increase their knowledge of 
the technical advantages, uses and markets for this 
line. Thus, it is designed not as a house organ in 
the usual sense, but rather as a service-tool—a means 
of enlarging the dealer’s service to customers through 
expert merchandise knowledge. 

A large part of the first issue, for example, is de- 
voted to a well-written, informative discussion of the 
spirit duplicator, why and how it works, and its ap- 
plications. The remainder of the four-page Counsellor 
explains and illustrates the various types of Old Town 
master units, as well as outlining the advantages of 
two other Old Town spirit duplicator items—Jet-Rite 
black spirit carbons and fluids and the Dupliform 
printed master unit. An entire column is devoted to 
Dupliform printing suggestions for the benefit of Old 
Town dealers and their clientele. 


en i ek 


OTTAWA FIRM SUFFERS DECEMBER FIRE LOSS 


Fire caused $5,000 loss at the office equipment store 
and workrooms of H. H. Popham Company, Ltd., 48 
Queen Street, Ottawa, Ont., on Sunday, December 10. 
Damage to the building was officially estimated at 
$2,000, and to the stock of office furniture at approxi- 
mately $3,000. The adjoining Elgin building, housing 
the printing and stationery branch of the Department 
of National Defense, was menaced but undamaged. 
—RC 





DESAS CHAIRS FILES WOOD 


‘ 


THE NEW VANDERLIP OFFICE EQUIPMENT STORE IN 
HARTFORD.—Formerly located on Ford Street in the Con- 
necticut capital, the F. L. Vanderlip Co. recently moved to a 
larger location at 326 Pearl Street. Owner F. L. Vanderlip, 
a veteran of 35 years’ experience in the business, feels that 
the display floor and storage basement, each with 3,200 sq. 
ft. of space, will provide amply for an anticipated increase 
in retail business and larger display needs. Prominent lines 
of both wood and steel office equipment are featured. 
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{* testimonial to our ‘esprit de corps,” the conper- FE: 2 

ation between the employers, supervisory forre and a 
the management which is one of our most valnahle ; 
assets and reflects itself in the quality of our items 


and service. 
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20-25 YEARS 





Leon Banov 


Charles R. Barry 


Irving M. Levy 
William |. Lampel 


Joseph Burger 
Arthur S. Burger 


15-20 YEARS 


Harry Lipshutz William Graham 


Gerard D. White 


4 O. D. Mann Joseph Ferrara Joseph Shimko 
Vincent Aponte Angel Ortiz Mercado Paul Rampone 
William Beck Philip Russo Erwin Petersen 


Tony D. Sanchez 


Mario Montero 


10-15 YEARS 


Elio J. Dionisio 

Vincent Blancato 
Edward Bergman 
Georgina Lopez 
Nunzio Gugliotti 


Martin Sommer 

Pasquale John Del Greco 
August Martinson 

Alfred M. Bailey 

Henry Berger 


L. W. Damon 

Sam Katz 

Jakob Villhauer 
Alfonso Pagano 
William Buchhagen 


5-10 YEARS 


Henry Ortiz 
Rudolph A. Harting 
Morris Kantor 
Joseph Petruzzelli 
Ernest Stucki George Aponte 
Charles Pettignano John C. Gonzalez 
Anthony Mollow John Kulek 


Frank Crea 
Frank Mollo 
Philip Schwartz 
Sidney Pellman 


John P. Gonzalez 

Henry Schomer 

Anthony Maddalena 
Carmelo Sanchez Reyes 
5 Cesidio John Lanni 

a Nicholas Vido 

es Joseph Barile 





& MEMBERS OF OUR ORGANIZATION NOW IN THE ARMED FORCES 








b fs John A. Bellino Martin Gurland Edward Mulholland 
“ ie Lester Block Antonio Guzman Robert O'Hara 
ng Peter P. Bly Bernard Hanratty Desso Pasztor 

oa Bob Bombace Joseph Hernandez Arthur Peterman 
= Mathias A. Brill Robert Hillebrand Jack Pinto 

-. Peter Cazzaniga Eugene A. Holzhauer Nathan Policoff 
ae Howard C. Cole Charles Horowitz Michael Poyda, Jr. 
i. Nemensio Colon Anthony lario Luis A. Santana 
Pi Thomas L. Connors Leo Jacobson Irving Schwartz 
Pea Angelo Cristina Harry Katz John Siemianowski 
ia Domingo Colon Cruet Alexander Kenko Abner E. Singer 
ny Irving S. Davis Peter D. Kerley Julius Slotnick 


at 
4x 
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Daniel D'Imperio 
Manuel Fernandez 
George Freilich 
Robert P. Glenn 
John J. Glenn 
Daniel Glenn 
Harold Gottschalk 
William J. Grant 
Anthony Graziano 
Peter A. Greco 
Vincent Guarenti 


*Killed in action 


Michael J. Kickay* 
Juan Leon 
Raymond J. Leto 
Solomon Levine 
Hilmer A. Lindberg 
Richard Lyman 
Frank N. McCue 
Aaron |. Miller* 
Sidney Minkowitz 
John R. Mondello 
Sidney Berk 


George J. Smith 
Clement W. Squires, 
Cornelius Sullivan 
Stanley J. Ulackas 
Walter Victor 
Frank Visconti 
Seymour Walker 
Norman Watkins 
Murray B. Weiss 
Frank S. Zanchelli 
John Zukowski 
Alan J. Levy 


Jr. 


pon 





FILING CABINETS 
DESKS 
TYPOSTURE CHAIRS 
CARD CABINETS 
eh ye. 8 aR yep ¢ a 
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In spite of the tremendous demand for Feldco Zipper 
and Regular Ring Binders we have tried to be fair in 
the distribution of Feldco Products. Although we 
have produced more binders than we thought pos- 
sible, the demand far exceeds our production. If 
your jobber has not supplied you with as many 
Feldco Binders as you have needed, please realize 
he is not at fault. We appreciate your understanding 
and value your continued patronage of both our 
jobbers and ourselves. 


FELDCO Lovie Leaf CORP. ‘isnon ins 


NEW YORK + 25 CENTRAL PARK WEST +« PHONE CO-5-0282 « PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 3503 
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‘T ODAY workers and management of All-Steel-Equip 
are producing vital materials for the fighting forces 
. . . but we are planning for postwar needs. Again we 
will bring you the popular A-S-E Line of fine steel filing 
cabinets and office equipment . . . it’s the quality line 
that you will want to carry because . . 
A-S-E MEANS MORE PROFIT 
. more profit because A-S-E prod- 
ucts will be easier to sell! They will C 
sell faster because A-S-E will offer ; 
your customers more value for their t 
money! It’s the line of nation-wide t 
acceptance, the quick-turnover line, : 
the line that can be your sales leader s 
tomorrow. 
s 
a 
tl 
A-S-E MEANS BETTER QUALITY e 
. . . because A-S-E engineers have de- a 
voted more than 31 years to the im- “ 
provement of steel products, including ms 
steel office furniture. A-S-E will offer . 
the best in features, the best in design, 
and the best in quality materials! th 
al 
A-S-E MEANS FEATURES THAT n 
SELL tr 
. . . features usually found only on 4 
much higher priced filing equipment. Li 
Sturdy steel construction throughout m 
ast vi 
for many years of dependable service! vi 


Fine locking mechanism, superior in 
cabinet design, glide-easy drawers 
that operate with almost effortless 





ease! wi 


ALL-STEEL-EQUIP Company, Inc. : 


600 CLEVELAND AVENUE, AURORA, ILLINOIS qu 
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BAYLESS LEAVES LOWMAN & HANFORD CO. 

Owen G. Bayless, vice-president of the Lowman & 
Hanford Company, Seattle, Wash., for the past several 
years, and a past president of NSA (1939-41) resigned 
from the Seattle stationery organization in mid- 
January. He has joined the executive staff of KRSC 
as business counselor, where he will assume his new 
duties about February 1, following a brief rest and 
vacation. 

On January 11, some 35 department heads, officers 
and directors of the company honored Mr. Bayless at 
a special luncheon, and conveyed their best wishes 
on his new venture. The following day fellow employ- 





OWEN G. BAYLESS 





ees presented him with a beautiful solid walnut desk, 
an exact replica of the steel one he had been using 
for several years. The officers and directors added to 
this gift his favorite DoMore posture chair, refinished 
to match the desk. It was a complete and grand 
surprise, though tangible reminders of his good friends 
and teamworkers were not necessary, Mr. Bayless 
stated. 

A native of Detroit, he lived in New York City for 
some time after completing his education, followed by 
a 12-year residence in Philadelphia. In 1905 he joined 
the fine stationery and engraving industry in the 
employ of the Dreka Company. Later he became 
affiliated with the E. A. Wright Bank Note Company. 
From 1910 to 1912 he was in the model stationery store 
operated by the Eaton, Crane & Pike Company in 
Pittsfield, Mass. 

In April, 1912, he moved to Seattle to take a posi- 
tion with Lowman & Hanford. That connection con- 
tinued until October, 1917, when he resigned to enter 
the Army at Camp Lewis, Wash. 

Following the war he sold automobiles for a time, 
and for a year operated a wholesale stationery busi- 
ness with two other men. In 1922 he resigned to accept 
the northwest sales managership of Eaton, Crane & 
Pike, with headquarters in Seattle. A short time later 
he became assistant manager of the uptown store of 
Lowman & Hanford in Seattle. In 1928 he was made 
merchandise manager, and seven years later became 
vice-president and assistant general manager, super- 





vising merchandising, advertising, personnel and act- 


ing as sales manager. 


Mr. Bayless is well qualified to enter his new post | 
of business counselor, through his extensive back- | 


ground in business economics and by personal contact | 


with scores of businesses during his thousands of 


miles of travel as an NSA executive. A past president | 


of the Pacific Northwest Stationers Association and | 
a past governor of NSA District No. 11, he has long | 
been active in the Kiwanis Club, the Washington | 
Athletic Club and the Seattle Chamber of Commerce, | 


and is a charter member of Seattle Post No. 1 of the 
American Legion. 

His host of stationer friends, numbering into the 
hundreds the nation over, are joined by OFFICE 
APPLIANCES in extending sincere wishes for his un- 
qualified success in his new undertaking. 


1945 
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Confidence! 


50 years manufacturing Typewriter 
Ribbons and Carbon Papers is your 
guarantee of perfection. 


Enuff Said! 






REASONS WHY 
“T] S$.” nipBons 


A 
T 






Y 
1 SHARPNESS OF OUTLINE 
2 SUPERIOR STAMINA 

3 COLOR PERMANENCE 

4 NON-SMEARING INK 

5 ERASABILITY 


These, Mr. Dealer, are the outstanding 
reasons why thousands of typists are using 
"U.S." ribbons . . . and why they will con- 
tinue to do so... . for satisfied customers 
stay sold. 

Invest a minute in writing for details on 
the “U. S.” line of ribbons and carbons 
. . . it's a money-maker! 


U. S. Typewriter // 77% Ribbon Mfg. Co. 
Philadelphia, Pa 


Filbert at Tenth St. ¥ EUS 


Established 1895 
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SELL WORKING CHAIRS 
FOR WORKING COMFORT! 


Sa BOLENS 
“SYNCRO-TILT” 
Chair Action Controls 


e When the new lines of office chairs 
are available, be sure that those you 
select are equipped with Bolens “SYN- 
CRO-TILT” Chair Action Controls. 





e Right now Bolens designers are developing improv- 
ed chair action controls that will make it possible for 
chair manufacturers to feature genuine working com- 
fort . . . chairs that will minimize the health retarding, 
efficiency reducing factors resulting from poor posture 
and lack of proper body support. 


Inform Your Salesmen — about the outstanding 
advantages of Bolens ‘‘Orthopedically Correct’’ Chair 
Action — it will be a great selling point to feature in 
your post-war office chairs. 


NOTE: Have you sent for your 
copy of the Bolens “Manual of 
Office Chair Selling?’’ There's 
@ copy reserved for you. 








Division Automatic Products Company, 
216 PARK STREET PORT WASHINGTON, WIS. 


Dependable Chair Iron Controls for All Office Seating 








5 J 
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ARMY HOLDS OFFICE MACHINE REPAIR SCHOOLS 

The first of a series of five Office Appliance Special- 
ist Training Schools was held at the Chicago Quarter- 
master Depot, 1819 West Pershing Road, January 3 
to 13. inclusive. The purpose is to have an efficient 
staff of service men capable of making desk repairs 
on nearly every type of office machine—such as type- 
writers, service calculators or duplicators—rather than 
on any one type, without expert training on the re- 
quirements of those particular types of equipment. 





} 











C. LEROY JONES 


Those attending included one mechanic from each 
post, camp and station office appliance repair shop 
in the Fifth, Sixth and part of the Seventh Service 
Commands. Some of the mechanics are Army men, 
some are civilians. 

Three general types of machines are being discussed 
at these schools—duplicators, adding machines and 
calculators. Co-operating in the training program 
are the following manufacturers: A. B. Dick Co., 
Ditto, Inc., Niagara Duplicator Co., Fridén Calculating 
Machine Co., Monroe Calculating Machine Co., Mar- 
chant Calculating Machine Co., Underwood Elliott 
Fisher Co., Remington Rand, Inc., Burroughs Adding 
Machine Co., Allen-Wales Adding Machine Co., and 
Victor Adding Machine Co. Each of these manu- 
facturers furnish a factory-trained technician to ex- 
plain details of its own machine and procedure for 
such adjustments as the service men might be called 
upon to make. Rebuilding jobs are handled at the 
Quartermaster Depot by a different group of me- 
chanics. 

The school is the development of an idea of C. LeRoy 
Jones, who for more than a year was in the office of 
the Quartermaster General in Washington, D. C., 
and has recently returned to his former connection 
as sales manager for the Woodstock Typewriter 
Company. The Chicago school was under the super- 
vision of Captain C. C. Entwistle in the office of 
Quartermaster General, and Major C. L. Calhoun of 


| the Chicago Quartermaster Depot. Mr. Jones was 


present to open the first session, after which he with- 
drew in favor of the Army officers. 

Mr. Jones specialized on office appliance problems 
and their particular mechanical problems during the 
period of his Washington connection. His article 
“Quartermaster Corps Streamlines the Repair of 
Typewriters,’ which appeared in the May, 1944, num- 
ber of this journal gives some idea of his construc- 
tive contribution to smoother and more efficient 
operation of the repair of typewriters. 

The Chicago school was held in the Training Build- 
ing across the street from the huge Army Depot which, 


| among other things, houses the office appliance re- 
| pair department where office machines of all types 
| are dismantled and rebuilt on an assembly line basis. 


Following the Chicago sessions, schools were to be 
held at San Antonio starting January 17; Atlanta, 
starting January 31; New York, February 14, and Oak- 
land, Calif.. March 5. All were expected to follow 


| the general pattern of the one in Chicago. 
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INDYANA DESH... 


Have a Business Appointment 
with “Tomorrow 








W e believe the time will come when America will revise its concepts of the 
business office. Postwar will bring revolutionary changes in the industrial world 

. . inevitably the change will influence the business office as well. When this 
new day arrives, Indiana Desk Co. will be prepared to meet this new respon- 
sibility. Our planning will culminate in the presentation of Indiana Desks . . more 
useful . . more practical and more attractive than ever before. When that 


"business appointment’ with Tomorrow arrives, we'll be ready. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 

















INDIANA DESK CO. 
JASPER, INDIANA 
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529 South Franklin St., Chicago 7 
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270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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AMES SUPPLY ELECTS NEW OFFICERS 
At the annual stockholders and directors meeting 
of the Ames Supply Company, Chicago, held late in 
December at the home2 office, the following officers 
were elected: 
J. D. Marvil was promoted to vice-president and 
general manager. He was formerly the sccretary. Mr. 





J. D. MARVIL A. R. AMES, JR. 


Marvil’s association with the company dates back to 
1936. During the last five years he has ably assisted 
the president, H. R. Ames. 

A. R. Ames, Jr., was elected secretary. Mr. Ames has 
been with the company for seven years, and has 
been actively engaged as superintendent of the Chic- 
ago shop. In recent years he has assumed more 




















C. T. BILLS 





A. W. KARTOUS 


official duties in the affairs of the company, having 
been elected to the directorship last summer. 

A. W. Kartous has been elected vice-president of 
the southern division. Known to his friends as “Tony” 
he has done a fine job of operating the Dallas office 
and is very capable of assuming his new responsibili- 
ties. 

C. T. Bills has been elected eastern division manager. 
Mr. Bills has been with the company for eight years 
and was formerly in charge of the New York shop. 
He assumes his new position with a thorough knowl- 
edge of the business. 


———x~7“—<—- o— —_——_ 
DUGAN OPENS STATIONERY FIRM IN PITTSBURGH 


J. E. (Jed) Dugan, after nearly a quarter-century in 
the stationery field, including the management of the 
Acme Printing and Stationery Company of Pittsburgh, 
announced the opening of his own stationery and office 
supply business in that city on January 1. The new 
firm, the J. E. Dugan Company, located in the Besse- 
mer Building, will specialize in loose leaf supplies, vis- 
ible equipment, filing supplies, office stationery, rib- 
bons and carbons, and blank books. 
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THE SCIENTIFIC TYPEWRITER PAD 


ADDS to your SALES 
ADDS to your PROFITS 


KIL-KLATTER is the fastest selling type- 
writer pad because it absorbs vibration, makes 
typewriters last longer .. . lessens typing shock, 
and really deadens sound. 

Made of famous Ozite All-Hair Felt with 
treated top to keep machine legs from digging 
in, and non-skid bottom for extra safety. Size 
11x 13 in. fits all typewriters and many other 
office machines. Attractively packaged for eye- 
stopping display. 





FREE DISPLAY CARDS TO DEALERS: With orders 
for a dozen or more pads we'll send you FREE a 
colorful display card and a liberal quantity of 2- 
color mail enclosures imprinted with your name. 











{ Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. B-2, Merchandise Mart, Chicago 54, III. 
( ) Send 1 doz. KIL-KLATTER Typewriter Pads with free card and 
enclosures. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 
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AMERICA'S 


FASTEST SELLING 


DRAWING INSTRUMENTS 





Set No. 814 


Now available from one of America's largest stocks 
—the complete line of CHARVOS INSTRUMENT 
SETS as listed below. We can supply you with any 
quantity—and there is no priority rating required. 


Quick Deliveries! Quick Turnovers! Quick Profits! 
SET 814 (Illustrated above), De Luxe Set with Center Wheel bow 
Instruments. Contains: Compass, 6”, new streamlined design with 
knuckle joint in each leg, straightening device, head adjustable 
for desired tension. Pen and Pencil Parts, and Lengthening Bar. 
Divider, 6”, equipped with micrometer adjustment and tension- 
adjustable head. Bow Divider, 334” center wheel adjustment. Bow 
Pencil, 334” center wheel adjustment. Bow Pen, 334” center 
wheel adjustment. Ruling Pen, 542”, octagon shape carbon steel 
with hand finished point. Screw Driver, Needles, Leads, and Parts. 
Velvet lined two flap pocket-type case. 


$18.00—Maximum Trade Discount 


SET 612 Contains; Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 5%”, Bow 
Pencil 334”, Bow Pen 
3%”, Screw Driver with 
Needles and Leads, Velvet 
lined two flap pocket-type 
case. 


$10.80—Maximum Trade Discount 


SET 614N Contains: Com- 
pass, 6”, Straightening De- 
vice with Pen & Pencil 
Parts and Lengthening Bar, 
Ruling Pen 51%”, Divider, 
6” with Straightening De- 
vice, Bow Divider 334”, 
Bow Pencil 334”, Bow Pen 
3%”, Screw Driver with 
Needle and Leads, Velvet 
lined two flap pocket-type 
case. 


$15.00—Maximum Trade Discount 


WRITE FOR ADDITIONAL DISCOUNTS ON 
VOLUME ORDERS OVER $1,000 NET 


— The Department Store of Art Materials 
(882 ARTHUR BROWN & BRO. 
/ 








67 West 44th St., New York 18, N. Y. 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





Office equipment firms of standard reliability seem 
to be of the greatest value at seaboard ports these vital 
days, and the Newport News and Norfolk Office Equip- 
ment Company at 2404 Washington Avenue, Newport 
News, Va. seem to be measuring up to this qualification 
in helping to win the war for Uncle Sam. 

Over a span of four and a-half years this concern 
has won a large clientele as a result of its capable 
and progressive management. Kenneth W. Tomas and 
William H. Thompsen direct the business, with the 
latter in charge of the firm’s Government contract 
department in the Royster Building at Norfolk, Va. 

About 80 per cent of the company’s efforts are de- 
voted directly to the war program, including service 
to ships. 

It looks to me as though this is the only firm of 
its kind in this area with salesmen still calling on the 
commercial trade. During the years of peace, when 
office equipment was made in quantities and “priori- 
ties” were unknown, this concern reached customers 
as far north as Richmond and as far south as Wil- 
mington, N. C. Widely appreciated now, the company 
should be of even greater value when peace comes 
again. 

” * * 

Hon. James Gardner, Royal Typewriter Company’s 
Virginia manager, who is a member of the Virginia 
legislature, has announced that he will not be a candi- 
date for Congress as was announced last month. He 
has retired from the race on account of the extreme 
illness of his wife. 

* * * 

George Carnegie, prominent Norfolk dealer in office 
fixtures and supplies, won his laurels as the champion 
selling agency for portable typewriters to owners of 
ships out of that port. He is still active in the business, 
and operates in many similar lines in his store-ware- 
house at Norfolk, with the co-operation of his able 
assistant, Mr. McDaniel, another old-timer, and his 
wife, who assists him in the office work. 

* * * 

Norfolk-Storr Company, stationers in the Selden Ar- 
cade at Norfolk, may be youngsters in the business 
there, but they make quite a vital impression in com- 
mercial stationery. They acclaim OFFICE APPLIANCES 
as the most complete and interesting American direc- 
tory of every worth-while office device and supply 
item. 

. + = 

Charlie L. Pettis, Jr., of the Royal Typewriter Com- 
pany of Richmond, Va., is being warmly welcomed as 
a new young man in the business here. 

2 ~ * 

For over 50 years the National Seal Works of Rich- 
mond has been manufacturing rubber stamps and 
other modern marking devices and supplies, including 
notarial and corporate seals. They are proud of their 
growing success. Special marking devices are being 
designed for the U. S. Army and war industries. The 
business was founded by the late Harry M. Reinhard, 
and is now operated by his son, Meyer E. Reinhard. 

e = - 

Bob Lawrence of Charlottesville, Va., for many years 
the genial and skillful salesman for Remington Rand, 
Inc., here, but who resigned when the line was “frozen,” 
was a welcome visitor at the Richmond office this 
month. He successfully represents a local mill machin- 
ery and supply firm, and does not seem at all inclined 
to return to the typewriter business. 

* * 


W. L. Ackerman, special travel and supervising rep- 
resentative for Remington Rand, who is making a 
long trip through the South and East, visited Rich- 
mond in January on his way to Texas. He is a gentle- 
man of rare manners and appreciation and makes a 
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THE SECRETARY OF TOMORROW 
plo} a) oy | ae) 3) icy. 41) | Ce 








The average private secretary spends her day helping to shoulder the burdens of 
an executive. She knows that her efficiency is affected by the tools with which she 
works. Take her secretarial desk for example...she has some pretty definite ideas 
about the things that would make her desk more efficient and comfortable. Myrtle 
Desk Co. has succeeded in finding out what your desk wishes are, Miss Secretary, 


and after the war...Myrtle Desks will make these dreams come true. 


MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 





furniture institute 


NORTH CAROLINA 
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ONE DRAWER FILE 
Capacity 
5000 Papers 


25 


DIVISION 








No. N-125-D 
DIRECT NAME OUTFIT 





TWO DRAWER FILE 
Capacity 
10,000 Papers — 








No. N-140-D 
DIRECT NAME OUTFIT 





When You Sell a File... Sell an Index 


THEY GO TOGETHER 


‘““Y and E’’ has made it easy 
For the DEALER to sell a 
complete 


DIRECT 
NAME 


ao SYSTEM 


DIVISION wrapped up 
: in one shelf 
package 




















Regardless oe = 

of the size of the file there is a Conacitiy sila 

“Y and E” Direct Name set of 15 or 20,000 : 

guides, folders and supplies to Papers — 

index it. “Y and E”’ Direct Name 

outfits are available in size& that sls 80 
take care of NORMAL corre- : DIVISION 
spondence up to 30,000 letters or Cc 

papers. oe* a No. N-180-D 

Each outfit contains the numbers of Alphabetic pHa mitecaaad — siterhehdighd 











Divisions indicated with sufficient folders and 
labels to put the file in perfect running order. 
Outfit may be had with metal tabbed guide and 
celluloided folders or plain guidés and folders 
depending on the use the file will get. 


The sale of these outfits are profitable to you in three 

ways: 

1. They introduce your customers to the best designed 
and most scientifically arranged system. These outfits 
will build confidence because they are economical and 
efficient. 


to 


Like all efficient systems—once sold they produce much 
repeat supply and equipment business. 


3. A satisfied customer means continued business at re- 
duced selling cost. 


Direct name outfits are a perfect example of how ““Y and 
E”’ has made it easy for the dealer to sell— Only one of the 
advantages of the “Y and E”’ Franchise. 


FOUR, FIVE OR SIX DRAWERS 














DIVISIONS 


No. N-1120-D 
DIRECT NAME OUTFIT 




















FOREMOST FOR MORE THAN 60 YEARS 











un YAWMAN AND FRBE MFG. (=~ 


1015 JAY STREET 


* ROCHESTER 3, N. Y. 
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most pleasing impression in the South, where such 
things seem to count for so much. 
* * * 

George Rutherford Anderson, now living in Califor- 
nia, is engaged in very extensive mining operations of 
his own in that state. He was for some time a well- 
known salesman for the Everett Waddey Company, 
Richmond stationers. An interested reader of OFFICE 
Appliances, he fully expects to develop some new in- 
ventions along the line of office devices. 

5 * * 

J. A. Moore, well-Known and widely experienced 
dealer in office devices at Norfolk, Va., has trained 
many men in this line. His warehouse and office in 
Norfolk are full of rare reminiscences. 

Add Virg news notes 
* * * 

Thomas Jefferson Williams, 61, for 27 years auditor 
and office manager of the Virginia Stationery Com- 
pany, Richmond, Va., died in that city on Monday, 
January 15. 

———— = > —___ 
SPOKANE STORE HOLDS ANNUAL GET-TOGETHER 


Far-flung interests of the personnel of the John W. 
Graham & Company stationery store on Sprague 
Avenue, Spokane, Wash., were merged in the annual 
“oet-together” recently staged by this well-rooted sta- 
tionery house, founded on the slogan “If It’s Made 


of Paper We Have It.” Something of the wide sphere | 


of operation and expansive departmentizing of this 
stationery organization was visualized in special talks 


on many business aspects and commercial subjects at | 


the conference. 

Meeting with the department heads for an inter- 
change of information and experiences, as well as an 
expression of wants and requirements, were the whole- 
sale salesmen. All participating shared in the benefits 


of the meeting, which was staged at the Hotel Daven- | 


port in Spokane. 
Possible business trends in the forthcoming period 
and indications of post-war activity were nicely and 


concisely summed up by Arnold V. Moffat, manager | 
of Dun & Bradstreet, Inc., in a prime position to | 


chart such indices on the near horizon. Business 
prospects in near-by sections of the state were summed 
up by Russ Bailey, who talked pertinently of the 
Spokane Chamber of Commerce, and especially of the 
inland empire relations committee’s usefulness to 
near-by towns. In this connection, 28 community 
groups visited Spokane last year. 

Principal speaker of the session, however, was Lee 
S. Libby, president of the now-extensive Graham 
organization. 

In his brief but pointed address, Mr. Libby sounded 
a note of caution that might well be heeded by the 
entire stationery world—that boom sales may not last 
forever, and that “the store’s future depends upon its 
staff.” 

Charles Adams, in addressing his fellow department 
heads, the executives and the wholesale salesmen, 
summed up the manpower situation that had grown 
worse during the year. He told of how the store had 
an employee turnover of 800 persons while maintaining 
a constant force of 200 members to wait on customers 
and administer the various services of the store. 

Briefly, other high lights of the year were related in 
succinct, though “meaty,” form by Charles R. Lyon, 
Al Morgenthaler, and John L. Matthiesen, each of 
whom contributed an interesting report.—CML. 

et 9 


HAWAIIAN FIRM CITED BY U. S. TREASURY 


Alexander Brothers, Ltd., Honolulu, Hawaii, has 
been awarded the citation from the United States 
Treasury Department for patriotic co-operation ren- 
dered in behalf of the.-War Finance Program. The 
award was presented to W. G, Huston, vice-president 
and general manager, by Fred Kanne on December 
21, 1944. 
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PROVED 
PERFORMANCE! 


GRAND 
PRIZE 


Typewriter Ribbons 
and Carbon Paper 


More than three decades of 
faithful performance stand be- 
hind the super-quality of 
“Grand Prize’ Typewriter 
Ribbons and Carbon Paper! 
The tested features of ‘Grand 
Prize” products are helping 
thousands of companies to 
get the most from their pres- 
ent equipment. 


50% of ‘Grand Prize” produc- 

tion goes to the needs of the 

U. S. Government, the armed a 
forces and war industries. 


PACIFIC CARBON 
AND RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office & Factory 


1451 Harrison St., San Francisco 3, California 
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Office Appliances 
INFORMATION SERVICE 





UNDER THE ‘EMERGENCY 





(Continued from page 21) 


Retail 
Manufacturer Brand Article Model ceiling 
price 
Louis F. Dow Co 4 c< 0 a ee Bs teacae 25 
Esquire Manufac- 
turing Co.. .....Lord Chesterfield. Fourtain pen....LC1........ 1.00 
F. W. Holmes Sons Mechan. pencil...200........... Seer 
G0... 53 22.1) ARDS BOOM... «os sc ssc BO 
do. . ... 185, 260, 380%........... 3.35 
do RS bbw F45 ees 0% ines, ee 
do ere re 4.45 
do... MM Oe GeS so catada So Aune 4.80 
do (Se waeiees s ; . 6.65 
ao, ie 8.90 
i\ing, Larson & 
McMahon . Penman Fountain pen 325... 1.35 
Pen-N-Pencil Co. . . Marvel... Mechan. pencil.. .85........... , A 
83. .* ; sake : 1.50 
800 iat teens Ce 
Schlosser Mfg. Co. . Wonder Mechan. pencil. ..18 ; Pian eeee: Ge 
Servall Pen Company .. Fountain pen... . 108, m, ORD RAIS S| 86 
| eer A Sas 94 
i RT, 44RG calcdw wks 2.07 
do : 58RT, “ee 2.22 
Sloane Pen Co Impervo, West 
End . Fountain pen. . ..225, 235, 236............. 86 
ee ‘1975, 285, Mle piece asiees 94 
ORS asen cre oS SEE 2.07 
do.. bate nets ae ae 975, Vi eta 2.22 


3. Section 23 is smenined. ™ atiies the follows 
retail ceiling prices for fountain pens and mechanical 
pencils to the lists of manufacturers already included 
in the regulation: 


Retail 
Manufacturer Brand Article Model ceiling 
price 

Eagle Pencil Co Scout Fountain pen $1763... Sicaccane ee 39 
Mechan. pencil. ..75-60..... ae 17 

Globe Pencil Adver- 

tising Company eras awe ee. ee ‘ : 64 
Rite-tite Mile. Co... cei ccnsceces iG Sea ses ba ee cae 3 ab as eee 


4. Section 23 is amended by changing the listings 
of the following manufacturers as set forth below: 


Retail 
Manufacturer Brand Article Model ceiling 
_ Brice 
E. Barrett & Co — rat Fountain pen. . . 850, 3041. : asi . $8.50 
Webster. , ee hs 5791, 5792.. .. 3.95 
do do : , (Saas 5.00 
Gold Medal. _ eae “41, 241, 341, 400, 741, 841, 
| Oreeree 4.00 
do do 550, 741. 2841, 2941, 3041, 
3141, 3241, 3941, 4041, 
4141, 4241, 4341, 4441... 5.50 
do do ....... 450, 1541, 1641, 1741, 1841, 
Le Re ee 7.50 
do Desk pen rae coe See 
do do... si) SIL oid biaa ak 5.50 
do .Desk pencil......550D.......... Pa 5.50 
\ristocrat. Pen-pencil set... .192............. 4.50 
Webster -_ ee eer .5793, 5794...... 5.00 

do ; eee DARE ree ee) 7.00 
Gold Medal WOL cans .441, 541, 5508S, 641, 1041, 

1141, 1241... 5.50 
do do .. 950, 3341, 3441, 3541, 3641, 


3741, 3841, 4541, 4641, 
4741, 4841, 4941, 5041 .. 9.50 





do do 1150, 2141, 2241, 2341, 
2441, 2541, 2641........ 11.50 
’ e ) do do.... 1341, 1375, 1441.... .. 18.75 
as ec LChtM berhard Faber Permapoint...... Fountain pen. . . .1201, 1201C, a 
ae el eR: | a ae i on 
ee a ee Se GES ck Sara Vibe Sew aes 3.22 
"i ; ee eT ee. 691... iuseniadeea’ 12 

THE BASKET KNOWN TO A CONTINENT do Renewable foun- 
‘ ; tain pen point.. 1203. . Kex Hooves 32 
: : do ..... Fountain pen 
Distributed by holder........ 1201, 1201L. <é° 
BAINBRIDGE, KIMPTON & HAUPT, Inc. ~ ee pen.. "s ‘ se i 
: do... . Mechan. penci y 5 2 

218 Greenwich Sf. New York 8, N. Y. a % es 4900; 12000, 1200122) “50 
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Imperial 
quides 


At’ Stand- Out” 
in “——/ Til 

















Even a filing cabinet does a better job 
if it gets off to the right start in 
“business life”. That means... outfitted 
with a complete set of Imperial System 
Guides. Imperial System Guides in every 
standard size and subdivision are easier 
to sell .. . they’re better profit producers 
. . . they’re designed to withstand the 
punishment of a busy office. Yes... 
your customers will discover and 
appreciate the extra value that Imperial 


System Guides furnish. 


Write for the latest catalog. No. 45. 














NOTHING STOPS OUR NON-STOP ADVERTIS/NG! 


Sprinting through 1945—our famous “‘tell em and sell ’em”’ cam- 
paign! Straight through the year, persuasive, eye-catching ads will 
flash from the pages of big-circulation magazines—Life, Time, 
Liberty, The Saturday Evening Post. 

Day by day, our impressive radio program ‘Ticonderoga 
Minutes” will go on the air—spurring more millions of customers! 

Our consistent campaign makes Ticonderoga ‘‘the advertised 
pencil.”’ Your consistent displays make Ticonderoga “the featured 
pencil.” That’s teamwork! And teamwork creates nice profits 


all around. 


A fine American pencil with a fine American name 


Focal 


oe nn CEN Frm 
A1386 N22. 











ES Se ee Ce eee 





sh" DIXON TIGONDEROG 





PENCIL SALES DEPT. 98-J2, JOSEPH DIXON CRUCIBLE CO, JERSEY CITY 3, N.J. 
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Manufacturer Brand Article Model ceiling 





New Diamond Point 


Pen Co., Inc..... Moz. Fountain pen 4 Halen 1.13 
do . do 16.. 1.80 
Romeo Products Co.Lafayette, 
Skylark do.. 101 1.75 
Salz Brothers, Inc... ‘ do 7008P = 83 
Mechan. pencil.. .77P 50 
do 701 58 
Southern Pen Co...Champion . Fountain pen 114 29 
do do 3, 5, 9, 9-1, 3-SPA, 5-SPA, 
9-SPA, 9-ISPA na” 50 
do do 7, 7-SPA ; 52 
do.. See .6, SPA 54 
do. BO, si sdcccicas Ores 56 
jo.. Mechan. pencil.. .11, 11-1 21 
io. was Vee Bs a0 22 
do a, Seer 2 26 
do. Ce. aoe | ae 27 
ee 


VICTOR ADDING MACHINE PUTS REHIRING PLAN 
FOR RETURNING WAR VETS INTO OPERATION 


The Victor Adding Machine Company has adopted 
a concrete program for the re-employment of returned 
war veterans. This program is intended to aid in our 
nation’s return to civilian economy as well as to 
strengthen the company personnel group as a whole. 

Former permanent employees now in the armed 
services are considered to be on a military leave of 
absence from the company. As such, they continue to 
receive service credits, and participate in profit-shar- 
ing during their absence, according to their earnings 
and length of service prior to induction. During the 
period of the war to date, there have been many in- 
dividual attentions to employees in the armed forces. 
These have taken the form of correspondence, Christ- 
mas gifts, flowers to their mothers on Mother’s Day, 
and a special house organ for these men. 

The post-war program is well under way at this 
time. An accurate analysis has been made of the 
previous two jobs held by these veterans when they 
were employed at Victor. An armed forces question- 
naire has been sent to all our men in service, in 
which they are given the opportunity to indicate 
their job preferences if they wish to return to the 
Victor Adding Machine Company, and to give an in- 
dication as to what plans they may have now for 
their civilian careers. Careful study has been made 
of all positions in the company where handicapped 
people might be used to good advantage. 

A veteran’s advisor has been established in the 
personnel division of the company, and it is his re- 
sponsibility to handle all questions regarding veterans, 
particularly in the field of job placement, transfers, 
and personnel relationship. This advisor will be fully 
informed on the various veteran benefits under Fed- 
eral and state laws. In addition to this, he will be 
the company representative in many co-operative en- 
terprises of veterans’ organizations within the plant, 
and within the community. He will work in close co- 
operation with the re-employment committeeman of 
the local Selective Service Board. 

It is understood that any program such as this 
must remain flexible, so that it can be changed in 
light of current experience and requirements. In 
any event, this company is looking forward to doing 
whatever is necessary to accomplish an expedient 
return to business life and rehabilitation for the 
veterans of this war. This will be accomplished in as 
friendly and fair a manner as possible, with the hope 
that, as many have already done, the former em- 
ployees of the Victor Adding Machine Company will 
all return to take up where they left off. 


——o-— 9 ——__—_ 


DETROIT FIRM ADOPTS CHANGE IN NAME 
B-C-D Office Equipment, Inc., 7341-45 Woodward 
Avenue, Detroit 2, Mich., will hereafter be known as 
B-C-D Equipment Company, Inc., according to a re- 
cent announcement issued by officers of the company. 
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BILLFORM “Processed” 
CARBON PAPERS 


Curl Resistant. 


Every sheet of Storms’ BILLFORM 
PROCESSED Carbon Paper is CURL 
RESISTANT. Our special process makes 
this carbon paper stay flat where ordinary 
carbon will curl. It’s easy to handle, easy 
to load in forms. DISTINCTIVE IN 
APPEARANCE—REALLY DIFFERENT. 


H. M. STORMS CO. 


THE “COMPLETE LINE” 


561 GRAND AVENUE e BROOKLYN 16, N. Y. 
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How To Make More Sales 
EPLASY WAYS 


© 









No. 42——141/," high, 19” -) 
wide. Fiuorescent. Rich 
crackle finish. Executive 


type. 
Lists at.... 3.50 
e 
eo” 
a 
e 
o” 
” 
oe” No. 40 — 153%," high, 
oe” 191/,” wide. Fiuores- 
oe” cent. Heavy cast white 
eo metal base and column. 
° Executive type. 


" $23.00 


e 
Lists 
Me ++. 


No. 50 — Same as No. 
40, but in a high bronze 
fiaisa. List 


“s. -$28.00 






No. 52——15” high, 101/2” 
wide. Incandescent. Exec- 


utive ~ tae, $20.50 


Lists at. 


Model 75—Beautiful 
bronze finish, ali metal, 


glass ash $1 1.50 


tray. List. 


No. 51——Same as No. 52, 
but smalier. 103," hich, 


7/2" shade. 
ua "* $13.50 
All available immediately—no priori- 
ties necessary. Lamps are all metal, 
equipped with 6-foot silk cords, AC. 
All electrical equipment used approved 
by Underwriters Laboratory. Securely 
packed in individual cartons. All prices 
F.0O.B. New York. 


USUAL DEALER DISCOUNTS 


Mail Your Order Today! 


CENTURY LEATHER FURNITURE CO. 


213 Greene St. New York 12, N. Y. 
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PAS GED AWA YF 


SEYMOUR CONOVER 
Seymour Conover, head of the Seymour Conover 
Company, 320 Broadway, New York City, died at his 
home in Huntington, Long Island, Monday, January 
8. He was born in Duchess County, N. Y. He was 
sales representative in the New York metropolitan 




















THE LATE SEYMOUR CONOVER 


and eastern territory for western manufacturers of 
office equipment, some lines being warehoused and 
others handled on a commission basis for over 28 
years. Engaged in the manufacture of ashtrays, he 
operated for many years under the trade name of 
SECO. 

Surviving are his brother, Charles M. Conover, and 
several cousins, among whom is his secretary, Mrs. 
Anna G. Smith, who has been with him in business 


for some time. 
+ - 


HORACE A. McKEE 


A Remington Rand, Inc., sales executive for many 
years, Horace A. McKee, 70, died December 29 in his 
Buffalo, N. Y., home following a heart attack. He 
was director of the company’s sales personnel records 
and statistical division, and secretary of its general 
sales committee. 

He started as a salesman for the old Library Bureau, 
one of the present firm’s predecessors, in Boston, 1896, 
and was also in Chicago for a time. He was sales 
manager, with offices in New York, when the Library 
Bureau merged with Remington Rand. He then be- 
came sales manager for the Library Bureau division, 
with offices in Tonawanda, N. Y. 

Mr. McKee was in charge of the Remington Rand 
office in Honolulu when Pearl Harbor was bombed 
by the Japs in December, 1941. Only recently he com- 
pleted 48 years service with the organization. Mr. 
McKee developed the counter-height letter file and a 

| method for teaching filing by mail, devised the ac- 
counting system used by Federal Land Banks, was 
| an early advocate of the punched-card method of 
accounting and was largely responsible for bringing 
from England the present widely-used system of filing 


fingerprint cards. 
Surviving him are his wife, a daughter and a son. 


—GET 
y+ - 
PHILIP RUXTON 
Philip Ruxton, founder of Ruxton Products, Inc., Cin- 
cinnati, Ohio, ink and paste manufacturers, died in 
| New York on January 8 after a long illness. He was 
78 years old. 
' Born on Staten Island, he was a direct descendant 
| of Governor Bradford, first governor of the Plymouth 
| Colony. He was a member of the Players Club, Maid- 
| stone Club of East Hampton, Lambs Club, Mayflower 
| Society, St. Andrews, and the Cincinnati Club. Prior 
| to his retirement several years ago, he served as a 
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"YOUR QUALITY HAS HELD UP BETTER THAN 
THAT OF ANY FACTORY WITH WHOM WE DEAL" 




















THOSE ARE THE WORDS of one of the largest 
dealers in the country. His long experience and 
contacts with many manufacturers lend weight to 
his observation. 

There is a sound reason for his remark. In the face 
of a manpower shortage, Gunlocke has not deviated 
from its long established practice of building top 
quality into each chair. Thus, during its manufacture, 
four separate inspections make sure, as they did in 
peacetimes, that every chair is worthy of the Gun- 
locke name. Such “lost arts” as the matching of 
woods, blending to uniform color, and hand-rubbing 
of the finish, still continue. 

You may not be able to get all the chairs you want, 
but you can be sure that, war or peace, Gunlocke 


stands for the best in quality manufacture. 





.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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JACKSON DESKS... 
HIGHWAY OF BUSINEsSs! 


Nothing in the business office quite so perfectly captures the ''feel” 
of business life as the desk. Here problems are solved—decisions 
are made—plans are formulated—orders are issued affecting millions. 


Truly, desks represent the "heart" of business life. 


Jackson Desks are keyed to the demands of wartime business—they 
make a hard job easier by providing maximum comfort and efficiency 
at work. With the desk ranking first in the list of essential office 
tools, we are doing everything within our power to satisfy the demand 
for Jackson Desks. We ask your sympathetic understanding in coping 


with the problem of delivery. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 
MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES S. R. Evans, 813 Bona Alien Bidg., Atlanta 3, Ga. 


James H. Davison, Hotel Figueroa, Los Angeles, Cal. Howard Maley, 115 Tarbell Ave., Bedford, Ohio 


Marion V. Follin, 220 Fairbanks Road, Riverside, III. L. H. McDaniel, 3600 Parkhill Drive, 
Ft. Werth, Tex. 
George B. Wray, 130 W. 42nd St., Room 819, 


New York, N. Y Charles L. Pettibone, Bedford, Ohio 
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director ot the Interchemical Corporation, of which 
the Ruxton company is a subsidiary. 

Surviving are his widow, Mrs. Louise DeWitt Ruxton; 
two daughters, Mrs. Louise Chauncey and Mrs. Frances 
Heppenheimer, and. three grandchildren, Ensign Wil- 
liam C.. Heppenheimer, USNR; Mrs. Dennis Dix and 
Faith Heppenheimer. 

i; 


F. W. HARPER 


Franklin W. Harper, president and treasurer of the 
E. Morrison Paper Company, Washington, D. C., died 
on December 27 at his home in that city after a brief 
illness. 

A native of Loudoun County, Va., he moved to the 
District as a boy and was educated in the public 
schools there. He entered the stationery business after 
leaving high school, becoming affiliated with the Mor- 
rison paper firm about 50 years ago. In addition to 
heading the Morrison organization, Mr. Harper was 
treasurer and director of the Perpetual Building Asso- 
ciation, a director of the Fidelity Mortgage Company 
and the Lincoln National Bank, and treasurer of the 
Merchants and Manufacturers Association. 

A life member and past master of Washington Cen- 
tennial Lodge No. 14 and other Masonic bodies, he was 
also a member of the Washington Board of Trade, Sons 
of the American Revolution, American Institute of 
Banking, Society of Residential Appraisers and the 
Argyle Country Club. 

Surviving are his wife, Mrs. Margaret Harper; a 
daughter, Miss Helen V. Harper; two sisters, Misses 
Maude and Minnie Harper, all of Washington, and a 
brother, Worth L. Harper, Brooklyn, N. Y. 


t bf + 
HENRY A. COBB 


Henry A. Cobb, who retired three years ago, after 
serving 47 years as a Salesman in the Boston office of 
Yawman and Erbe Manufacturing Company, died early 
in January at his home in Medford, Mass. He was 82 
years old. 

A native of Fall River, Mass., he lived as a young 
man in Burlington, Vt., moving to Medford shortly 
before the turn of the century. He was named assist- 
ant to the Boston representative of Y and E when that 
branch was opened by the company nearly 50 years 
ago. At that time the firm specialized in metal bank 
fittings, later expanding their line to include metal 
filing cases and other items. 

Mr. Cobb was one of Medford’s most active church- 
men, serving as superintendent of the First Baptist 
Church Sunday School for 25 years, and as a member 
of its board of deacons for 35 years. He was also a 
member of the Medford school committee for seven 
years. 

Surviving are his widow. Mrs. Helen Burpee Cobb, 
and a son, Harold, of West Medford. 


> | @ 
FREDERICK J. SHEPPARD 


Frederick J. Sheppard of The C. E. Sheppard Com- 
pany, Long Island City, N. Y., died January 9 in his 
sixty-third year. Since the establishment of The C. E. 
Sheppard Company back in 1900 by his brother, 
Charles E. Sheppard, Fred Sheppard has been contin- 
uously connected with the company. For 44 years he 
has been active in saleswork, principally in the New 
York metroplitan area. His passing removes another 
outstanding figure who has been prominent since the 
earlier days in promoting the acceptance of loose 
leaf as a necessary part of record-keeping. 

Fred Sheppard will be sadly missed by his business 
associates and his host of friends throughout the loose 
leaf industry. he he hb 


JOHN W. WHITE 
John W. White, 66, loose leaf specialist in the New 
York office of Remington Rand, Inc., died December 
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. A new line of Guaranteed Duplicating Supplies 
that will ring up bigger profits and repeat orders . . 


FOR DEALERS! 


MASECO DUPLICATING SUPPLIES 
Indestructible Cellulose Stencils—Mimeograph Inks— 
Elliott Inks—Correction Fluid—Styli, etc. 
MASECO RIBBONS FOR ALL STYLES 
Typewriter & Adding Machines 
Addressographs & Multigraphs 
MAILING MACHINES 


Mimeographs Sealing 
Stamping 








Addressographs 


Elliott Addressers Multigraphs 





Kardex, Rand & Acme Cabinets 





WRITE FOR PRICES 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15th St. (Mailers’ Bldg.), New York 11, N. Y. 





SORRY .7% 
No Typewriters yet! 


a 


A,'£- e100 MB ole a'4- We ol-14(-) ab alejele) sl Metso Moore 
bons—at better prices. 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 

VaXoCobbele mm \/(ocolsbel- Mm attelereyer- 
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HEADQUARTERS ... 


Royal Typewriter Parts for Dealers 


NOW . 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 


The manufacture of a limited produc- 
tion of new typewriters has been re- 
sumed. Trade-ins should be available 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 
200 Hudson Street New York 13, N. Y. 
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Complete SALES COVERAGE 





This experienced sales organization can give aggres- 
sive, thorough, complete sales representation to one or 
two additional lines sold to office supply stores. Dealers 
and jobbers in Chicago and 12 neighboring states reg- 
ularly contacted for you . . . complete Chicago ware- 
house facilities now operating and at your service. 
The ideal way to handle your Mid-West sales . . . write 
us for further details. 


x * * * 16th YEAR x« *« x x 
ELMER KRUMWIEDE 


AND ASSOCIATES 
320 South Jefferson St. 


CHICAGO 








Prevents Angry 
Flare-ups 





Typists never get upset trying to 
untangle Nev-R-Kurl Carbon Paper. 
No matter what the weather, 
Nev-R-Kurl just won't curl—it al- 


ways stays flat. This stay-smooth 









feature of Nev-R-Kurl makes it the 
typist’s favorite, which means con- 


stant repeat orders for dealers. 


Carbon Papers 
Wood Stamp Pads 
Typewriter Ribbons 
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23, 1944, at his home in Orange, N. J., following a 
paralytic stroke. 

Mr. White, a pioneer of the office equipment in- 
dustry, began his career as a salesman with the Baker- 


| Vawter Company of Benton Harbor, Mich., in August, 


1896. He was continuously active in that company 
and Remington Rand, with which it was merged in 


| 1925, for nearly 50 years. 


He is survived by his wife, Mildred B. White, and 


one son, Lt. Comdr. John L. White. 


 ? + 
BERNARD G. VOLGER 


Bernard G. Volger, 90, who retired ten years ago as 
head of the B. G. Volger Company, of Passaic, N. J., 
manufacturer of indelible ink and stamp pads, died 
December 24 at his home in Mountain Lakes, N. J. 

Mr. Volger founded his firm in Chicago in 1884 and 
moved to Passaic in 1904. In Passaic he was a former 
director of the Peoples’ Bank and Trust Company, 
and a former president of the City Club and member 
of the Passaic board of health. 

Surviving are his wife, Mrs. Jessica Selleck Volger, 
and two daughters, Mrs. Anne Brett and Mrs. Hortense 
Lawshe.—BJ 

+t - - 


VERNON H. FINROW 


Weil known in the business machines and stationery 
field as a salesman for Remington Rand, Inc., Seattle, 
Wash., for many years, Vernon H. Finrow, a resident 
of the state of Washington aJl his life, save for 
absence during the First World War, when he was an 
extremely youthful soldier, died suddenly at his Seattle 


| home recently. 


He is survived by his widow, Alys; two sons, Vernon 
H. and Douglas Finrow; three daughters, Eleanor, 
Patricia, and Diane; his stepmother, Emma Finrow; 
and three brothers, all of Seattle-—CML 


+t bt & 
MAURICE WEINSTOCK 
Maurice Weinstock, former vice-president and secre- 


| tary of Weinstock & Sons, now known as Weinstock 


Brothers, 150 West 26th Street, New York, N. Y., dealers 


| in paper, twine, printing and stationery, died at his 


| 


home in New York City on January 10. He was 61 
years old. 

Surviving are his widow, Mrs. Anita Weinstock; a 
daughter, Estelle Weinstock; a son, William; four 
brothers, Abraham, Samuel, George and Philip, and a 
sister, Mrs. Sylvia Stitzel. 


+ - + 
GEORGE SPRINGHALL 

George Springhall, for 25 years a member of the 
firm of Armstrong and Springhall, Ltd., office equip- 
ment importers and distributors of Wellington, New 
Zealand, died late in December. 

He has been succeeded as general manager by Eric 
Diehl, previously manager of the Christchurch branch, 
who has been associated with the organization for 
20 years. Lyon George Springhall, son of the deceased, 
has been named to the directorate. 


t + + 


ARTHUR G. GEREN 
Arthur G. Geren, 65, proprietor of the Variety Supply 


| Store, 1600 North High Street, Columbus, Ohio, in the 
| Ohio State University campus district, died of a heart 


attack January 9 in his store. He started his busi- 
ness career in Hays Hall, on the campus, but since 
1900 had operated at the High Street address. 
His mother and two brothers survive—AK 
+t + + 
MARTIN WILLIAM RICHWINE 


Martin William Richwine, 62, superintendent and 
vice-president of the Columbus Bank Note Company, 
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OUR PLANS 
WILL HAVE 
TO WAIT 








The above telegram tells why. We’re still produc- 
ing vitally needed war goods and will continue 
to until final victory is won. However, unique 


postwar sales plans are ready. Write us for facts. 


Vi 1a METAL FURNITURE COMPANY 
MANITOWOC . WISCONSIN 
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The revolution began quietly, in a hotel room in 
central New York State, seventy-odd years ago. The 
typewriter’s inventor, seeking a manufacturer, yet 
too shy to plead his cause in person, had sent two 
friends with his crude working model to enlist the 
support of the famous sewing machine and farm 
implement makers, E. Remington & Sons. 


The hoped-for support came swiftly —enthu- 
siastically. Only an hour or two of demonstration 
and discussion; the typewriter industry was born. 
One Remington official, even more visionary than 
the rest, uttered the prophetic words which have 
long since come true...“an idea that will revolu- 
tionize business.” 

In all the years since 1873, that original 
vision, coupled with extraordinary manufactur- 
ing skill, has made Remington the most illustri- 
ous name in typewriters. The major advances 
have consistently come from the engineering 
laboratories of the industry’s founder. 

That’s why more Remingtons have been 
bought than any other make. 

And that’s why the “typewriter of tomorrow” 
is already here today... 

. ..the Remington Rand Model Seventeen, 
thoroughly proven under rugged war-time serv- 
ice — and now still further enhanced, in units 
currently being made for the Armed Forces and 
essential civilian use, by a new and smoother 
touch, a new and swifter action—to bring you 
the easiest typing you’ve ever known. 
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Reminglon Kand 





i | NN THE FIRST NAME IN TYPEWRITERS 
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Columbus, Ohio, died January 9 after a year’s illness. 
He had been with the company for 40 years. 
His wife, three sisters, and three brothers survive. 


—AK 
+ - 


ADAM S. KUNZE 
Adam S. Kunze, veteran typewriter dealer at 212 
Broadway, New York City, died January 7 at Hohokus, 
N. J. Funeral and burial were at Ridgewood, N. J., on 
January 10. 
He is survived by his widow, Caroline Meade Kunze. 


———-—-9- =i 


VETERAN BOSTON STATIONERY FIRM HONORED | 


IN SUFFOLK FINANCIAL INSTITUTION BULLETIN 
Selected for the feature spot in the November issue 
of Home Life, issued for its clients by the Suffolk 


Federal Savings and Loan Association of Boston, was 
the 76-year-old stationery institution, Ward’s Station- | 


ers, Situated at 57-61 Franklin Street, just a few doors 
away from the financial house. 

A full page devoted to the story and picture of the 
Ward establishment carries the reader back to 1868. 
when Samuel Ward, a young Amherst graduate, first 
established his modest little stationery shop on Devon- 
shire Street in the Massachusetts capital. Emphasized 
was the fact that the growth of the institution has 
largely come about as a result of the imagination and 
foresight of the founder. As an illustration, Mr. Ward 
created, soon after opening his shop, a novel line of 
personal and business diaries, called the ‘“Line-a-Dav.” 
Provision was made for five years of entries for the 
same date on each page, thus providing a comparative 
five-year record of personal or business events on a 
single page. That the idea was sound is attested by 
the fact that these diaries are still sold nationally, and 
in a volume that places them close to the top in 
national sales. 

Other new items followed, making necessary the 
establishment of the Samuel Ward Manufacturing 
Company, a branch of operations independent of the 
retail store. Today this manufacturing company, lo- 
cated on Melchior Street, South Boston, produces a 
complete range of boxed writing papers, leather sta- 
tionery specialties, diaries, scrap books and other prod- 
ucts in the social and business stationery field. Accord- 
ing to the story, this manufacturing corporation is 
today the nation’s largest supplier of scrap books. 

The retail store, at 57 Franklin Street, occupies 
three floors, and is under the administrative wing of 
Arthur L. King, director of the company and general 
manager of retail activities. Stressed is the fact 
that, in addition to featuring the usual lines of social 
and business stationery, office supplies and office 
equipment, the store carries on several other activi- 
ties. For example, Ward’s has its own engraving plant 
for the production of wedding stationery, diplomas 
and certificates, provides its customers with hand- 
engrossing, illuminating and leather tooling service, 
and maintains its own bookbinding plant. 

Two other sister companies are also affiliated with 
Ward’s Stationers— The Moore Pen Company and 
Adams, Cushing and Foster. Both were acquired in 
1928. The Moore company, makers of the well-known 
line of Moore fountain pens and mechanical pencils 
has, since 1941, devoted a large part of its production 
facilities to the manufacture of precision instruments 
for war. Adams, Cushing and Foster are wholesale 
stationers, featuring not only the products of Samuel 
Ward Manufacturing Company, but related quality 
items as well. The company serves retail stationers 
throughout the New England area. 


The four inter-related Ward businesses, all of which 
stemmed from the vision and energy of one man, 
Samuel Ward, more than three-quarters of a century 
ago, today employ hundreds of persons, are aiding 
substantially in the war effort, and do an annual 
business running into millions of dollars. 
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F. the moment you sharpen a Navigator 
Pencil, you get smooth, uninterrupted 
performance right to the very end 
You'll always find the same uniform 
grading “fore, aft and amidship.” 


2. grained cedar, smooth, 
long wearing lead, and 
workmanship backed by 
years of experience make 


the Navigator a born EXECUTIVES-on-the-run like No. | for 


leader in its field. _ enone Wee 
ACCOUNTANTS and BOOKKEEPERS 
+ * prefer No. 4 for fine figure 
MOST EVERYBODY else goe or No. 7 
2A and 3—for general use 


OF THE FAMOUS 


KOH-I-NOOR PENCIL CO., INC. DRAWING PENCILS BLOOMSBURY, NEW JERSEY 
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DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST. NEW YORK 13, N.Y 
36 N. CLINTON; CHICAGO 6, ILL 





151 











Here is definitely a new and improved blackboard. 
An unusual writing finish has been applied to 
SERVICE PLASTIC FIBRE BOARD. Guaran- 
teed not to peel, splinter or warp. 


Number Size Price 
801 ib” x 21” $1.10 
802 18” x 24” 1.50 
803 24” x 36” 2.60 
804 36” x 48” 5.00 


Each size packed 6 to carton. 
Each blackboard has a sturdy twelve inch grooved 
trough for chalk and eraser. There are two holes 
at the top which are reinforced with metal eyelets 
for hanging on the wall. 


Write for descriptive circular. 


SERVICE PRODUCTS CO. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 


BUILD GREATER SALES-THE FEDERAL WAY 





For Office, Industry and Home! 
Superior modern construction—crimping method. Steel 
side-seamer—reinforcements at top and bottom with 
steel tube rings. Wide assortment of sizes and colors. 
Economy and serviceability of FIBEROK and DURO- 
WEAR guarantee customer satisfaction. Write for 
descriptive circular. 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street Long Island City 1, N. Y. 
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Calendar of 
Industry Activities 














Conventions with attendance of more than 50 persons 
subject to approval by War Committee on Conventions 


February 11-12. Midwinter meeting, National Office 
Machine Dealers Association officers and directors, 
Jefferson Hotel, St. Louis, Mo. Joe M. Hicks, Executive 
Secretary, 1101 Vermont Avenue, N.W., Washington 5, 
D;.C. 


April 6-7. NSA District No. 9, Galveston, Texas. 
Alvin Eisemann, Governor. 


April 13-14. NSA District No. 8, Muehlebach Hotel, 
Kansas City, Mo. Ted R. Warkentin, Governor. 


April 16-17. NSA District No. 10, Denver, Colo. Fred 
B. Robinson, Governor. 


April 23-24. NSA District No. 7, St. Paul Hotel, St. 
Paul, Minn. Lyle D. Espe, Governor. 


April 26-27. NSA District No. 6, Edgewater Beach 
Hotel, Chicago, Ill. W. M. Weck, Governor. 


May 18-19. NSA District No. 5, Statler Hotel, Cleve- 
land, Ohio. H. C. Wilking, Governor. 


June 7-9. NSA District No. 3, Atlantic City, N. J. 


| Charles V. Sinisgalli, Governor. 


October 1, 2 and 3. National Stationers Association 
Annual Convention, Palmer House, Chicago. Charles 
P. Garvin, General Manager, 740 Investment Building, 
Washington, D. C. 

ic 


CHAIN TO FEATURE PEN, PENCIL REPAIRING 


A faster and more dependable fountain pen and 
pencil repair service will soon be offered to customers 
of Interstate Stores, Cincinnati, Ohio, through an 
arrangement with United Pen Stores, a newly-formed 
corporation of which A. F. Collins, Cincinnati, is 


| president. 


Handicapped war veterans will be employed to staff 
these specialized departments soon to be installed, 
after undergoing intensive training in the United 
shops in Cincinnati. They will be instructed in all 
phases of pen and pencil repair work and will also be 
tutored in selling greeting cards and personalized 
stationery. 

Present experiments in the use of handicapped 
workers are proving highly encouraging and the U. S. 


Employment Service, as well as numerous veterans’ 
| organizations interested in the welfare of former 





service personnel, are co-operating in locating suitable 
men and women who can adapt themselves to the 
work. 

A program of “self-promotion” is being applied by 
permitting trainees to request a try at more intricate 
jobs when their progress indicates that they are quali- 
fied. If a trial run of assigned work is satisfactorily 
performed, the employee is immediately given an in- 
crease in pay up to the established level for that par- 
ticular operation. The firm expects eventually to offer 
employment to a minimum of 45 handicapped indi- 
viduals. In addition to this training, any employee 


| of the company may voluntarily attend night classes 
| conducted twice weekly where he may receive instruc- 
| tion in any phase of the business. 


These new service departments will be set up in 


| three stores of the Interstate company on a trial basis 
and it is anticipated their success will justify extend- 


ing the plan to all units of the chain. Each will be a 
complete miniature pen shop, equipped to handle any 
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S erican / 


What American returning from com- 
bat service in foreign lands doesn't 
thrill to the sight of those things that 
are so typically American? 




















Statue of Liberty, The Brooklyn 
Bridge, The Empire State Building 
symbolize the spirit of our country. 
America is vigorous — America is 
strong, and our typically American 


way of life will continue. 


Jasper Desks too are typically Amer- 
ican in their own sphere of activity. 
The pulse of modern industry and 
business these days is rapid. Jasper 
Desks are built to fit into a picture 
where comfort and efficiency are 
essential. Yes— Jasper Desks are 
typically American — reflecting the 
fine art of wood craftsmanship. 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Nor does Tillie, her assistant. 
Both were moved to another 
department. Why? Well, by com- 
bining records with Uarco con- 
tinuous-strip forms, ove person 
can handle the record writing 
for all departments. Results show 
a rise 1n efficiency... time saved 


... fewer errors. 


Combine Records with UARCO Continuous-Strip Forms 


For example, with Uarco continuous-strip forms, a system—con- 
sisting of an invoice in duplicate, a sales department copy, a 
statistical copy, a bookkeeping copy, a delivery receipt in dupli- 
cate, a packing slip and shipping label—was combined into one 
writing. Hence, one person at one typing handled all the record 
writing. Saved time and expense as well as eliminating the confu- 
sionand errors caused by separate writing of the same information. 
However, Uarco continuous-strip forms are tailor-made to 
meet individual problems. Different problems are solved by 
different Uarco records. Briefly, these record forms are perfectly 
aligned, multiple-copy forms which are scientifically designed to 
eliminate errors and needless duplication of work . . . record 
forms that keep the flow of work moving smoothly, efficiently. 


It will cost you nothing to have a Uarco representative work 
with you. Telephone today . . . or write for added information. 











UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland,Oakland e¢ Offices in All Principal Cities 





AUTOGRAPHIC REGISTERS 
CONTINUOUS-STRIP FORMS FOR 


HANDWRITTEN * TYPEWRITTEN © BUSINESS MACHINE RECORDS 


BETTER BUSINESS RECORDS 
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type of repair work in this field. Twenty-four hour 

service will be maintained in the printing of personal- 

ized stationery, vastly reducing the waiting time now 

required of customers at most department stores—RCE 
—_———_ o-oo 


IBM ESTABLISHES PURE SCIENCE DEPARTMENT 


Dr. Wallace J. Eckert, head astronomer and director 
of the Nautical Almanac Office at the United States 
Naval Observatory at Washington, D. C., and former 
professor of astronomy at Columbia University, has 
been appointed director of the Department of Pure 
Science, newly-organized by International Business 
Machines Corporation, it was announced by that com- 
pany on January 20. In this post Dr. Eckert will be 
stationed at the IBM World Headquarters Building in 
New York. 

The new position has been created to further the 
company’s program to advance scientific calculation. 
For many years President Thomas J. Watson and the 
company have made extensive contributions to scien- 
tific calculation, and it is their desire to follow out 
this tradition still more effectively in the future, it 
was Stated. 

Dr. Eckert is to assume his new post with the com- 
pany on the completion within a few weeks of the 1946 
volumes of the American Nautical Almanac and the 
American Air Almanac, and of the American Ephe- 
meris for 1947. During the five years in which he has 
been director of the Nautical Almanac Office, Dr. Eck- 
ert has been responsible for these publications and has 
contributed to the development and examination of 
new methods of navigation, as well as being the Navy’s 
chief consultant on astronomical matters. 

Before going to the Nautical Almanac Office, he was 
professor of astronomy at Columbia University, where 
he organized the pioneer scientific computing labora- 
tory which later was administered by the Thomas J. 
Watson Astronomical Computing Bureau. Dr. Eckert 





Companies All-Over America Use 
ATLAS STENCIL FILES! 


Easy and Profitable to Sell 
Investigate °* A proven opportunity 





_WYPSAVE PAPER—SPACE 
—MANPOWER 


@ Stencils HANG vertically (two 
on each hanger) FREE from dam- 
age by folding, creasing or 
wrinkling. 

@ Stencils HANG FREE from PRES- 
SURE without the use of paper 
separators. 


Stencils STICKING is reduced to 
a minimum, film of air circulates 
between stencils. 

@ Stencils are QUICKLY located, 
ATLAS two-inch open window 
type Indexes provide a VISIBLE 
INDEX. 


MODELS WITH CAPACITY TO 
MEET ANY REQUIREMENT 


IMPORTANT NOTICE— We are the 
sole licensee of U. S. Patent 
No. 2,248,027. 


ATLAS STENCIL FILES, Inc. 


12205 ST. CLAIR AVENUE * CLEVELAND 8, OHIO 





has been a member of the Bureau’s board of managers | 


since its organization and is author of Punched Card | 
Methods in Scientific Computation. His principal field | 


is celestial mechanics and astronomy of position. 

While at the Naval Observatory, Dr. Eckert was 
responsible for many new developments in navigation, 
including the present Air Almanac, the new sky dia- 
grams and methods of emergency navigation for ships 
and aircraft. The Air Almanac, of which millions of 
copies have been printed, is accepted as a major con- 
tribution to air and surface navigation alike. Sky 
diagrams make it possible for a poorly-trained navi- 
gator to select at a glance the most suitable objects 
for his purpose and to identify them in the sky. 

Lifeboats of the Merchant Marine are equipped with 
a pocket-size publication which serves the combined 
purpose of all of the navigational volumes usually car- 
ried on a plane or ship. A pocket bubble sextant 
developed by Dr. Eckert for emergency use enables one 
without special training to determine his position 
within a few miles. 

The American Air Almanac, which appears in three 
volumes each year, is used for all celestial navi- 
gation in Army and Navy aircraft and on ships. The 
American Nautical Almanac is used on all the ships 
of the Navy and Merchant Marine. The American 
Ephemeris and Nautical Almanac is the basic volume 
from which the nautical almanacs are prepared. It 
contains astronomical predictions of the highest accu- 
racy and is the standard source of such data for astron- 
omers, engineers and other scientists. 

During the five years in which Dr. Eckert has been 
at the Naval Observatory revolutionary methods of 
computing, printing and proofreading have been intro- 
duced which give the office foremost place in its field. 
With these new methods it has been possible, under 
wartime personnel difficulties and failure of foreign 
co-operation, to take on additional tasks and at the 
same time maintain the standards of the regular pub- 
lications and to advance their publication dates. 
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Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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IDLE TIME UTILIZED 


Perhaps never again will an industry such as ours 
find so many idle hours at the peak of seasonal de- 
mand. This year our men will have much time on 
their hands. As summer progresses, quotas will be 
quickly distributed. It is our belief that all this extra 
time can be capitalized and our sales people kept ac- 

| tive by carrying out the following program: 

Additional sales training. 

Give extra study to point-of-sale methods. 

Cultivate our present and new outlets. 

Build better customer relations. 

Study our competitors’ strength and weakness. 

Spend more time discussing sales and merchan- 

dising ideas with retailers. 

Get better acquainted with our own people. 

Continue to strive for displays, so that dealers 

won’t push merchandising into storerooms. 

9. Study the cost of distribution with our men in 
planned meetings. 

















Names do count for something! 


OO Oo Bo 


We are proud of ours — 


= 


All-Weather Stamp Pads and Inks 


Dri-Kwik Stamp Pads and Inks 10. Solicit ideas from our men. Let them express 
themselves more frequently. 
Fulton and Service Daters 11. Strive to maintain the very fairest service to all 


dealers during proration. Stress the importance 
Fult Business Outfits to our men of rendering courteous, considerate, 
en en fair, and just treatment in these troubled times. 
12. Urge all sales people to continue selling as hard 
as before—not to let up one minute during this 


period. 

ee if; Such a wartime sales and service program will carry 
u ON SPECIALTY CO. us safely through, I am confident—will help to main- 

tain good public relations, and will enable us to go 

ahead under full steam when peace returns to the 


world. 
(Executives Service Bulletin, July, 1942.) 


ee ae 


MORRISET BRANCH OPENED IN CHICAGO 
A sales office of the Bert M. Morris Company, Los 
| Angeles, manufacturer of Morriset, has been opened at 
| 202 South State Street, Chicago. A. G. (Bert) Bassett 
is in charge. Mr. Bassett’s territory includes approxi- 


| 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 





























VICTORY MODEL ~~ 











C re) p Y a ‘@) L D E E mately half the United States, extending from Denver 
to Washington, D. C., and south to the Gulf. He also 
handles some Latin American business. The office was 
The RITE-LINE Copyholder is now available in non-critical opened in the thought that a central branch head- 
materials and can be sold without priority. It is a small quarters would be of advantage to dealers throughout 
self-contained unit that can be placed anywhere inde- the Missisippi Valley. 
pendent of the typewriter. It guides the eye of the typist : 
along the line she is copying. Prevents errors. Speeds ren _ - 
production. Price U.S.A. $11.85. A few exclusive territories ' 
still available. Send for folder. OL DOC > | 0 R K 
RITE-LINE SALES CO., INC. The forces of the Wood Office Furniture Institute 
101 Park Ave., New York 17, N. Y. have been augmented by the arrival of John J. Rein- 
ITE-LINE ecke, II., who made his Washington premieré at 5:50 
R P.M. On December 28. Mother and son, both doing 
U. 5. Pat. Of. well, have returned to the domicile of the WOFI sec- 


Reg. 
COPYHOLDER retary, where normalcy (guided by the whims of the 


new heir) again reigns. 
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AROUND THE WORLD 








AROUND THE CLOCK 


The Commander-in-Chief said—“We will seek out the 
enemy and hit him again, and again, and again.” That 
calls for ‘round the clock combat in this ‘round the 
World conflict. On such rigorous assignments the men 
who man our war machines must have all the comfort 
science can devise. That is why CRAMER CHAIRS were 
chosen for the Boeing B-17’s and B-29 Superfortresses. That is why 
office equipment dealers find Cramer Chairs in such demand among 
buyers who want solid comfort for every seated worker. 





Some excellent dealer territories are still open, and complete literature illustrating all models 
will be mailed immediately upon request. 
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= =| 1205 CHARLOTTE STREET ® KANSAS CITY 6, MO. 


CHAIR COMPANY 


mums CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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Cash in NOW On 
FAIR CHAIR CUSHIONS 


ae ae EAN We Can Deliver NOW 





Our DeLuxe Line of 
R--eact ¢ Se \. Genuine Flaked Foam 
3 Rubber, Wrapped in an 
a Equal Amount of Cotton 


Felt, Are Self Selling. 


Our Cotton Line, 
Filled With All Cotton 
Felt, Are Priced for 
Volume Sales. 





Available in Brown and Green; in Executive and Steno Sizes; in 
2" Thickness (as shown above) and |"' Thickness (as shown below). 





Covers Are in Three Styles. 
1—AIl Gabardine 


2—Reversible; One Side Fibre 
Matting, One Side Gabar- 
dine. 


3—Reversible; One Side Ar- 
tificial Leather, One Side 
Gabardine. 


* 


All cushions are sewed inside and 
out for heavy duty and are perma- 
nently guaranteed against épening. 





Write NOW For Circular and Price List 
FAIR FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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POINTERS ON TALK FOR THE 
OFFICE APPLIANCE SALESMAN 


By H. R. SIMPSON 


HE CHAIRMAN explained to the meeting that the 

next speaker would have to cut his remarks short 
because he had a train to catch. The chairman’s tone 
was apologetic. It put the speaker—or seemed to—in 
a hole. 

The audience had built up great expectations for the 
address, and now was told the speaker would have to 
leave early. 

Elmer Wheeler was the speaker. You’ve heard of 
Elmer—the tested-selling sentence man, the chap who 
invented the slogan, “Don’t sell the steak—sell the 
sizzle!” 

Frankly, as an observer, I took an oblique pleasure 
in the situation. Elmer Wheeler, the magician with 
words, was put right up against the gun. 

Did he really have the stuff? Would he knock a 
home run—or strike out? 

Elmer is short and roly-poly. But he talks with the 
decision, force and emphasis of a machine-gun. These 
were his first words: 

“It isn’t how long you talk that counts—it’s what 
you say!” 

With just 12 words, Elmer Wheeler had climbed up 
out of that hole and won the instant approval and 
admiration of the audience! 


Potency and Necessity of Words 


I relate this episode, which occurred in Denver, Colo., 
for two reasons: 

First, it is a perfect illustration of the potency of 
words—provided they are the right ones. With just 12 
words, Elmer Wheeler overcame an unfavorable intro- 
duction. Just so, salesmen who become artists with 
words can extricate themselves, time and again, from 
difficult, going-haywire situations by saying just a few 
words. 

Second, as an introduction to a discussion of sales- 
manship, Elmer Wheeler’s principle merits a headline 
position. We talk about merchandise “which sells it- 
self.” In wartime, that condition exists on a wide- 
spread scale. But, in general, the salesman turns to 
talk as his indispensable means and method. 

He can’t understand too early—or too well—the 
truth of Elmer Wheeler’s maxim: “Jt isn’t how long 
you talk that counts—it’s what you say!” 


Importance of Minimizing Moods 


There are many other things about talk that a sales- 
man needs to know. 


For example, consider the effect that moods have | 


on people, including salesmen. Because top-notch 
salesmen are high-strung, keenly sensitive, events may 


have quick reactions. My friend, Ed Weathers (not his | 


real name), illustrates this. If Ed has a run of extra 
good luck, he is likely to become garrulous. The excite- 
ment within him seeks expression—and it takes the 
form of talk. So he talks altogether too much. But if 
his luck has been the other way, Ed not only becomes 
discouraged, he is even morose. And he doesn’t talk 
nearly as much as he should. Depression has that 
effect on him. 

Now, obviously, the office appliance salesman as a 
professional man must make himself, to the extent he 
can, independent of moods. He must talk well, effec- 
tively, whether interviews of the immediate past have 
elated or depressed him. 


Don’t Be Too Garrulous 


Some men who take up office appliance selling just 
naturally like to talk. After all, talk is a sociable thing. 
And as a man cultivates and develops a gift for it, he 
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DESK, TABLE AND COUNTER TOPS 











BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 


Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 
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PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 
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ROUNDED CORNERS — BEVELED EDGES 


OFFICE SPECIALTY M6. C0. 


70 EAST 125th ST., NEW YORK 35, N. Y. 
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FUR HECTUGHAPH WORK 


THERE’S NOTHING BETTER 





MARS and GLOBE-TROTTER 
_ COPYING PENCILS BY STAEDTLER 


Greatest possible copying power and density 
of color. Strong leads, six colors. 


GLOBE.TROTTER 
Purple (Soft and Medium) ..... No. 933 


MARS INTENSOR 


Red . . No. 2965 Green . No. 2967 
Blue . . No. 2966 Lilac . ; No. 2969 
Brown . . No. 2970 


J. S. STAEDTLER, INC. 
53-55 Worth Street New. York, N. Y. 
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Stall Champton!! 


Sinclair an$ Valentine Co. 


DUPLICATING 
CLIMATFE-PROOF 





Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy toread’’ gray-black tone. 


Sinclair and Valentine Co. 
Gs 





611 W. 129th Street New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 


Champion Duplicating Black 
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begins to take pride in his ability. “He likes to hear 
himself talk,” as the saying goes. 

Along with this trait is often found quite remark- 
able skill in “stealing the show,” to borrow a stage 
expression. 

So we have many salesmen-talkers who cleverly 
obtain control of a conversation and, through various 
devices, maintain that control, preventing other per- 
sons from talking very much. Every office appliance 
reader of this has acquaintances, even friends, who 
are expert in the sort of thing I refer to. 

Outside a certain large-city post office is a long 
marble bench. Carved into stone above it is friendly 
counsel, “If thou desirest rest, desire not too much.” 
With equal propriety, we would say to the appliance 
salesman who loves to talk, “If thou likest talk, like 
not too much.” One veteran sales manager declared 
to me, “Nine out of ten salesmen talk too much.” All 
of us know salesmen whose effectiveness is diminished 

even halved—because they talk too much. 

It is bad to talk too much about one’s product or 
line. It’s damaging to talk too much about one’s 
special interests, ideas, hobbies. 

There is a certain appliance salesman whose mag- 
netic personality, prodigious energy and all-round good 
fellowship are the envy of almost every other salesman 
who knows him. But they don’t envy him a certain 
propensity that he has for too much talk. There is 
one thing he likes to talk about best. He talks about 
it continuously and forever, with anecdotes and opin- 
ion, as though he believed that everyone had a similar 
great interest in it. The subject? Good liquor! He 
hurts himself badly! 


Economy of Words a Great Asset 


The salesman who can put across a sale with econ- 
omy of words, a minimum of talk, possesses a power- 
ful asset. It is so easy to obscure major selling points 
by saying too much, burying appeal in verbage. 

Every editor knows a besetting weakness of most 
young writers and a fault of many old ones—they use 
far too many words to tell their story. One reason is 
they really don’t know what their story is when they 
start it. They go along telling the story, but after 
writing up several hundred words realize that their 
presentation has been ineffective. In threshing about 
to correct the trouble, they start building up again. 
repeating much already said. 

The cure, of course, is for the writer, before he be- 
gins to write, to know very clearly in his mind just 
what he has to say and the order in which he proposes 
to say it. 

Likewise the salesman whose sales talk goes hither 
and yon, plowing around a hundred stumps, hasn’t 
taken the time to get up a direct, clear-cut statement 
of his canvass. 

Lengthy conversations may end in a sale, but that 
doesn’t prove the long talk was necessary. Another 
and smarter salesman probably could have put over 
the deal in one-third the time. 

Talk should be respectful and gentlemanly. It should 
avoid controversial opinion and discussion. Clean lan- 
guage is far more effective in making sales than the 
most lurid and forceful profanity. Quiet, low tones are 
the best. 

To sum up: talk is what an appliance salesman lives 
by. So he had better understand well its possibilities 
and dangers!—BART 


*—>¢ 


L. C. SMITH BUILDING FOR POLICE TOWER 


Now considered for a police tower and a new public 
health and safety building to protect Seattle is the 
famous L. C. Smith Building overlooking Puget Sound, 
a structure that has stood for many years as a monu- 
ment to the great typewriter company head. 

Forty-two stories high, the L. C. Smith building on 
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A WELL KNOWN SERVICE 


Wholesaling to the 
Stationery Trade 


FACTORY REPRESENTATIVES 


*A COMPLETE STATIONERY LINE 


* To the extent that wartime markets permit 


Territorial 
Representatives 


A.C. BURTON 
H.M.COOPER 
M.A.DILLON 
F.O.FENNE 

W.T. LEINEWEBER 
H.A.MOHRDIECK 
J.A.UDEN 


The Home of the 





Ou PF QTM... «as it has been for 30 years of wholesaling: To help in 


the sound development of the trade we serve. 


VY Retail Stationers are cordially invited to write for details concerning the 
economic value of our Centralized Buying Services. 


Y Weinvite Trade Manufacturers to consult us relative to our warehouse facil- 


ities and complete trade coverage by experienced salesmen. 
Y ASSOCIATED ’s streamline wholesale distribution practices and policies are 
of sound economic benefit to manufacturers and dealers alike. May we serve you? 


A.R. SKIBBE 
Vice President in Charge of Sales 








Wonto-wide 
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DISTRIBUTORS 
FOR MANUFACTURERS 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 
allotment to cover the basic requirements of all 


our good, loyal dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 
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Seattle’s Second Avenue long held a typewriter organ1- | 


zation in its ground floor, while topping the structure 
was a tower that was an ideal spot for tourists and 
visitors to get a thrilling eagle’s-eye view of the city. 

For a number of years the L. C. Smith skyscraper 
was the tallest of Seattle structures, with its offices 
and store space greatly in demand. The lookout quar- 
ters atop the structure were fitted up with rare furni- 
ture pieces of teakwood, artistically carved. Then came 
the war and mounting fear of an aerial or naval attack 
on this coastal city. The tower was pressed into serv- 
ice by air-raid wardens as a look-out station as watch- 
ers took shifts ’round the clock. 

While other Second Avenue office structures have 
come to rival the Smith Building, nevertheless the 
L. C. structure has remained as Seattle’s major sky- 
scraper through the years. 

Now, filled with hundreds of office-holders, users of 
L. C. Smith’s machines as well as other business ma- 
chines and office supplies, it is being coveted for ex- 
pansion of the police and health departments—planned 
as a No. 1 post-war project. The 42-story building has 
been proposed as a most appropriate headquarters to 
head the growing public health and police activities, 
now dovetailing many of their activities in the name 
of public safety. 

Both the city council and the mayor’s office of Seat- 
tle have been considering the purchase, the mayor 
having recently summoned the councilmen of the city 
for a conference on the possibility of buying the large 
structure. And though it may change its purpose 
from a general office building, it will not lose its 
identity, so long has it stood as a constant reminder 
of a man who has given so much to the business 
world.—C.M.L. 
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TEXAS LEGISLATURE TO CONSIDER CHANGES IN 
STATE’S UNEMPLOYMENT COMPENSATION LAW 


Changes in the unemployment compensation law of 
Texas which, it is reported, would broaden the benefits 
and scope, have been recommended by the unemploy- 
ment compensation commission to the forty-ninth 
Texas legislature, now meeting in Austin. These are: 

1. That all employers of one or more persons be 
made subject to the law, instead of the eight in the 
present law. This would bring an additional 80,000 
employers and 500,000 workers under the terms of the 
law. No changes have been recommended in agricul- 
tural workers, domestic labor, or employes of religious 
or charitable institutions. 

2. That benefits be increased to a maximum of $18 
per week for a maximum of 18 weeks. This compares 
with the present maximum of $15 weekly for not more 
than 16 weeks. 

3. That provision be made for an automatic increase 
in tax rates by steps of one-tenth of one per cent 
when the amount of money in the unemployment 
compensation benefit trust fund falls below a certain 
ratio to the total taxable payroll for the state for the 
preceding year. Conversely, the plan calls for tax 
relaxation when the above ratio rises. 

4. That provision be made for reciprocal agreements 
with other unemployment compensation agencies. 

5. That the exclusion of maritime workers be re- 
pealed. : 

6. That an appropriation be made for the employ- 
ment service in order to enable the state to match 
Federal Wagner-Peyser funds, because of the possibil- 
ity that the employment service may be returned to 
the state during the next Federal fiscal biennium. 

There is no doubt, if the changes reducing the people 
employed from eight to one goes into effect, that many 
of the factory branches in this state, serving the busi- 
ness equipment field as well as some small stationery 
stores, would be affected. 

No report on how these changes will be viewed by 
the legislators has been received at this time—B.C.R. 
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Yow can never get more out of a rib- 

bon or a sheet of carbon paper than was 

put in by its maker, but when— 

% Extra care is used in compounding ink 

% Extra time devoted to grinding pig- 
ments 

% Extra fine oils used in the ink 


% Extra quality demanded in ribbon 
fabric and carbon tissue 

% Extra skill used in inking 
follows automatically that Buckeye 


it 
ribbons and carbons deliver 


EXTRA LONG LIFE 


and produce extra sharp clean letters and 
carbon copies. Buckeye offers a com- 
plete line of carbon paper and inked 
ribbons for all makes and sizes of office 
machines. 


Samples are yours for the asking. 
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Seating America’s office workers se ant TLY 
is a responsibility that 
JASPER SEATING CO. 
knows how to accept. 


OUR NEW 
REPRESENTATIVE 
in Oregon, Washington, Wyo- 
ming, Montana, Coitorado, Ari- 
zona, Ca.ifornia, idano, 
Nevada, Utah 
PAUL C. HARRIS 
1224 31st Ave., San Francisco 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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WARSHAW FOLDERS 
SATISFY J 


Dealers throughout the country are con- 
tinuously re-ordering these sturdy filing 
folders. 

Because they stand up remarkably well 
under constant usage, they are recom- 








mended by alert dealers everywhere. 
saeudwomens Made from sound paper stock on fully 
GUIDES automatic machinery, they give longer 
INDEX CARDS and better service. 
FOLDERS VALUES! PROFITS! 
PROTEX 
STICKONS 
MENDING TAPE 
GUMMED 
INDEX TABS 
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POST-WAR CREDIT AND 
COLLECTION HEADACHES 


By JOHN T. BARTLETT 


Co-author “Retail Credit Practice,” “Credit 
Department Salesmanship” and “Methods 
of Instalment Selling and _ Collection” 





HEN a credit man remarks, “After this war, 
I'll earn my salary again,” he probably has 
thought for post-war headaches which are bound to 


| Create a great deal of trouble for office appliance deal- 
ers and other retail outlets. I listened while a Denver 


credit man elaborated his views. 

“Our No. 1 headache will be the confusion in credit 
extension we will have because of the worthlessness— 
practically that—of so many credit histories. Before 
this war, we could call on the credit bureau for a 


| report, get it in most cases, and use that report in 


comparatively rapid arrival at sound judgment. If 


, the report showed the applicant had met his bills in 


a satisfactory way, with a number of merchants and 

over a period of time, those facts carried large weight, 

went far toward qualifying the customer for credit. 
“You see, we knew that if a man had beem extended 


| credit rather widely, and had made good on it, there 
| was the presumption that he was a capable individual 
| who knew how to handle his affairs. Following the 
| depression of the early 30’s, a great many of the weaker 
| consumers had been eliminated from ledgers. 


“Credit histories meant a great deal to us. 


Post-War Credit Histories Will Be Different 
“But see what we are going to be up against as the 


| war ends and fundamental readjustments in employ- 


ment occur! The fact that Joe Fletcher has had steady 
work since 1940, has been extended credit at several 
places and has successfully met these obligations, 
doesn’t mean at all what a similar record in peacetime 
meant. During this war, millions of individuals who 
rate as unemployables during normal times have been 
at work. The human race at its present point of devel- 
opment doesn’t produce a population which qualifies 
100 per cent for economic service; far from it. There 
are a great many people who have serious mental or 


| physical faults, critical flaws in character and tem- 


perament. Under total war these can be put to work. 
In normal times, it is very difficult for any employer 


' to use them profitably. Family credit qualification has 


been boosted in war by women members who have 
worked. Many times they have taken the place of men 
—not a very satisfactory substitute, but one which has 
helped in the war crisis. 

“There is not a chance that great numbers of people 
who have had regular and large incomes during the 
war will be able to maintain them permanently after- 
wards. Nevertheless, there are many of these who 


_have, for the war period, an earning record and a 
| credit record that are very good. 


“Office appliance stores deal with one kind of family 
which, with only one person regularly employed, does 
not make enough to supply all nee@s. When, however, 
there is employment for more than one member the 
family becomes a very good credit risk for the store. 
Many thousands of,such customers appear on office 


_ appliance store books. Their payment record during this 


war has been very good indeed. “But their war credit 
history contains no assurance that, in post-war re- 
adjustments, many of these families won’t decline as 
credit risks. The credit task is to keep such accounts 
down, follow up quickly in delinquency, keep in touch 
on a week-to-week basis with the fortunes of the 


customer. 
Granting Credit in Post-War 


“When new people come along in post-war days and 
ask for credit, the office appliance store will, as a mat- 
ter of course, secure credit bureau information. But, 
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as I have remarked, it is going to be necessary to dis- 
count the weight of wartime data. What are the em- 
ployment credit facts for the applicant in the years 
prior to the war? What is the current income condi- 
tion? What is the applicant’s outlook? 

“It will be necessary for the office appliance dealer 
to be far more searching in his quest of income and 
other facts of the applicant. Not what the applicant 
did during the war period, but what his record will 
probably be in the post-war period, will become the 
point to study carefully and estimate.” 

No practical office appliance dealer needs to be told 
all of the risky characteristics of such enterprises. The 
credit policy enforced must be a thoroughly practical 
one. 

Another post-war headache is going to be that pro- 
duced by the collection task. What with Government 
limitation of credit, family earning power, and other 
conditions, collecting has almost ceased to be practiced 
as an art. Office appliance dealers have been running 
their businesses with mighty little time for collections. 

Thus, with the return of peace, the collection job is 
going to be back again. In many a store, the merchant 
will have to undergo refresher training himself. He 
will have to teach a new employee how to practice 
the art. 


It’s Another Reconversion Process 


It is a reconversion job (to borrow a phrase from 
WPB). Psychologically, it won’t be easy. Unless, how- 
ever, there is early attention to the subject, and provi- 
sion made, many a store is going to find its collections 
in bad shape before the new state of affairs is quite 
realized. 

It has been recognized for a good many years that, 
in retail credit, the most dangerous type of account is 
the one which, formerly good during a long period, 
gradually changes into something else. In normal 
times, this sort of Doctor Jekyll-Mr. Hyde happening 
doesn’t occur very often. But, with the end of the war 
period and its fantastic prosperity for almost all, good 
credit risks are going to deteriorate into something else 
on a mass scale. Competent credit management will 
cope with this condition. There will be a mighty head- 
ache in it for the store which does not begin to handle 
credits and collections very carefully, beginning at 
once.—BART. 


ee 


HAWAIIAN FIRMS ADD NEW STAFF MEMBERS 


A. A. Chanteloup, for 16 years associated with 
the National Bank of San Mateo, is now connected 
with Alexander Brothers, Ltd. He is in New York, 
Chicago, Rochester and other important cities visiting 
the various suppliers of this corporation, and will 
shortly arrive in Honolulu to become the department 
manager in the organization of Alexander Brothers, 
Ltd. 

Mr. Chanteloup is conversant with all types of ma- 
chines as applied to banks, plantation offices and gen- 
eral accounting equipment. He has been honorably 
discharged from the U. S. Marines, having seen active 
duty in the Pacific. This is another forward step in 
the post-war plan of Alexander Brothers, Ltd., who 
are not waiting for the war to end to start, but have 
already put into effect a complete reorganization of the 
firm which will continue to serve the commercial and 
armed force accounts in the Hawaiian Islands. 

Max M. Simon, who recently arrived from the main- 
land, is now connected with Huston & Alexander, Ltd., 
of which W. G. Huston is the president; Fred P. Alex- 
ander, vice-president and treasurer, and Donald C. K. 
Lee, secretary. Huston & Alexander, Ltd., are distribu- 
tors in the Territory of Hawaii for Ditto products, 
Haloid, Commercial Controls, Cado Fountnbrushes and 
many other office appliance lines. His wife and two 
daughters will shortly join him, and will make their 
home in Hawaii. 
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Representatives 


Fred Deutsch, 3525 Southwestern N. L. & K. . 
Bivd., Dailas, Texas—Texas and Okla. Eighth St., Los Angeles, Cal. 


Milton Stone, 30 Church St., New 
York City, covering New York. 


Harry Henkel, 
Ca 


Francisco, 


ae? Second St., San 
Ww. 


W. Zeagier, 1709 W. 


R. E. Horter, Ind., tll., Mich., Ohio, 
2523 W. 109th Pi., Chicago, II! 


S. Lichenstein, 1228 Locust Ave., 
Philadelphia, Pa. 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS *- STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 














DEALERS ‘ts NEW 


4 e 
Immediate Shipment It 5 timely 


Every office and plant a eae, 
clubs, hotels and smal) stores alike. 


et 


Will sell even better than 
now when Victory comes and _~ 
priorities are “ 
forgotten. 


Government is 
releasing 30 
thousand _ serv- 
icemen per 
month. 


RETAIL 
PRICES 


Size 8” x 12” 
with one set of 
numbers (Up to 
100 employees). 


$2.50 Ea. 


Size 17%x24" 7 
with two sets of 
numbers (Up to 
1000 employees). 


$5.00 Ea. 


Size 24”x36” 
with three sets 
of numbers (Up 
to 10,000 em- 
ployees). 

$7.50 Ea. 


Usual dealer 
discounts 





For display in windows or offices to show your co-operation with the 
government on reemployment of service men and women. High grade 
rayon silk. Gold cord with pole at top. Beautiful 
tom. Flexible celluloid numbers easily changed in holder. 

Order at least one of each size for display in your store and window. 


ORDER TODAY. 


SERVICE FLAG & EMBLEM CO. 


300 West Adams Street 


old fringe at bot- 


Chicago 6, Ill. 
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TEN TENETS FOR BUSINESS IN 1945 


The following statement on the business outlook 
for 1945 is from George S. May, head of the 
George S. May Company, the world’s largest firm 
of business engineers. Mr. May also is chairman 
of the board of the George S. May Business 
Foundation, a non-profit research organization 
devoted to the interests of private enterprise. 


NE HOPEFUL FACT stands out above today’s con- 

fusion. That is the fact that if a business man 
is prepared for the future he need not fear it. And 
how can be prepare himself to dominate that future? 
By realizing the basic truth that managements—not 
products—compete, and then doing the things today 
that will make him a manager more than able to cope 
with the problems of tomorrow. 

There are ten important management controls or 
measurements which he must understand and know 
how to apply. These factors are so successful wher- 
ever they are applied that I call them the “Ten Tenets 
for Better Business.” Apply them, put your house in 
order NOW, then keep it in order, and your position 
will be more strategic when the battle changes from 
the war front to the market front. 


1: Build a Sound Organization 


Every function of management should be clearly 
and completely specified. The authority and responsi- 
bility of each activity in administration, operation and 
sales needs to be definitely set. Nearly all industrial 
sales organizations will have to be rebuilt. In many 
cases new sales policies must be created and the many 
competitive conditions that arise will need to be 
analyzed carefully. Based on defined organization 
measures, a graphic diagram, known as an “organiza- 
tion chart,” will do much to eliminate uncertainty 
depict the flow of authority that eliminates overlap- 
ping responsibilities and cross-purposes, and will guide 
the company to direct, streamlined action in the at- 
tainment of post-war objectives. 


2: Carefully Appraise Employees 


Personnel evaluation will become of increasing im- 
portance during the reconversion period, not only 
because of the anticipated change in number of work- 
ers but also because of new products, requiring new 
jobs with new skills, and the return of service men to 
their old plant jobs. Case histories of all workers will 
be necessary. A sound program of employment-man- 
agement relations needs to be built up. Basic improve- 
ments and modern scientific procedures must be care- 
fully studied and incorporated into the personnel 
program. 


3: Eliminate Wastes Through Cost Finding 


Substantial wastes remain hidden in many plants 
because of the absence of accurate cost finding. When 
there is no basis for ascertaining where costs are 
excessive and no mechanics for keeping them under 
constant observation, there is no adequate means of 
controlling costs and fixing the blame for those which 
are excessive. A modern cost-finding system is tre- 
mendously important at any time—the lack of it may 
mean business suicide in the post-war era. 


4: Establish a Complete Expense Control 


Lack of adequate expense control results in “half- 
baked” decisions based on guesses, snap judgments, 
or blind following of precedent. These superficial de- 
cisions are aften responsible for grievous wastes. How 
can management hope to plan intelligently without 
knowing what constitutes a reasonable potential and 
without establishing a measure of accomplishment? 
Complete expense control substitutes certainty for un- 
certainty. It provides a basis for monthly and quar- 
terly reports by which the executive can compare esti- 
mated and actual performance pertaining to produc- 
1945 
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725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 
TEL HAR 1100 











THOUSANDS GEAR WIM ARE ASKING: 








Yes, Mr. Chair Buyer... Mr. Dealer... we believe you have good reason 
to expect brighter days in 1945, and an increase in the number of Diamond 


Trade-Mark chairs you will be able to get. 


Sheboygan Chair Company appreciates the patience and understanding 
you have shown during these difficult wartime days, and we have given you 


every possible service that did not conflict with the national war effort. 


The wartime chairs we have given you adhere to every Sheboygan Chair 


Company tradition for sturdiness and quality. 


When the all-clear signal is given, we shall be able to give you some 
splendid new designs, and we will have the increased facilities and new 
machinery to build good chairs in greater quantity than ever before. 

We are still working on a quarterly allotment of lumber, so let us know 


your requirements as far in advance as possible. 







S 


SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 


SHEBOYGAN, WISCONSIN 
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tion, labor, expense, plant, and equipment. Such re- 
ports aim directly at the main target of post-war 
planning—cost reduction. 


5: Install a Systematic Control of Production 


With the first four tenets in operation, manage- 
ment is in a position to consider production control, 
which is a major industrial device for reducing waste 
in actual production time. Standardization of jobs 
and methods is basic in establishing cost reduction. 
The preliminary approach analyzes and records over- 
all arrangements, processes, equipment, and material 
handling from the viewpoint of worker efficiency. 
All of these elements, including production planning 
and scheduling, must be co-ordinated into harmonious 
productivity. 


6: Make an Efficient Plant Layout 


Reconversion will unquestionably require many 
changes in plant layout. In some cases buildings and 
other property will have to be abandoned and floor 
space for manufacturing will be much reduced. In 
other cases, space and the entire plant layout must 
be expanded. In either case, the logical sequence of 
processes should be maintained, the grouping of ma- 
chines kept natural and convenient, and the flow of 
materials so regulated as to economize time, distance, 
and cost. Large savings in production time and in 
handling costs can be realized through more efficient 
plant layouts—co-ordinated with operations and prod- 
ucts. 


7: Adopt a Scientific Wage Incentive Plan 
Among the most vital and farsighted procedures in 


management is job analysis—breaking down jobs into | 


their various elements—job standardization, perform- 


ance standards, and job pricing. Not only do these | 


functions possess important values in themselves, but 
they form the basis for wage incentives—strongly ad- 
vocated by the War Production Board as a means 
of lowering unit costs and increasing production. More 
than 50 per cent of all manufacturers now use some 
form of wage incentives, but many of these plans are 
antiquated and need revision. Incentives should be 
extended to include indirect labor as well as direct, 
and should also be applied to supervisory and key 
personnel as a reward for holding down expenses. 


8: Seek Constant Improvement of All Methods 


As I have already stated, scientific business prin- 
ciples are permanent, but methods may be changed 
or discarded. The advent of such new machinery, the 
manufacture of entirely new products, the introduc- 
tion of different industrial objectives, will bring about 
many transformations. In the post-war period the 
need for constantly improving methods in various 
mechanical aids, and in employee-management re- 
lations, will be imperative. Great stress will be placed 
upon better ways of handling and stimulating unit 
costs. Also, improved methods in materials handling 
achieve substantial savings in labor and in smoother 
flow of production. 


9: Set Up and Maintain High Standards 
of Quality Through Control 


One of the first matters to be considered by the 
manufacturer is waste due to rejects. This waste 
should be controlled by setting up quality standards 
and tying in responsibility for quality with the func- 
tional chart. Control of quality can be maintained 
through a system of complete and scientific inspection. 


10: Make Sure of Your Markets 


In the scramble for markets after the war, the 
greatest sales responsibility will be selecting and ac- 
quiring markets and charting sales and distribution. 
To this end it is absolutely imperative that a very care- 
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DIGNITY Ww BEAUTY 


Samson tables are unquestionably the finest and most 
useful ever built in spite of the higher cost of others. And 
the reason for this lies in the fact that with all of its many 
exclusive features of construction, coupled with our modern 
plant facilities; THE SAMSON TABLE is turned out in 
greater quantities and at lower manufacturing cost than 
other tables for office use. 


WRITE FOR NEW CATALOGUE No. 32 

















Sell Today for 
PERMANENT 



































Prompt Delivery 


These modern presswood ward- 
robe racks are not temporary 
“war babies," but are built for 


a a al ey 


rate all of the patented PETER- 
SON efficiency features of: 
Spaced coat hangers, where 
wraps are kept dry, aired and 
"in press." Individual ventilated 
hat spaces, space-saving effi- 
ciency — accommodate 3 or 4 
persons per sq. ft. of floor space. 
And, where desired, built-in lock 
boxes, umbrella racks and over- 
shoe shelves. Sell this silent 
wood equipment today with con- 
fidence. Matching add-on units 
will be available in both wood 
and in steel over the years, in 
single and double faced cos- 
tumers, wardrobe racks, and 
locker units. 


Write for catalog sheets and 
dealer proposition which assures 
a full margin on every sale. 


Write for Bulletin G-13 






~ VOGEL- PETERSON COMPANY 


“The Checkroom People” 
624 So. Michigan Blvd. Chicago 5, Ill. 
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A New Tax Record for Farmers 


BUREAU SYSTEMS FILE 


Saves Tax Money — Easy to Keep 
No Writing 


Every stationer to 
whom Bureau Sys- 
tem has been of- 
fered has ordered. 
Buyers who were 
out when salesmen 
called ordered by 
mail from folder. 
Bureau System is 
designed for farm- 
ers to simplify 
compiling of in- 
come tax and to 
save them money. 
Provides five-year 
record. A thor- 
oughly live sales 
article. 




















PRICE 


Copyright 1943 5 De lDeD 


Reg. U. S. Pat. Off., Pat. Pending 








Write at once for folder describing this 
unique file. It offers a new and 
quick source of profit. 


BUREAU SYSTEMS COMPANY 


1007 E. Adams St. Springfield, Illinois 














ROBERTS 


INVESTIGATE 
ITS MERITS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 





Your large discounts give you a 
real incentive to sell these units. 


THE Roperts Numperinc Macuine Co. 
694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 
Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago 10, IIl. 
593 Market St., San Francisco 5 
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ful and comprehensive analysis be made of both pres- 
ent and potential markets. Old markets may have 
migrated. New markets will have to be built up. Do- 
mestic and foreign competition will need to be faced. 
Only by market analysis can business avoid the tre- 
mendous waste of money and effort that would be 
caused by advertising and sales effort expanded in 
wrong directions. I firmly believe that if business and 
industry will embrace these ten tenets of good busi- 
ness, they will reach new heights of activity and serv- 
ice. The principles implied have all been tried and 
thoroughly tested. They are based on the axiom: to 
plan soundly you must use facts, not guesses. 





MAKING LETTERS SAVE TIME, 
TRANSPORTATION AND TROUBLE 


By LESLIE LINCOLN 


HAT WITH WARTIME transportation and time 

shortages, the practice of business letter writing 
has in recent months taken on new importance for the 
office appliance dealer. Needless to say, however, there 
are special factors to consider in the writing of war- 
time business letters. The following tips will be of 
aid in present-day letter writing: 

1. In these days, time is at a premium. Hence, 
strive to make your letters definitely to-the-point. 
Superfluous words and long cumbersome sentences 
are definitely out of style. Moreover, many busy men 
will often fail to read a letter thoroughly when it 
beats around the bush or otherwise fails to get down 
to cases. Do what you can to soothe war nerves by 
making your letters clear and concise. 

2. Do not, however, in your efforts to be brief, allow 
your letters to become curt or discourteous. People 
today are often hypersensitive, and a misplaced word 
or two may result in loss of valuable business. For 
best results, have someone else check over your letters 
for possible double-meanings, unintentional discour- 
tesies, and so on. 

3. For best results in writing wartime letters, plan 
your note in advance. Have definitely in mind before 
you start the type of letter you are writing—collection, 
acknowledgment, order, complaint, and so on—as well 
as the manner of presentation. Know where you are 
heading, and the actual writing will come compara- 
tively easy. 

4. Avoid stylistic habits which are apt to annoy. 
Do not use “telegraphic” style—that is, leaving out 
unimportant words. By the same token, avoid the use 
of “same” when a concrete word can be used in its 
place. Do not use outmoded forms of spelling or 
phraseology. 

5. Many office appliance dealers have found it de- 
sireable to give their letters a “victory” slant. Thus, 
one establishment places the phrase “One Day Nearer 
Victory” immediately under the date. Another makes 
it a practice to sign letters “Yours for Victory!” Still 
another makes it a habit to have his and the stenog- 
rapher’s initials typed in the form of a “Victory V” at 
the bottom of the letter. 

6. Wartime letters are especially desirable in build- 
ing good will, expressing appreciation, making apolo- 
gies and offering thanks. Particularly in these try- 
ing times when many men are apt to forget are such 
letters appreciated. Consequently, when such letters 
are forthcoming, they tend to attract particularly fa- 
vorable notice and thus build more than the normal 
share of good will. 

7. Well-timed, well-placed letters can do much 
toward alleviating wartime transportation shortages. 
Avoid making a trip across town when a letter will 
do the trick just as well. Avoid wasting your valuable 
time with a personal call when a letter can save you 
the trouble. Avoid confusion and turmoil when a short, 
clear, and courteous wartime note will settle a diffi- 
culty for you—BART 
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A MESSAGE TO OUR BUYERS 


from 


R.W. HECK. Vice-President 


FRANK 


* * * We believe that buyers of Mashek’s fine 
quality leather goods are interested in a pre- 


view of our production program for 1945. 


x * * [tis difficult for us to give you that in- 
formation in detail, but here is a summary of 
our immediate outlook ...and our plans for 


the future. 


* * * It is no news to you that we have been 
actively engaged in manufacturing war mate- 
riel for a number of government agencies: cur- 
rently, Flyer’s Bags and Aerial Delivery Con- 
tainers, and recently, Holster Assemblies for 
Parachutist’s Rifles or Sub-Machine Guns, We 
are justifiably proud of our part in producing 
these vitally needed items even though govern- 
ment schedules require the greater part of our 
manpower almost to the exclusion of the pro- 


duction of our civilian goods. 


* * * For the first quarter of 1945 this same 
program appears in prospect, and according to 
our present estimates we shall have only about 
10% of our manpower to devote to the con- 
tinued production of our genuine India tanned 
goatskin Brief Cases and Portfolios as well as 


developing a genuine pigskin line. 


* 


* 


MASHEK COMPANY 


* * * The continued quality of these fine pieces 
has only been possible because the employees 
responsible for our limited civilian production 
have put their every effort into maintaining 


the Mashek reputation. 


* * * [tis with regret that we cannot paint a 
more optimistic picture for you buyers who 
have been so loyal to us. However, we can tell 
you that the minute our fighting forces release 
us from our first responsibility—making the 
equipment they need—we will be back into 
full volume production, and as time goes on 
we will keep you advised of the trend of 


Mashek’s progress. 


* * * So now, at the turn of the New Year we 
give you thanks for your loyalty... and sin- 
cere hopes that 1945 will see the conclusion of 


this war and a better year for you. 


* * * And we add our promise that once we 
are released from our war responsibilities, 
Mashek will again devote its full production to 
creating the distinctive and beautifully crafted 
brief cases, wallets, catalog cases, zipper ring 
binders and portfolios, that your customers 


have never ceased to demand. 


(Wack 


* VICE-PRESIDENT 


FRANK MASHEK COMPANY 


1914 MILWAUKEE AVENUE, CHICAGO 
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NGINEERING “know how’ is not acquired 


over-night—technical knowledge and skill is 


the result of many years’ training and long 
experience. 


The manufacture of top quality carbon paper too 
requires knowledge plus skilled craftsmanship. 
Allied Rocket Brand Carbon Paper is an ex- 
ample of the excellence attained through the 
combination of 37 years experience, constant re- 
search, and modern manufacturing techniques. 
This superior quality is responsible for Rocket’s 
fast growing popularity. The economy of long 
wear, the satisfaction of perfect copies recom- 
mend it to every buyer. Users are enthusiastic 
about the many extras built into Rocket Carbon 
Paper including Allied’s exclusive Non-Curl and 
Full Tab features. 


The proven performance and acceptance of 
Rocket means volume and profits for every 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
NEW YORK 13, N. Y. 


165 DUANE STREET 
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Allied dealer. In terms of new business and 
repeat business, this superior quality carbon is 
the answer for sales today and tomorrow. Un- 
conditionally guaranteed, popularly priced for 
substantial profits, attractively packaged for 
quicker, easier sales, Rocket is a carbon without 


a “‘headache.” 


Test it yourself—write today for samples and 
complete details about Allied’s personalized ser- 


vice policy geared to your business. 


In addition to Rocket Brand Carbon Paper, 
Allied manufactures a complete line of first 
quality, full profit, carbon paper and ribbons in 
every price range. Included are the famous 
Echo, Skipper, Comet, Pacemaker, Scotty and 
Penciluxe Brands. Each is the leader in its field, 


featuring exact manufacturing standards. 


ALLIEN 





CARBONS & RIBBONS 
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WHEN THE SALESMAN RETIRES 


By GEORGE M. DODSON 


O OFFICE SUPPLY and equipment salesman is 
entirely “through” when he retires. He may have 
reached the age when he can longer attend to enough 
of the details of the position to make it profitable 
for the office supply merchant to continue his employ- 
ment. Nevertheless, that salesman will have some 
loyal customers right up to the end. Many or few, 
they should not be ignored—or there’s trouble ahead. 
It is good business to “buy out” the interest of the 
salesman in that list of personal customers. Notice 
how this simple process affects those most interested 
in the matter: 

(a) For the retiring salesman, it forms the final 
token of good will from his employer. The amount 
may be no larger than the office supply dealer would 
like to present to the salesman as a parting gWt. 
However, this is different, because it more closely 
resembles a business transaction and a fair reward 
fer something tangible. In some respects it’s like 
purchasing good will when one takes over an estab- 
lished business. 





Morale Booster 


(b) For the office supply and equipment merchant, 
it is a practical method for doing the fair thing 
for a trustworthy worker. Nor should we forget the 
effect all this has in boosting morale among other 
salesmen, who feel it is a sign that good work will 
be properly rewarded in due time. It keeps more 
workers on the job right up to retirement age. 

(c) For the trade, too, this becomes a symbol of 
fairness toward their friend, the retiring salesman. 
While it places them under no obligation to continue 
purchasing there, a letter signed by the salesman 
and sent to his loyal customers will do much to 
hold their business while a new man gets acquainted 
with such accounts. 

Just how much is it worth to the office supply 
dealer to retain the good will of this group of cus- 
tomers? How much can he afford to give the retiring 
salesman and still keep it on the level of a business- 
like transaction? The answer will vary with the actual 
value of what the office supply dealer gets in return, 
exactly as the good will in one business may be 
worth more or less than that in another business. 

But in general, the reward should be no less than 
a $100 War Bond or the equivalent in cash. If there 
is a practical basis for giving more, by all means 
be fair. However, any smaller sum sounds like placing 
too little value on the trade the dealer hopes to 
retain, and may lose rather than gain customer 
approval. 


War Bonds Make Good Gifts 


We have suggested War Bonds because the retired 
salesman may need funds more urgently at some 
later date. In this form, the money draws interest 
until required, and yet will be perfectly safe until 
then. It will remind the retired salesman on frequent 
occasions to keep on boosting the store that treated 
him so generously. 

The sum need not be the same for each retiring 
salesman. It should be figured only after taking 
into consideration such points as length of service, 
average annual sales in recent years, and size of the 
salesman’s personal “following.” Naturally, it will 
be reserved exclusively for retiring salesmen with 
a minimum of several years in the business. After 
setting up a formula for figuring the amount, the 
same rules should be applied to each case. Having 
some idea of what lies ahead will do much to retain 
workers who might stray to other jobs if there were 
no such incentive for staying in the office supply 
and equipment store. 
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DURING 1945 
WE WILL PROVIDE 
ALL AVAILABLE SUPPLIES OF 


EATON’S BERKSHIRE 
TYPEWRITER PAPERS 


to our regular customers. 


This policy is a tangible 
thank-you to loyal 
Berkshire distributors. 


2 
¢ATON ss 


*rypewriTER* 
* papers * 


SA & 
“Rcsni™ 


EATON PAPER CORP., PITTSFIELD, MASS. 

















These modern, loose- 
leaf covers have 


LOOSE-LEAF. 
COVERS * 


scores of uses—for 
presentations, special 
reports, etc. Leather- 
ette finish — strong, 
flexible stock to 
withstand constant 
handling, several 
styles of fasteners. 


Standard 8!/. x11” 


size. 


CHOICE of 6 col- 

ors; blue, red, black, 

grey, green, tan. 

$ 9.00 per 100 

$75.00 per 1000 
REE—Clip this 


ad to your let- 
terhead. We'll 

















send samples for 
your inspection. 


IMMEDIATE DELIVERY 
\\ AMBERG FILE & INDEX COMPANY : 















Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 
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ADDRESSOGRAPH PLATES SPEED SAILORS’ PAY 
That big, broad, satisfied smile you see on Sailor 
Sam’s face these days is there for a reason. Sam’s 


getting paid regularly now. Be he on a coral atoll in 


the Pacific or doing submarine duty under the waves 
of the broad Atlantic, be he fresh from battle or safe 
at home—Sam’s money is always on time. 


A Cleveland concern is entitled to a certain share 
of the credit for the Navy’s current promptness in 
and TABLET ARM-CHAIRS meeting pay day deadlines. For the ghost’s helper on 
pay day—you know, the day the ghost walks—is a 
: ; small, embossed metal plate, known as an Addresso- 
All styles Folding Chairs. Tab- graph plate and made by Addressograph-Multigraph 
let Armchairs—ideal for class- Corp., Cleveland, O. 
rooms, cafeterias, etc. This plate is the tiny heart of a new Navy pay plan 
which has reduced the disbursing officer’s paper work 

s to a minimum while at the same time guaranteeing 
N TYLE " Sailor Sam and his seafaring associates against pro- 
longed delays in receiving pay. Without getting into 














IMMEDIATE too technical description of the Addressograph system, 
SHIPMENT State whether or it is possible to explain in layman’s language that one 
not priority rating of these plates—with such information as name, serv- 

is available. ice or file number, class, designation and pay group 

number embossed upon it—has been prepared for 


Don’t turn down chair inquiries— 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 


every man in the Navy. A disbursing officer keeps the 
plates of all men at his station or ship. When this 
officer has to put certain information on a Navy pay 
record, money list (payroll sheet), pay receipt or other 
Navy form, all he has to do is to run a handful or 
drawerful of these plates through an Addressograph 
machine and, presto, there it is! 





1140 BROADWAY ce See 
Corner 26th St. IBSA OFFICIALS VISIT GREAT LAKES TRAVELERS 
EW Y i 2 Six members of the executive committee of Illinois 

N ORK 1, N | Booksellers & Stationers Association had lunch with ( 


the Great Lakes Travelers Club January 19. They had 
come to Chicago to talk over plans for the annual 
meeting of IBSA and Sixth District NSA to be held in 
that city on April 26 and 27. The visitors included 
Maynard Westring of Mid-City Stationers, Rockford, 
president of IBSA; John Carroll of Temple & Carroll, 
Galesburg; Homer Jacquin of Jacquin & Company, 
Peoria; John Miller and A. J. Markelz, The Book Shop, 
Joliet, and D. S. Passmore, University of Chicago Book- 
store. Tom Gillice of Rockwell-Barnes Company, an 
executive member of both organizations, also was 
present. It is expected that plans will be announced 
next month. 

Members of the Illinois Booksellers & Stationery As- 
sociation frequently are found at the Great Lakes 
luncheons. It is seldom, however, that so many attend 
at one time. 


AShland 4-1385 
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VOGEL-PETERSON INCREASE OUTPUT FACILITIES 


The Vogel-Peterson Company, Chicago, Ill., makers 
of “The Office Valet” coat and hat racks for offices, 


y an See — 
t é Eye Cc ce and of Peterson checkroom and industrial coatroom 


ai 
equipment, are readying their production facilities to 


theres aluays masons! for CU0N7€E handle a greatly increased output when a general 
a increase on the use of steel is granted. 





hs Soa a 














g Their factory is now located in larger, modern 
COOK § ST EE L F i L E S I G & A L S quarters in Chicago’s central manufacturing district, _ 
No office has even begun to exhaust their myriad uses. | While the general offices, sales department and show- Bil 
Attached to file cards and ledger sheets, they segregate | Toms are at 624 South Michigan Avenue, within con- oe 
2 : ‘ ; venient walking distance of all parts of the “Loop Bill 
many classifications of data for instant use, facts it would | . a4 Sec 


otherwise take days to assemble. With the present paper Chicago and out-of-town dealers are invited to see 


Dealers not familiar with the V-P line are asked to 
write for new illustrated catalogs. 


Oe 


to your customers, using cards of actual samples (free 
on request). 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 


work overload, their possibilities are legion. Explain them | the complete line of Vogel-Peterson at the showroom. 


NEW YORK TYPEWRITER FIRM AT NEW ADDRESS 


| The Typewriter Circle Company has moved its office 
machine business to 87 Walker Street, New York, 
N. Y., Adolph Morse, head of the firm, announced late 


in January. 
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y i Personal ADDRESS & TELEPHONE DIRECTORY $14.40 Dz. 













2. Persoual ADDRESS BOOK... ... .. . $21.60 Dz. 

NY 3B. Personal DESK PERPETUAL DIARY ... . . . $14.40Dz. 
4. Personal MEMORANDUM BOOK. ..... . . . $18.00Dz. 

5. Personal FIVEYEAR DIARY ........ . . . $36.00Dz. 

G. Personal ONE-YEAR PERPETUAL DIARY .... . . « $21.60Dz. 

F- Personal VEST POCKET DIARIES... . . . . . $10.80&$12.00 Dz. 


PRICES shown are list prices less trade discount. 


Gibbons Personal Leather Goods are creations of master craftsmen 
— distinctive in designs — with many attractive new features which 
appeal to customers and cinch the sales. Buyers find it advantageous 
to be able to select most of their requirements from one source. 


ORDER FROM THIS AD-—or write for further information 























Men's Matched Gift Setsin Ladies’ Matched Gift Setsin Leather ; ld $60 English Bill- Folding Picture Frames Pocket Pocket 6 Hook Key Cases, 
— 


DeLuxe Gift Boxes. DeLuxe Gift Boxes. Compacts S08. 00to $180.00 — Hand Turned Edges. Secre- Wallets, Snap Button, Gen- 

: : Vest Pocket to 8’x10", taries, $60.00 wine Leather. $7.20 
Billfold and Key Case, $28.80  Billfold and Key Case, $60.00 sav pet s Billfolds, $18.00to $240.00 Dz. $28. 86 ' Des Mesenen tee 
to $180.00 Dz. $28.80 to $108.00 Dz. Dz. $18.00 to $180.00 Dz. ee Picture Frames to fian, Pig, $18.00 Dz. 
Billfold — Key Case — Pocket Compact — Billfold — Key Ladies’ Billfolds, 8x i $120.00 and $72.00 $72.00 All‘round oP r— 
Secretary, $54.00 to $240.00 Dz. Case, $93.60 Dz. $24.00 to $120.00 Dz. $150 00 Dozen. Dz. Dz. Morocco, $36.00 Dz. 


DISPLAY ROOMS 


Los Angeles — 509 Merchandise Mart -~ D. H. Kehlor 
New York — 225 Fifth Avenue — M. C. Liss P San Francisco — 506 Merchandise Mart — V. McFarland 


THOMAS I. GIBBONS & CO. 


Meanufacturers of Ane Leather Goods 
509 S. FRANKLIN STREET CHICAGO : 7 - ILLINOIS 
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“EASY WAY” 
WITHHOLDING TAX 
-. CALCULATOR 


P) 


Specially Designed for ‘’The Man in the Field” 


Every payroll clerk and timekeeper should have it. Easily 
operated, sturdily built, nothing to get out of order. Has 
official government withholding tax calculations based on 
various payroll periods. Mistakes eliminated since only one 
line is exposed at a time. 


Be Sure To Specify Chart You Need: 


CL) Weekly 

[] Bi-Weekly 

CL) Semi-Monthly 
C] Monthly 

(_] Miscellaneous 


Retails at 


$1 37> 


Write for our dealer proposition 


HIATT-BUSH CO. 


P. O. BOX 1571 TULSA 1, OKLAHOMA 











ALL METAL "PECHNYSCOPE 


| 





THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long 


(Slightly 
higher west 
of Rockies) 


TECHNYGRAPH CO. recuny, i. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 


















en 
“h*"\ PENCIL POINTERS DRAWING AND TRACING PAPERS. 


A, 
IQ , 4 





METAL “UNITSQUARES” 


TYPE CLEANER c 


CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 
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When You're Asked 
for , FACTS 






CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 
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EQUAL TO PRE-WAR QUALITY 


POCKET SEALS or QUALITY 








THE ORIGINAL 


NORTA 


PLASTIC TYPE CLEANER 


Yes, NORTA is back on the job again cleaning up, 
as its many old friends can testify. 

No dirty, inky hands when you use NORTA; no 
soiled clothing, no brushing, scrubbing or rubbing. 
Unlike other cleaners, NORTA is clean efficient 
and quick; just press, roll gently back and forth 
and the job is done. 


Its remarkable qualities make it the ideal cleaner 
for typewriter type, stamps, etc. 


EXCELLENT VALUE—FAST SELLER 
ORDER A SUPPLY TODAY 


NORTA DISTRIBUTING Co. 
119 WEST 40th ST., NEW YORK 18, N. Y. 


The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 


FREE LEATHERETTE POCKET CASE with EACH SEAL 
Established 1854 


Efio Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 
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MARKING DEVICE DEALER 














DEALERS: 


Territory is 
available. 
Write for 
proposition. 


DUPLICATOR 
PLUID 


° Brighter Copies 


e Longer Runs 









FOR ALL 
© Practically Odorless 


DIRECT 

PROCESS e Non-injurious to 

LIQUID Machines 
DUPLICATORS 


« Dries Instantly—No 
Offset to Other Copies — 













In gallon jugs or 54 gallon 
drums 


ORDER TODAY 





ae 
(my 


e777, Venlo 


AUTOCOPY, INC. 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 


} SPipgiy cpyid J 
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When He Says (r()! 
That We Can... 
Conversion to full scale production of much needed 
Error-No line-by-line copyholders will be no problem to 


us. All we are waiting for is the green light from 


Uncle Sam. 





We are mighty glad folks who are sending us orders un- 
derstand we can't ship them an Error-No now. Like others 
they are getting in line for one of those all-steel, high 
quality Error-No copyholders. 


furor No A. .tders come in they are dated and numbered. Ship- 
ments will go out accordingly. 








Other famous 
Hall-W elter products 


\lr 22 
Wireb. CORP. 






o— 
Ee —— are Chexsigno 
DIVISION OF THE (Check Signer) 
and Speedrite 





HALL-WELTER CO. 


ROCHESTER 7, Naa, . 


(Check Writer) 





FOR THOSE WHO 
MUST MAKE 
BEST IMPRESSIONS 


TENCILS 














The SHALLCROSS DOUBLE- 
COATED STENCIL —a superior 
stencil for the finest dealers who 
firmly believe that their customers 
deserve the best—has so many 
outstandingly good qualities that 
those who buy them today will 
still be buying them many years 
from now. 


CUSTOMER SATISFACTION PLUS 
OUR UNQUALIFIED GUARANTEE 
ASSURES YOU OF LASTING PROFITS 


PRICE-LIST 
AND SAMPLES 
ON REQUEST 





The SHALLCROSS COMPANY 


Manufacturers of 


Inks -Ribbon--Stencils-Papers 
POATY CIGHTH and GRAVES FERRY RORD 
PHILADELPHIA 43, PENNA. 


~m~nOvVQrraer 
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DAYTON STENCIL 
WORKS CO. *cnic"™ 




















S0-EASY 
MOISTENER 


I can now supply you. 
Priority required. Send your order to 


A. MOHLER, Manufacturer 


Onamia, Minn. 
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TRI-PLY Combines RED & GRAY RUBBER 


| LOS a2 018) 
TRI-PLY 
“Whisk’ 


NO. 399 TRI-PLY 
The leading typists eraser. 


*@ CENTER PLY sae With new 
Soft gray ink eraser to ' style brush 
erase single letters; 5 


ie. 2a Part of the complete 
OUTER PLIES 
: quality line of ' 


Red rubber for erasing 


on originals and carbon 4 ih W Q Rodents € 


copies. 


Correct Mistakes in try Leas 


























(ff, 
gusemmen tro rn rneman 















WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 








DESKS, TABLES AND BOOKCASES 


for the general office 


COMPLETE EXECUTIVE SUITES 


for the private office 


GUNN FURNITURE COMPANY 


oe ER 


ice cE FURNITURE 













GRAND RAPIDS 2 MICHIGAN 























OFFICE APPLIANCES, February, 1945 181 








MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- 
dustry with fast, accurate ¢ 
calculation of all details in 
the payroll figuring, the 
most important relationship 
between management and \ 
labor. Figured to the near- @ \ 
est half cent, clear and di- 
rect, simple and easy. 










Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


Meilicke. Systems, Inc. io aon 


WRITE Way 
Kip is the 

\ BEST Way to 
REPEAT BUSINESS and PROFITS! 
Customers come back again and again for 
WRITE products. They find that WRITE 
generously-inked Carbon Paper and Typewriter 


Ribbons do a clearer, cleaner job. And _ that 
means repeat business, stepped-up profits for you. 


Stock and feature WRITE to do 
WRITE-business. Act now. Send 
for samples and discounts today. 
You'll be delighted. 


Immediate Deliveries—No Delays! 
































%” PRECISION 
STENCIL 


CORRECTION 
FLUID 


Every day, new users sing praises of 
its excellence and declare it to be 
: e ght Avenue THE FINEST FLUID in THE BEST 
ry ex 











PACKAGE. 
ITE New York V7, N. Y. For full information, prices and samples, write 
: STARKEY PAPER & SUPPLY CO. 
FACTORY: Bridgeport, Conn. 3800 Agnes Avenue Kansas City 3, Mo. 











é 


PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


‘STEER &6TRONG 












EB) givesease- PERMA-BILT 
— ) of Visibility EQUIPMENT 
i mmmaal / COMPANY 

f HANNA BUILDING 


CLEVELAND 15, OHIO 














4 


————————————— 


ATTENTION 


OFFICE MACHINE DISTRIBUTORS in Mid- 











AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and j 
Office Supply Dealers only. We have no retail salesmen to Western City of 750,000 want to expand 
pirate your customers and cash in on your missionary work. their business into other lines. We are 


interested in hearing from manufacturers of 


Write for liberal discounts and sales help on: 
office equipment, business machines and al- 


+ ge jum one ea 

i raps eal Presses : i i 
Coin Bags Teller’s Moisteners lied products. We have been selling direct 
Currency Bags Manual Coin Counters to offices for about fifteen years, representing 

raw String Bags Currency Racks ish 

Metal Clasp Bags Wrapper Cabinets new and established manufacturers suc- 
lig epository Bags orting Trays j ] i i i 
Linen Shipping Tags Sie tessaee Teave cessfully. Selling organization and financial 





resources above average. Address Box B-51 
care Office Appliances, Chicago 6, Illinois. 


Downey Change Trays 








PAX EAAAIAASARAAAAAATAAAAAAIAIAS 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


De KX XXXXAXXXXXXAXAXAKAKIIE 





XXX XXXXXX XXX AA AAXXXX AAA AAA AAAAAAIIIT 


182 OFFICE APPLIANCES, February, 1945 | 

















Re RAR RRR KR RAK KEK MKRAKKRRBRAKAMKABAARKE HSA BS 


~~ 





BRITISH STATIONERY 





EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 





SEND US THIS COUPON 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square. London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 

















MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 























| MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


| =o 
a 


a 








NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 

















CHANGEABLE LETTER 


Bulletin, directory & menu boards. 
Also used for announcements, desk 
Pea s name plates, honor rolls, signs, sta- 
DARIDA A tistics, etc. 


ESPOSITO J 
GRAY 258 








DIRECTORY 


ACME CHANGE ABLE 
siGgw co 


"A size and style for every purpose.’ 


MARTWICK Ww. J 


Raywor € 
ROBERTSON 
SCHMITZ F 


Both indoor and outdoor use. 


Write for illustrated catalogues and 
folders. 























ACME 


37 E. 12th St., New York 3, N.Y. 








Type Ease Copy Holder 


tore) 





FOR FAST 
ACCURACY 








$3.00 
retail 


Shipments 
from stock 


Franklin Table Company 


2020 Village Drive Louisville 5, Kentucky 
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RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








x wenuenenR Ke Ke KKK 


HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
ayailable. The demand for them in- 
creases daily. And we give you every co- 
operation on orders of all types. 


Send for illustrated literature. 





SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genuine Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 


Commonwealth Publishing Company 
508 South Dearborn St. ° 


Chicago 5, Ill. 

















Arrange Now for Postwar Bronze ee 
AVOID DELAY LATER 


UNITED STATES BRONZE SIGN 00. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 








GRIPTITE 
BANDS 


The Permanent Successor 
to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 

They are easily applied; quickly remcved 
They hold papers such as cancelled checks 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 

They ee manufactured in 14 lengths— Order from your Stationer or 
6" to 54" long. write direct for sample 
They can be used over and over again. and prices 


ROCHESTER WIRE-O BINDING, INC. 





ROLLING STORE LADDERS 
“A” Type Ladders ‘ Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 








+. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 











108 MILL STREET ROCHESTER 4, N. Y. 


NEW SALES 


Clarotype is needed more than ever 
today because of aging typewriters. 
Clarotype keeps the type clean and 
legible, and saves stenographers time 
because it works instantly. Feature 
this speciality. Write for our free new 
advertising aids and dealer discounts. 


















Serving vou 25 vears. 





The Clarotype Company, Inc. 


“7 — 16-B Hudson Street New York 


AWN Moen as: 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Mfrs. 


Markile Company, 
3633 S. Racine Ave. Chicago 9, U.S.A. 








STATIONERS! STOCK THE 


REX LINE DATER 


Superlatively made, to help you get 
repeat business, this is one of several 
very attractive items in our line for 
stationers. A fast seller and priced 
right. Furnished with stationers im- 
print at slight extra charge. Write 


Consolidated Stamp Mfg. Co. 
SPRING VALLEY NEW YORK 
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Beautifully printed in 4 colors. 
inches. Contains over 20 Maps. 


Birthplace of Civilization Down 
Present Day. 


for Bulletin B.L. 4. 





MAPS of the BIBLE ses 


NOW SOLD THROUGH 


Cram DEALERS 


A big opportunity for dealers to cash in on 
a Specialty that has unlimited opportunities 
with no competition. The book is carefully 
edited—a complete reference for Bible 
Classes, Sunday Schools, Religious Bodies 
and for the general public who wish to fol- 
low the bible story with its geography. 

815 x1l 
Index to 
over 400 Places in Bible History. Shows the 


Special Feature is ‘‘The Life and Journeys 
of Christ,’’ told in 8 Separate Maps. 
Deed BE Ce ss es cigccveceses 
Order Direct from this adv. or Ask 


THE GEORGE F. CRAM COMPANY, 


to the 





“INC. 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 












Me Renin. 


hn 
a 


£ 


2 





BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An. 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passhooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 





ERICAN PASSBOOK CO. 


AKERS BLDG. 


CLEVELAND, OHIO 














“Juin Pin- ups for Profits 


MOORE pusu-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 


Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. iy 





MOORE PUSH-PIN COMPANY : Since 1900 , 
113-25 .Berkley Street, Phila. 44, Pa. : 





OFFICE APPLIANCES, 


Investigate the new 


Rocka File 


An aise new system of fil- 
ing. Compartments turn open 
at the touch of a finger instead 
of pulling open... Material 
withdrawn or inserted from the 
side— instead of vertically. 

Saves up to 50% floor space. 
Everything instz antly accessible 
—No filing experience neces- 
sary. For full information write 
or wire 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer Since 1903 
35 E. Wacker Drive, Chiczgo 1, Ill. 


Patents Applied FOr Si... rs 


February, 1945 








CLEANS TYPE 


The cleaner fluid is in the 
bottle-uandle. It flows 
through brush when you 


with a whisk of a brush! 





push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 


96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 



















PENDAFLEX : 


new style filing et bas HANG! 


Your fi 


OXFORD FILING SUPPLY co. 


New Wartime 
Emergency Location 


UNTIL THE 
VICTORY IS WON 





New York BROOKLYN St. Louis 





EHRLICH 
UPHOLSTERY WORKS 


306 ECKFORD ST. 
BROOKLYN, N. Y. 




















Speed Key Mfg. Co. 


NON-RUBBER 


Typewriter 
Keys 


a 
The SPRING’S 
the THING! 
2 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 


335 Columbus Piace 
Brooklyn 33, New York 
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Wr. Dealer... 


Today's expenses and profits are in wood files while waiting for 
steel. Sorry we can't give you steel files this month but we can | | 

ship 2, 3, 4, and 5-drawer letter and legal with and without lock 
in wood. Upright card files 4 x 6 and 5 x 8 double compartment, | 
also tab files. Fairly prompt shipment. | 


BUSINESS EFFICIENCY AIDS 


TIME SAVER FILES | | 
BOX 258 D SKOKIE, ILL. | 

















ee RE 


..available 


Since the glass Handi-pen set is made 
chiefly from non-critical materials, Seng- 
busch is in a position to make reasonable 
deliveries — governed, of course, by exist- 





ing production limitations. This satisfac- 
tory set — up to highest Sengbusch stand- 
ards of efficiency, quality, and appearance 
— is also available with large 14-kt. solid 
gold nib at $5.00, affording the dealer a 
larger profit. ¢ Place your order now for 
the Steeless Kleradesk and Ideal Moisten- 
er, available for immediate delivery. « 


Sengbusch Self-Closing Inkstand Co. 


302 Sengbusch Bidg. Milwaukee, Wis. 
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1, The best shipping tags are made from 
A—Thin sheets of oakum fibre 
B—Specially selected rope stock 
C—Balsa pulp, cured in vinegar 
D—Lignum vitae, plus cochineal 
2, Pullout strength is the number of pounds 
required to 

A—Extract one tag from a carton 
B—Overcome force of gravity in a nose dive 
C—Pull tag off its string or wire 
D—Detach tag from package by breaking 
string 

poet soak, Thee tae same pat 


you fm the expert class. Four place 
you definitely as a Dennison dealer. 


“anay Helper's ¢-Question Quiz 


SHIPPING TAG® 


















Dennisow 


3, The term “PATCH” on a Dennison Tag 
refers to 


A—Scientific strengthening of hole with glued 
fibre washer 

B—Quick repair for travel worn tag 

C—Address area 

D—Supplementary gummed label marked 
“RUSH” or “FRAGILE” 


4, Quality of shipping tags is determined by 
A—Barometric pressure in the paper mill 
B—Theageofthetreesfrom which pulpis made 
C—R. P. M. of pulp beaters 

D—Nature of tag stocks and their thicknesses 


And in that case you already know 
that “Dennison” on a Shipping Taé 
means real satisfaction for your cus- 
tomers and for you. 


Dennison ——_» 


FRAMINGHAM, MASS. 


THE SHIPPING TAG IS JUST ONE ITEM 


IN THE DENNISON LINE OF ESSENTIAL 


STATIONERY SUPPLIES FOR COMMERCIAL AND SOCIAL USE 










NOW CHECK 
YOUR ANSWERS 
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With Ring Metal 


IN 


It is a Zipper 
Loose Leaf 


NOTEBOOK 


¢ Ist Quality Booster type metal . 
e Accepted nationally by 











“CONVERTO” ZIPPER RING BINDER 


Patent No. 2,226,387 


With Ring Metal 


OUT 


It is a Zipper 
PORTFOLIO 


. . easily removed if desired to use as Portfolio. 


students, accountants, salesmen, professional men, etc. 


Mfrs. of ... ZIPPER PORTFOLIOS, .. . ENVELOPES .. . RING BINDERS. 


REUBEN CO. 557 W. Jackson Blvd. (opp. Union Station) Chicago 6 
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Don’t get hooked again! . 


Only yesterday (YOU remember!) men sold apples on the 
streets, saw their furniture go back to the store, lost their 
houses, lost their farms. Will it happen again? It needn’t. 

But to avoid the kind of depression we had after the last 
war—WE MUST HEAD OFF INFLATION NOW! And the 
best way to do that is to save your money. 


When you don’t buy a thing you can get along without... 
that’s helping to prevent inflation. When you decide this is a bad 
time to ask more money for the things you sell or to fight for 
a raise . . . that’s helping to prevent inflation. When you pay up 
all your debts. . . that’s helping prevent inflation. AND SOME- 
THING MORE! 

It’s the best way to protect yourself against a depression if 
one should occur, and the best way to prepare yourself for 
tomorrow’s opportunities if times are good. 


The smart thing today is to save, not splurge. Don’t get 
hooked again! 


ie RPGR ox 





4 THINGS TO DO to keep prices down 
and help avoid another depression 


1. Buy only what you really need. 


2. When you buy, pay no more than 
ceiling prices. Pay your ration points 
in full. 

3. Keep your own prices down. Don’t 
take advantage of war conditions to 
ask more for your labor, your services, 
or the goods you sell. 


4. Save. Buy and hold all the gggegp 
War Bonds you can afford— Bp eS 
to help pay for the war and KEER 


insure your future. Keep up 
i WR 











A United States War message prepared by the War Advertising Council, approved by the Office of War 
Information, and contributed by this magazine in cooperation with the Magazine Publishers of America. 
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will em Kd 
body all of the engineering skill 
developed oy 
dover our war 
years. Drawer 
: rs 
will gli ier 
glide easier and quietly, Improved 


design wi 
gn will add to “ppearance and capacity 


Eye-appeal plus efficient dependability 


service will make PEERLESS” your b 
) We) ; est 





post-war buy. 


i EERLESS 2TEEL EQUIPMENT COMPANY 


PHILADELPHIA Il, PA 





Work for U.S. A. 


og = oa aI. 


% The same precision required for ammunition will 
again be employed to make fine Automatic Pencil 
Sharpeners when steel and other materials are re- 
leased. 

Our research department is at work on new de- 
signs. Distinctively modern . .. the good looks and 
quiet efficiency of these fine machines will help more 
than ever to make daily life more pleasant for = tt 
millions. : 

Until the go-ahead signal is given by the War 
Production Board, pencil sharpeners will not be 
available. 

Cutters and replacement parts are now available, 
however, for prompt shipment. Your customers can 
obtain improved service from their present sharpeners 
by installing new cutters. Folder with full instructions 
available upon request. 


AUTOMATIC PENCIL SHARPENER CO. 
Div. of Spengler Loomis Mfg. Co., 58 E. Washington St., Chicago 2, lil. 





a a bt 


ulomatic Pencil Sharpeners are coming back 
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.-- AND KEEP UP THE GOOD WORK!” 


O'* hearty congratulations to the mil- 
lions of patriotic retailers who so en- 
thusiastically helped to put over the 6th War 


Loan! Congratulations also to the thou- 


sands whose dramatic and brilliantly de- 


signed window displays did much to boost 


War Bond sales. Each Window Display 
Contest entry is now being given careful 
consideration by the judges. Watch your 
business and trade papers for an announce- 
ment of the winning displays. 


Our full appreciation, too, for your store- 


wide bond selling efforts—the organization 
and outstanding work of the Third Army — 
and liberal contribution of advertising space 
to sell the 6th! 

There’s no better way to start the New 
Year than by speeding Victory with in- 
creased War Bond sales. Christmas gift 
money and bonus checks can make Janu- 
ary a record month for War Bonds. Every 
War Bond you and your Third Army sell 
helps G. I. Joe finish the job faster —and 


come home sooner! 


The Treasury Department acknowledges with appreciation the publication of this message by 
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——— ™ On the 19th of this month... 
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ffice, worksh 


In home, : 
vork for you, 


Carter's helpers ¥ 






The famous 
Carter’s Kitten 

tells your customers 
about the wide variety 

of Carter’s items you sell! 





s bright and ¢ gay? 
sae that way! 





ate 
Want ¥ papel te 
or change your mind i Carter's 


as 


if you're in de yaibt 


| Erasers race the Carter's kind 
x 


NATURALLY, when it comes to ink, Carter’s is 
the first thought of most Americans . . . Carter's 
Inks have been the leaders for 87 years! 












~ a8 


But here’s a spectacular full color ad in Life 





4 7 ec ten (Feb. 19) designed to stimulate sales of other 
+ Stampink ae Bit you'd like a print Carter’s products you sell. Every week in the 
uu 





Carter's a 4 Painted wit i wi eph walas 


Hak where this display 9 year other advertisements on individual Carter’s 


CARTERSINK products will appear in American Weekly, Col- 


all ee lier’s, Saturday Evening Post or Look! 














ft] 
"one. of the m@ee salable 
lines we have @ger handlege 
> Tempo offers the most complete line of stencils, with 
. or without film. Stencils to meet every operating re- 
We have been in the office machine quirement with a generous profit margin to you and 
and supply business for the past SATISFACTION GUARANTEED THE USER. All 
12 years and find the Tempo line stencils we make are sold only under our own brand 
one of the most salable lines we names. 
have ever handled." The Tempo line includes stencils, inks and other dupli- 
cating accessories. Free literature for distribution to 
(A TEXAS DEALER) your customers. We sell only through dealers. 
WRITE TODAY FOR PRICE LIST AND CATALOG e [=| 
MILO HARDING CO. 
436 WEST PICO BLVD., LOS ANGELES 
317 THIRD AVE., PITTSBURG 
MAKERS OF THE FAMOUS TEMPO FILM STENCIL 
5 OFFICE APPLIANCES, February, 1945 191 














Sorry we won’t be bringing 


znmnar 


Royalchrome Furniture to you as 
soon as we'd hoped. Sorry you'll 
have to continue being patient a 
while longer. For now that con- 
ditions have changed, we’ve 


scrapped every inch of over- N 





optimism—and have gone back 
to work for Victory! 


But our postwar plans are still 





the same... to offer Royalchrome 

with all the familiar features, i 

ee plus plenty of new ones to make , * 
T a | . ) you glad you waited. The Royal 

« Ko Aye UL : Metal Mfg. Co., 175 North 


“AS Michigan Ave., Chicago 1, III. 


LINE OF TOMORROW 


Metal Furniture Since ’97 


: \\aigt V / 7 
Royal Steel Folding Chairs « = a Royal Housewares 


OISTIMCTIVE FUANMITURE 
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MAKE THE BEST IMPRESSION 


They definitely improve the work of any stencil, 
gelatin or spirit type duplicator. Forty years 
of scientific research and refinement to meet 
modern methods, has developed outstanding 
quality and performance. HEYER PRODUCTS 
are recognized leader in business and educa- 
tional institutions throughout the world and 
they will insure good-will and lasting satisfac- 
tion to you and your customers. 












I ag td mo We manufacture . _complete list of rotary anc eaegfiaesen 
Royal Blue ................... AA Grade stencil duplicators which will again be available ae Makes ae 
re wee eestaivene ets Top pe January 1945. Our popular EFFICIENCY ROLL 

In note, letter or legal sizes. DUPLICATOR is now available. 


MPLETE CATALOG 









HEYER Quality REFILL 
For Any Pan Type. 1-2'2-5 and 10-Ib. Can. 


HEYER IDEAL DUPLICATORS 
Note - Letter - Legal - Folio Sizes. Com- ‘ 
plete with Ink, Sponge, Instructions. Hil spvmir process 
! CARBON 
LETTERGRAPH POST CARD PRINTER |. PAPER 
Complete with Case, 6 Stencils, 2 Tubes of Ink, Correction 
Fluid, Stylus, StencilScope, Base and Instructions. 








ERR x SS ‘ 
‘Wate \ ot Le HEYER SPIRIT SUPPLIES 


SPIRIT CARBON PAPER for sharp, clean 
originals in Purple, Red, Green, Blue— 
Box of 100. 


SPIRIT PROCESS FLUID, assures maxi- 
mum brilliant copies. No odor—Galion 
Cans. 





HEKTOGRAPH DUPLICATORS 
Note - Letter - Legal Sizes. Complete with 
Ink, Sponge, Instructions. 

















HEYER HEKTOGRAPH SUPPLIES 
Finest in Inks, Carbon Paper, Pencils and Ribbons. 





: HEYER Quality STYLI and GUIDES 

HEYER GELATIN ROLLS and FILMS PORTABLE CLEAROSCOPE 18 Varieties of Styli points with plastic 

in amber or white for any model dupli- Simplifies Drawing and Tracing on Stencils handles. Guides for many type faces and 
cator. Sizes 83,” x 22” wide. Complete with all Tools. sizes. 
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SHE KNEW WHAT SHE WANTED! 
td 4 | 
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Mary had an old machine; Said she, "I want an Underwood ... 


Its keys would skip and jerk. + ) It's light and fast and neat. 
And every time she typed her notes, Its touch is super ... velvet smooth! 


They muddled up her work. Its work just can't be beat." 


The light, quick touch she learned at school He bought an Underwood ... and now 


at 


& i She had to hit and hammer now, ’ It writes his letters better ... and 


Re No longer could she use. ’ He's glad he took her cue. 
[\ And watch her P's and Q's. Will do the same for you. 


cd 


Her letters turned out blurred and smeared, 


by 7 
5 They had her all perplexed. > 
: ira 


2 p> Until one day she stamped her foot 





She knew what she'd do next! — a 
ext time you sign your letters, 

look them over carefully. 
If your letters are not as neat as 
She took her problem to the boss, they should be, don’t blame your 
secretary...it’s probably her machine. 

Get her an Underwood as soon 
She screamed: "This is a total loss, as they are available,* and watch 
How can I type with that?" her work improve. esas. there’s 

a picture of you in every letter she 

writes. And since your letters are 
your personal representatives, make 


And dropped it in his lap. 


Our factory at Bridgeport. Connecticut, proudly every picture clean-cut and 
flies the Army-Navy “‘k”’, with star added as appealing with an Underwood. 

a second citation awarded for the production of . 

precision instruments calling J r skill and crafts- 

manship of the highe t order, "eee 

Copyright 1944, Underwood Elliott Fisher Company * Underwood Typewriters are available now 
subjec t to War Production Board regulations. 


Uw DERWOOD... wares a verrer..cerren! —\esee BeBe Some 











